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ytion’s Economy: 
” 


ConsuMER CRED! Rose by 
million in Decembé@r to a totaf of 
$28.8 billion, more than $3 bigion 
above a year earlier. (uto cregit in 
December totaled $10,489,000,Q90, or 
$243 million more thamin [jtcem- 
ber, 1952, and an increase Bf $2,- 
190,000,000 over the year, ording 
to Federal Reserve Board. 

Divwenp PayMENTS — Last year 
totaled $8.5 billion, up 2.5 percent 
from the previous high set in 

1952. 

Crupve On Strocxs—Totaled 271,- 
069,000 barrels on Jan. 23, an in- 
crease of 1,493,000 for the week, 
according to Bureau of Mines. 


Farm Prices—Increased 1.95 per- 
cent between mid-December and 
mid-January, according to Agri- 
culture Department. 

Parser OutputT—Mills operated at 
95.4 percent of capacity in week 
ended Jan. 23, compared with 93.5 
percent the previous week. 

as * * 


Down 

INpustriaL OutPpuT—Stood in De- 
cember at 127 percent of the 1947- 
49 average, a 7 percent decline from 
last summer, according to Federal 
Reserve Board, and 4.5 percent be- 
low December, 1952. 

Venice OutpuT— Was estimated 
last week by Automotive News at 
128,861 vehicles, compared with 
133,181 the week before, a de- 
crease of 4,320. 

Sree. Propuction—Last week was 
at 73.9 percent of capacity, com- 
pared with 75.6 percent the preced- 
ing week. 

Business Inp—Ex—Physical volume 
of business stood at 103.5 percent 
in week ended Jan. 23, according 
to Barron’s, compared with 117.1 
a year before. 

Bank Reserves — During week 
ended Jan. 27, Federal Reserve 
Bank members’ reserves decreased 
$1,015,000,000. Money in circulation 
decreased $183 million. 

Raw Loapincs—Fell 11.5 percent 
in week ended Jan. 23 below the 
like week in 1958, and 0.4 percent 
below the preceding week. 

Lumser OuTPpvu  T—Decreased in 
week ended Jan. 23 by 13.8 percent 
below the like 1953 week. Ship- 
ments were down 11.8 percent and 
new orders, 14.5 percent. 
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3,738,989 Cars Sold 


In 1953 as Chevrolet, 
Ford Win Top Gains 


Big Three Gets 90.51 Pct. Despite Loss by Chrysler; 
Seven Makes Boost Market Share, 12 Lose; 
Studebaker Tops Independents 


'W-CAR sales in 1953 totaled 
5,738,989, according to complete 
figures tabulated last week. 
The year thus fell 587,540 units 
short of 1950’s record total of 
6,326,438 sales, but still wound up 
being the second best in history, 
and was 1,580,595 ahead of 1952. 
Chevrolet again gained top spot, 
with 1,342,480 sales. Ford, with 1,- 
116,267 sales was in second place. 
Cd * oe 
For? lost ground during the 
year in its effort to overtake 
Chevrolet, according to the figures. 


Ramblers Shed 
Heat, Music; Tags 
Cut $145-$210 


NAS#: which reduced prices on 
most of its 1954 models when 
they were introduced in November, 
last week announced a further ad- 
justment. 

In the latest move, advertised- 
delivered prices of eight Rambler 
models were cut back $145 and 
those of the two Rambler four- 
door sedans were trimmed $200 
and $210. In all Ramblers, how- 
ever, radios and heaters were 
discontinued as standard 
equipment. 

The four cars in the Statesman 
Super and Statesman Custom series 
were reduced $20 to $45. 

a = 7 


A™ THE same time, the suggested 
dealer delivery and handling 
charge on all models was increased 


Other car makers sidestepped 
comment on the Nash price re- 
alignment. If any additional new- 
car price revision is contemplated 
in the industry, it is being kept 
confidential, 


Two of the Ramblers affected by 
(Continued on Page 60, Col. 1) 








Ford Leads Output List 
As Rate Slips Slightly 


By Tom Hewitt 
Staff Writer 
U S. AUTO plants are producing 
* at a rate which would make 
1954 the fourth—possibly the third 
—best car-output year in history. 


Revised January figures, for 


L9 percent below that of the like 
1953 month. Last year was the 
industry’s second-best. 

Truck output amounted to 97,629 
units, down 12.8 percent from Janu- 
ary, 1953. 

February started off on a slower 
pace than did January. Last week, 
according to Automotive News esti- 
mates, 107,392 cars and 21,469 
trucks were produced, down 2.5 and 
7.4 percent, respectively, from the 
week earlier, and 7.1 and 3.2 per- 
cent, respectively, from the com- 
Parable 1953 week. 

*” * 
PovusTRy predictions place this 
year’s production at 5.3 million 
cars, 13 percent less than 1953's 


* 





output, but so far it is running 
only 3 percent behind last year. 

Although January car production, 
was down only 1.9 percent from 
the same month last year, some of 
the makers suffered losses and 
others showed gains. 

~ * ” 


| nes Motor Co.’s output was up 
48.9 percent, General Motors’ 
was up 2.4 percent, while Stude- 
baker’s climbed 95.4 percent. 

All others were down, Chrysler 
Corp. fell 38.7 percent, Nash dipped 
47 percent, Packard dropped 66 
percent, Hudson 67 percent and 
Kaiser Motors went down 99.1 per- 
cent. Kaiser’s decline was caused 
by preparing for 1954-model output, 
which is just getting underway. 

Chevrolet joined the cutback 
group by working only four days 
last week, as in the week before. 
The four-day basis likely will be 
extended through this week. 

Chevrolet’s action allowed Ford 
division to become the top car pro- 
ducer so far this year. Ford has 
(Continued on Page 59, Col. 1) 
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Both increased their share of the 
market as well as unit sales, but 
Chevrolet’s record was better in 


| both instances. However, Ford was 


on the upswing at year’s end, hav- 
ing topped Chevrolet in sales in 
both November and December. 

With 1953 being a relatively 
free market, unrestrained by the 
Government production alloca- 
tions of 1952, considerable changes 
were chalked up in sales shares 
of the market. 


Since large increases were scored 
by General Motors and Ford divi- 
sions, the Big Three took 90.51 per- 
cent of the market, compared with 
85.80 percent in 1952, in spite of a 
loss by Chrysler Corp. 

+ * * 
M ROSE 3.34 percent and Ford 
2.35 percent. Chrysler slipped 
-98 percent. 


The smaller U. S, makers ob- 
tained 8.91 percent of the mar- 
ket, down from 13.42, 


Studebaker remained on top of 
the smaller makers, with 2.80 per- 
cent of the market. Nash was sec- 
ond with 2.39 percent, Kaiser- 
Willys, including Kaiser, Henry J, 
Willys and Allstate (since de- 
ceased) took 1.33 percent. Packard 
had 1.23 percent and Hudson 1.16. 


* * * 


Gave makers gained in their 
shares of the market, while 12 
lost. 


The gains were in this order: 
Chevrolet, 2.89 percent; Ford, 1.83; 
Mercury, .54; Buick, .44; Pontiac, 
.32; Oldsmobile, .08 and Plymouth, 
.04. 

Makers who lost were Nash, 

(Continued on Page 58, Col. 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


137,824 
128,861 133,181 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, page 59. 
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Total for year, ‘53-"52 


Total Percent Total Percent Percentage 

Sales Share of Sales Share of Point 

1953 ’63 Market 1952 °52 Market Change 

CHRYSLER CORP. ........ 1,165,357 20.30 884,667 21.28 — .98 
Chrysler Siasdes . 158,156 2.67 113,392 2.72 — 05 
DeSoto ........ 122,342 2.13 91,677 2.21 — .08 
Dodge ........ 288,312 5.03 246,464 5938 — 90 
Plymeuth ....... ... 600,447 10.46 433,134 10.42 + .04 
FORD MOTOR CO. ........ 1,448,158 25.14 947,474 22.79 2.35 
BEE ati cAig i cancaescesdcssvestle 1,116,267 19.45 732,481 17.62 1.83 
Lincoln .............. : 39,169 -68 29,110 -70 — .02 
PHOPOUPY  .........0......00.c0000. . 287,717 56.01 185,883 447 + 54 
GENERAL MOTORS .... 2,586,697 45.07 1,735,604 41.73 3.34 
Buick eer re 310,806 FAT 44 
Cadillac ........ eves 98,612 L71 87,806 2.12 — Al 
Chevrolet. ........ .. 1,842,480 23.39 852,542 20.50 -+-2.89 
Oldsmobile ............ . 805,593 5.32 218,189 5.24 + .08 
Pontiac ......... 385,692 6.72 266,351 640° + .32 
KAISER-WILLYS ..... Wee = BED} ikea ~ eae ae 
Allstate ................ 675 01 1,566 03 — 02 
Henry J. sate 10,710 18 28,718 69 — 51 
Kaiser ........ ‘ 22,825 39 41,022 99 — 60 
ES. 42,483 78 41,016 99 — 26 
AUSTIN ............... 3,087 -05 4,804 ll — 06 
HUDSON 66,797 1.16 78,509 1.389 — .73 
een 6,606 -lt 7,449 17 — 06 
NASH. ........ 137,507 2.39 142,520 343 —1.04 
PACKARD ........ Scena 71,079 1.23 66,346 160 — 37 
STUDEBAKER. .... 161,257 2.80 157,902 3.80 —1.00 
MISCELLANEOUS 28,961 50 29,299 -70 — .20 
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Dealer Total Below °41 


Census Shows 42,181 Franchised Establishments 


Selling New Cars 


By Bob Sheldon 
Associate Editor 
- AT least one vital respect—the 
numerical strength of its new- 
car dealership network — the auto 
industry is back on a prewar 
footing. 

With compilations completed 
last week, the annual census 
conducted by Automotive News 
showed that as of Jan, 1, 1954, 
there were 42,181 franchised 
establishments selling new cars 
in the U.S. 


To this figure must be added some 
hundreds of Kaiser and Willys 
dealerships which, though actively 
in business, still were awaiting re- 
negotiation of their sales contracts 
under the combined Kaiser-Willys 
setup. 

In 1941, the industry had 43,286 
dealerships. 

~ * * 

As AGAINST this year’s count of 

42,181, there were 45,166 new-car 
dealers in 1953. This year about 
6,955 outlets were handling two or 
more makes of cars, compared with 
7,142 last year. 

Thus, with the addition of these 


3 43,286 Prewar 


dual dealerships, total individual 
franchises granted by manufac- 
turers stood at 49,136 at the be- 
ginning of this year and 52,308 a 
year earlier. The 1941 total was 
47,336, including only 4,050 duals. 

Under the pressure of a compet- 
itive market, the actual turnover 

(Continued on Page 56, Col, 1) 


Workers Backing 
Guarantee Plan 


Of Studebaker 


OUTH BEND.—Studebaker 

factory officials and workers 
began a program last week to guar- 
antee high quality for all Stude- 
baker products. 

Based on the principle that 
human skill is still the key in- 





Under the program, a seal read- 
ing, “We stand behind the quality 
(Continued on Page 53, Col, 2) 


Are Your Salesmen Really Selling? 


Eprror’s Nore: The need for 
strong, organized selling was 
never greater in the auto indus- 
try. Are auto salesmen meeting 
the challenge? Automotive News 
sent Writer Bob Lienert out to 
see. Here is his blow - by - blow 
story: 

By Bob Lienert 
Staff Writer 

HERE are still plenty of order- 

takers and discount artists mas- 
querading as salesmen in Detroit 
new-car dealerships. 

The real salesman is a pretty 
rare bird, I found in making an 
incognito survey of sales tactics 
and practices for Automotive News. 


It seems safe to assume that 


the same condition exists in other 
American cities. | 


Dealerships contacted in the sur- 
vey ranged from the quite small to 
the very large. They were in scat- 
tered locations and _ represented 
every line of American-built cars. 

x x * 


| VISITING these dealerships, I 
represented myself as a redhot 
prospect—a shopper ready to buy 
immediately, but uncertain as to 
which make I wanted. In all cases, I 






asked for atwo-door sedan, 
equipped only with a heater. 

This approach was tailored to 
give salesmen the widest possible 
opening. Having planted both feet 
obviously and firmly in the new-car 
market, I was giving the salesman 
his chance to convince me why I 
should buy his car, rather than 
somebody else’s. I also gave him 
an opportunity to try to sell me a 
more expensive model and added 
accessories. 

The reactions I got should be 


hotly competitive market. 
Only a few salesmen made any 
visible effort to sell their car on its 
(Continued on Page 8, Col, 1) 
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CIO Wants Job Action... 


AUTOMOTIVE NEWS, FEBRUARY 8, 1954 


Reuther Assails GOP 


As Prophet 


By Gerhardt Neumann 
Staff Writer 
Qe by recent attacks of Re- 
publican leaders, who had charged 
the CIO with a defeatist attitude 
on the econoniic 


outlook, Walter P. | 


Reuther, CIO and 
UAW president, 
swung back last 
week at a press 
conference by 
calling the “GOP 
boys” the real 
“gloom and doom” 
prophets. 

In his running 
battle with the 

Walter Reuther U.S, Labor De- 
partment, Reuther renewed his 
charges that the department had 
used two-month-old figures so it 
could avoid designating Detroit 
as an area of critical unemploy- 
ment, 

The number of unemployed, Reu- 
ther estimates, is 3% million, while 
Labor Department figures show 2,- 
360,000 unemployed. The difference 
of one million, Reuther says, is 


No Action Is Seen 
On Probes of 


Factory Practices 


WASHINGTON. — Investigations 
into auto manufacturers’ dealer 
practices, while officially activated 
here, are understood to be on a no- 
action-likely basis. 

Chairman Edward J. Thye, Min- 
nesota, of the Senate Select Com- 
mittee on Small Business, has in- 
structed Robert Forsythe, commit- 
tee general counsel, to look into 
charges that manufacturers forced 
large stocks of cars on dealers in 
the fourth quarter. 

And the Justice Department has 
FBI agents looking into dealer 
charges that factories are violating 
the anti-trust laws. 

However, it is understood that 
in both cases there is more pressure 
from dealers against the investi- 
gations than for them. 

The Senate case developed on 
request of Senator Paul H. Douglas, 
Illinois Democrat. Forsythe is re- 
ported to have other matters with 
priority ahead of the dealer case. 
It is said that he has just begun 
to examine the large number of 
letters from dealers to determine 
the extent of the problem. 

He is said to feel, with backing 
from some committee members, 
that manufacturers should work 
out this problem without legislative 
interference, Ford has already pro- 
vided the group with information 
relating to its dealers and the steps 
it has taken to avoid cause for 
complaints from dealers. 

The Justice Department case 
arose through complaints from the 
Missouri Automobile Dealers Assn. 
However, it is said that the in- 
vestigation is not limited to the 
Missouri group. Most complaints 
are said to be of a general nature. 
These bring replies from the 
Justice Department, asking for 
specific examples of alleged illegal 
practices. 


3 


of Gloom 


made up of people who normally 
would look for work but don’t do 
so now because there are no jobs 
available. 
* * * 
EUTHER used the auto indus- 
try as an example for the state 
of American economy. 


“On page one we read about ex- 
pansion programs of General Mo- 
tors and Ford,” he said, “but way 
back, in a hidden paragraph, we 
read about their cutbacks in pro- 
duction.” 


Business leaders themselves 
have no faith in the future of 
America, Reuther charged, add- 
ing that the CIO had consistently 
fought for continued high em- 
ployment and against “man-made 
depressions.” 

Pointing to lower production 
schedules announced by GM and 
Ford, Reuther declared that such 
cutbacks have a tremendous im- 
pact on wide segments of the 
economy. 

Ford’s prediction that auto out- 
put this year would be 1% million 
units below last year’s, Reuther 
said, means 2,250,000 tons less of 
steel produced, 7,500,000 fewer tires, 
and similar reductions in the out- 
put of textiles, glass, batteries, wire 
and whatever is needed to build an 
automobile. 

* * * 
ee Reuther said that 
the CIO welcomed the $1 billion 
expansion program of GM and 
added that there should be more 
of it. 

He declared, however, that ex- 
pansion of plants is not the an- 
swer to the economic questions 
of the day. The auto industry, he 
said, has today a potential capac- 
ity of eight million cars a year, 
and the CIO believes that that 
many vehicles could be sold if the 
lower income groups had enough 
purchasing power. 

The answer to the question, Reu- 
ther said, is not tax relief for cor- 
porations but more purchasing 
power for the little fellow by rais- 
ing tax exemptions from $600 to 
$1,000? raising the minimum wage, 
increasing jobless benefits and set- 
ting up a public works program 
that will tide the country over the 
period of readjustment. 

*~ * ok 


_ReetaEe charged that 92 per- 


cent of the new tax reductions 
(Continued on Page 49, Col, 1) 


Plastic Sports Car Unveiled by Packard— 


The Panther, a three-passenger sports car, is the first of a series of experimental 
cars to be revealed by Packard. The engine, utilizing forced-draft carburetion, 


develops 275 horsepower. 
* «* 


Packard Reveals Pa 


* * 


nther, 


275-H.P. Plastic Model 


NEW YORK.—What is said to be | 
the first full-sized plastic car tooled 
for high horsepower was revealed 
here last week by Packard. 

Under construction for 36 months, 
the car is the result of experiments 
with plastic described as having the 
same rugged qualities as metal. Of 
one-piece plastic construction, it is 
a three-passenger sports car. 

While the car is experimental, 
it is one of several to be released 
soon by Packard to dramatize the 
company’s new styling and engi- 
neering sections, which are work- 
ing with plastic both for tooling 
and product uses, according to 
James J. Nance, president. 

Additional models of the car, 
named the Panther, are being built. 
They will be displayed at auto 
shows across the country to test 
public reaction, following the 


Packard Dealers Get 
‘Incentive’ Discounts 


DETROIT.—Packard dealers 
now are operating under an “in- 





centive” discount system. 

The revised arrangement, which 
took effect with the introduction 
of 1954 models, provides for a 
slightly lower basic discount of 24 
percent on Clippers but sets up 
retroactive bonuses geared to 
sales volume beyond a minimum 
point. 

The plan is designed to furnish 
a greater margin of profit for 
most dealers, it was said. 


Death Rate at New Low 


Sinks to Seven Per 100 Million Vehicle Miles, 
But Fatalities Still Top ’52 Total 


CHICAGO.—Motor vehicle deaths| the death rate per 100 million 


in 1953 remained the nation’s No, 1 


in second place, according to the 
National Safety Council. 

Traffic fatalities last year totaled 
38,300, or 300 more than in 1952, 
while home accidents amounted to 
28,000, about 1,000 fewer than the 


r in 1953 was 
estimated at 5 percent above 1952, 
and 65 percent above 1941, Thus 


Anglia Goes on Display in New York— 


The new Anglia, an English-built Ford product, went on display for the first time at 
the New York World Motor Sports Show. The modern styling, according to Ford, has| preliminary motor vehicle death 
been obtained without sacrifice of space. Ralph Horgan, Inc., New York dealership, | toll for the year, 17 had decreases 


has set a delivered price of $1,398. 


| vehicle miles was estimated on 
accident killer, with home accidents | 


the basis of preliminary data at 

seven—the lowest rate on record. 

The 1953 traffic toll was only 1,- 
669 below the alltime high of 39,- 
969 established in 1941. 

The council said the increase in 
the traffic toll, and its resistance to 
any reduction, can be attributed 
largely to the fact that the number 
of vehicles on the road and the 
mileage traveled reached an all- 
time high in 1953. 

The Council pointed out that, in 
comparison, the 1953 traffic toll was 
almost 1% times as great as Amer- 
ican casualties in Korea. 

The 1953 all-accident death rate 
was 60 per 100,000 population—not 
only the lowest rate on record, but 
17 percent under the rate for 1941. 

Nevertheless, one out of every 16 
persons suffered a disabling injury 
in 1953. 

In addition to the fatalities, 1953 
traffic accidents caused approxi- 
mately 1,350,000 injuries. 

The value of pane de- 


600,000,000. All costs, including 
medical expenses, overhead costs 
of insurance and motor vehicle 
property damage, were $3,950,- 
000,000. 


Of 46 states which reported their 


(Continued on Page 52, Col. 3) 


initial announcement at the New 
York International Motor Sports 
Show. The Panther is scheduled for 
rigid road testing to determine its 
durability. 

No plans for production have 
been set. 

Development of a plastic car was 
the first major assignment of 
Packard’s new styling department, 
which has been developed during 
the past year under Edward 
Macauley, chief styling engineer. 
Average age of the stylists is 28. 
Richard Teague, chief stylist who 
headed the plastic project, is 29. 

The Panther is powered by 

Packard’s 212-horsepower 
straight-eight engine, with forced- 
draft tion raising the 
horsepower to 275. 

Highest point of the body is the 
top of the fenders, The single fen- 
der line, marked by the body top, 
runs the entire length of the car. 

The styling of the front end 


| follows the high-bumper motif with 


airscoops beneath the bumper. Two 
raised plastic fins break the ex- 


panse of the trunk lid. The wind- 
(See PACKARD Page 10, Col. 5) 


Jaguar Forms 


U.S. Subsidiary 


NEW YORK.—Jaguar Cars, Ltd., 
Coventry, England, last week an- 
nounced formation of a wholly 

owned American 
subsidiary. 

The subsidiary, 
Jaguar Cars North 
American Corp., 
will handle ad- 
ministrative, pub- 
lic relations, ad- 
vertising and 
technical assist- 
ance programs for 
Jaguar distribu- 
tors in the United 

J. Eerdmans States, Canada 
and Mexico. 

Johannes Eerdmans, formerly 
chief executive of North American 
sales for Jaguar, has been elected 
president of the corporation, with 
headquarters at 487 Park Ave., New 
York 22, N. Y. 


No Cut Is Likely 


In Auto Excises 


But Fight May Come 
On Congress Floor 


WASHINGTON. — There will be 
no reduction in the excise taxes on 
cars, trucks and automotive parts 
if the 1954 tax program favored by 
a number of important House 
leaders is passed. 

However, there are still many 
congressmen who feel that the 
automotive industry should have 
excise-tax relief and that the tax 
program, currently popular, may 
be discarded by the time the 
gathering Capitol Hill tax battle 
is over. 

It was reported last week that 
House Speaker Joe Martin and 

several key members of the House 
Ways and Means Committee had 
agreed on a tax formula, consisting 
of the following ingredients: 

1, Cutting the 15, 20 and 25 per- 
cent excise taxes—except on liquor 
and tobacco—to 10 percent. Since 
the automotive taxes are already at 
this level, they would not be af- 
fected. 

2. Keeping existing corporation 
taxes, 

3. Correcting number of tax in- 
equities. 

Since all tax bills originate in 
the House, the views of the 
speaker and top men of the Ways 
and Means Co , w 
write the bills, are considered 
significant. 

Some weeks back, President 
Eisenhower recommended to Con- 
gress that excise taxes be kept at 
present levels, that the scheduled 
Apr. 1 reduction in corporation 
taxes be postponed and that a little 
relief be given to certain hardship 
situations. 

Many viewed the program of 
Speaker Martin and the other Re- 
publicans as an offer to trade the 
President his corporate-tax ex- 
tension for the excise-tax cut. 


One-Man Stand 
Dealer Lowe Sets Own Show 


At lowa Fair 


DES MOINES. — Orville Lowe, 
who claims he is “Iowa’s Largest 
Ford Dealer,” is spending $50,000 
for his own eight-day auto show at 
the Iowa State Fair starting Feb. 
27. Admission fees will be charged. 

The program will feature a one- 
hour entertainment, headlined by 
Ted Lewis and his “’54 Revue,” 
with a cast of 30 performers; a 
daily showing of Ford Motor Co.’s 
new Cinemascope film, and a series 
of shows from Radio Station WHO. 

On display at the show will be 
all Ford exhibits from the St. Louis 
Automobile Show, plus 25 cars and 
20 trucks. 

Prizes will be given away each 
day, and a Ford sedan will be 
awarded on the final day of the 
show. 

Lowe said admission prices will 
be $1 for adults and 50 cents for 
children for the evening perform- 
ances, and 50 cents for adults and 
25 cents for children at the mati- 
nees. He expects to attract 75,000 
persons. 


Fageol-Porsche Features Twin Engines— 


This twin-engine sports car, which was designed by L. J. Fageol, president of 
Twin Coach Co., Kent, O., and is powered by two four-cylinder supercharged Porsche 
engines, is said to develop speeds in excess of 150 miles per hour. Due to the equal 


weight on all four wheels, it is claimed, 


the car will not spin when cornering at 


high speeds. The wheelbase is 90 inches, overall height 51 inches, and overall 


| length 173 inches. 
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By John O. Munn 





By John O. Munn 
Eprror’s Norge: While John Munn 
is on vacation, this space will be 
occupied by a history prepared by 

Munn of the early days of the 

industry when he was a Willys- 

Overland executive. 

e ¢ . 
Some Early Hazards 
r. MUST be remembered that in 
the early teens there were no 
good roads, except for the city 
eae in a community. Automo- 
biles were laid up on jacks or raw 
horses in the winter time. The sale 
of cars took place in the spring or 
summer, 

This fact imposed a problem on 
the automobile industry, because 
there were not enough production 
facilities to make the cars that 
were wanted in the spring. It was 
therefore necessary to build cars all 
the year around and depend upon 
dealers to store them for the spring 


Along about 1918 after World 


Hoffman to Speak 
At Show Luncheon 
In Kansas City 


Show luncheon, The auto show will 
open Feb. 27. 

Ray M. Faddis (Chrysler-Plym- 
outh) heads the show committee. 
Other members are Don R. Arma- 
cost, Earl S. Davidson, Andy M. 
Klein and George Sharp jr. William 
W. Egelhoff, executive secretary of 
the Motor Car Dealers Assn. of 
Greater Kansas City, is show man- 
ager. 

Described as the most colorful 
event of recent years, the show, 
which will be held in the Ex- 
hibition Hall of the Municipal 
Auditorium, will have a_ spring 
setting and will include the latest 
production-car models plus a repre- 
sentative collection of experimental 
cars and custom-built models. 

A “queen” contest for high 
school girls of the Kansas City area 
will be held. Three new cars will 
be given away in a drawing. 

The evening before the show 
opens, Ralph Carney of Coleman 
Lamp Co., Wichita, will speak at 
a preview dinner. 
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Washington Column 


and supplemented the business of 


in making credit available only to 
business and commercial 

In. other words, 
Security Co. set up by John Willys 
was a forerunner of a development 
that made mass markets available 
in America for many products, 






War I, a few dealers got up cour- 


age to arrange driveaways. So, 


due to the shortage of furniture 


freight cars, the early automobile 


factories had to make use of gon- 
dola and flat cars for shipping 


their products. It must be re- 
membered, too, that automobiles 
made during these early days were 
open cars and were subject to the 


ravages of the weather during 


shipment. So automobiles were 
blocked on gondolas or flat cars and 
covered with tarpaulins. 


* * * 


Lack of Finance 
ANOTHER early bottleneck of 

the trade was a lack of finance 
on the part of dealers and distrib- 
utors for the purpose of storing 
cars during the winter months. To 
provide for this necessity, John 
North Willys instituted the first 
wholesale and retail finance compa- 
ny in the industry. It occured, as I 
recall, about the year 1912. He em- 
ployed, to set up such a plan, E. S. 
Maddox, who previously had been 
secretary-treasurer of the Advance 
Rumley Thrashing Machine Co, at 
LaPorte, Ind. 


The thrashing compa- 
nies and, in fact, all 
implement companies had been in 


years. They would sell a farmer a 
thrashing machine and take a 
note secured not only by the 
thrashing machine but by the 
farm. This was a pretty safe pro- 


both wholesale and retail. 


Furniture dealers at that time 
had also established instalment sell- 
ing and most of them were in truth 
finance companies rather than 
furniture stores. In other words, a 
customer’s need of furniture was 
the reason the furniture company 
could sell on notes for $100 at 6 
percent interest goods that cost 
them but $50. The credit loss in 
each trade was very low. 

* * » 


Time Payments Begin 
OHN WILLYS’ original finance 
company was called the Guaran- 

ty Security Co. A. O, Dietz, now 
president of C.LT., was one of the 
original road men for this compa- 
ny. The corporation immediately 
borrowed $80 million from banks, 
most of which was used to loan to 
dealers so they could store more 
cars. Money was also provided for 
retail sales, so Overland dealers 
were the first to offer time 
payments in an organized way in 
this trade. 

















It is interesting to note that their 
first time contracts were limited to 
eight monthly payments. Farmers 
were given up to eight months with 
payment due at harvest time, 

Wholesale and retail financing 
had the effect of keeping the 
Overland factory operating on a 
more even keel, Less peaks and 
valleys in production lowered 


leader in 
to an individual. This extended 
banks who specialized | ¢ 


comm 


accounts 
the Guaranty 


(Continued Next Week) 
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Blitz Advertising Launched .. . 


Augusta Price War Heats Up 


AUGUST, Ga.—The AuguSta-area 
“price war” between Chevrolet 
dealers and bootlegging used-car 
lots flamed last week in spite of a 
General Motors official’s repudiation 
of price-slashing promises by fran- 
chise owners in Augusta and three 
South Carolina cities. 














A spokesman for Henry Darling, 
only Chevrolet dealership in 





Inc., 























Three top winners in an essay contest 


prize, and Charles W. Fish, first prize. 





CHICAGO.—The 19 car and nine 
truck lines, exhibiting at the forth- 
coming 46th annual Chicago Auto- 
mobile Show, will be supplemented 
by 30 additional displays, including 
accessories, equipment, parts, allied 
and educational exhibits, it is an- 
nounced by James F. Goodwin, 
show chairman, 

These auxiliary exhibits will 
share space with the commercial 
vehicles on the first floor of the 


Dealers Designate 
Chive President 
In New Orleans 


NEW ORLEANS. — Pierre Chive 
jr., of Chive Motors, Inc. (Stude- 
baker), has been elected president 
of the New Orleans Automobile 
Dealers Assn. He succeeds Sidney 
J. Gonzales jr., of Gonzales Motors, 
Inc. (Ford). 

Other officers elected were 
Donald Stephens, of Stephens 
Buick Co., vice- president; Mike 
Persia, of Mike Persia Chevrolet 
Co., Inc., secretary, and R. J. 
Young, of R. J. Young Motor Co., 
Inc. (Dodge-Plymouth), treasurer. 

Named to the board of directors 
were Ben Nelson, of Dumas Chev- 
rolet Co., Inc., George Bohn jr., of 

Bohn Motors Co. (Ford); V. J. 
Luke of Luke Motor Co., Inc. 
(Chrysler-Plymouth) ; Wiley L. 
Mossy jr., of Mossy Motors, Inc. 
(Oldsmobile), and H. E. Trapp of 
Leson Chevrolet Co., Inc. 

The new top officers will also 
serve on the board of directors. 











Insurance Bill 
Tabled in Va. 


RICHMOND, Va.—John E. Raine, 
manager of the Automobile Dealers 
Assn. of Virginia, reported last 
week that a bill proposed for in- 
troduction in the State Legislature 
by the Virginia Assn, of Insurance 
Agents, prohibiting auto dealers 

from selling insurance or receiving 
commissions on such sales, has 


Raine said a compromised legis- 
lative resolution was adopted to 
provide for a two-year study of the 
the Virginia adviso 


port to the 1956 general assembly. 








Augusta and the sparkplug behind 
the four-dealer price-cutting com- 
pact, insisted that GM in Detroit 
had “misunderstood” the terms of 
the history-making agreement. 


“We never meant that GM it- 
self would be reducing its prices,” 
he said. “We meant that we have 
received ‘unlimited backing’ of 
Chevrolet’s Atlanta plant to ship 





FitzHenry Rewards Traffic Suggestions— 


on traffic congestion receive their prizes 


from Edward G. FitzHenry (left), president of FitzHenry Cadillac-Chevrolet Co., Worces- 
ter, Mass. They are (from left), John P. Ashe, third prize; W. Donald Hesslton, second 


Displays of Accessories 
Added to Chicago Show 


International Amphitheatre during 
the show’s nine-day run beginning 
March 13, 

Included among the accessory 
and allied exhibitors will be Aetna 
Auto Parts Co., Auto Clip Co., Auto 
Parts & Gear Co., Bardahl Distribu- 
tors of Northern Illinois, Chicago 
National Bank, Chicago Reference 
Book, Chicago Park District, Chi- 
cago Safety Information Commit- 
tee, Clymer Motor Books, Coyne 
Electrical School. 


Also, DeKalb Commercial Body 
Corp., Dunne-General Tire Co., 
Encyclopedia Brittanica, Field En- 
terprises, Greer Shop Training, Inc., 
Hermes Distributing Co., Illinois 
Secretary of State’s office Mopar 
Division of Chrysler Corp., National 
Used Car Market Reports, Inc., 
Popular Mechanics Magazine, Kent- 
Moore Organization, Inc., Lumber- 
men’s Mutual Casuaity Co. Mall 
Tool Co. State Farm Insurance 
Co., Union Oil Co., United Distribu- 
tors, Upholstery Leather Group, 
Wells Auto Radio, and Wynn Oil 
Distributing Co., of Illinois. 


Edward L. Cleary, manager of 
the Chicago Automobile Trade 
Assn., sponsors of the show, an- 
nounced that a new feature of wide 
popular appeal, the “Winner’s 
Circle,” has been added to the 1954 
show. In this exhibit will be cars 
which have won firsts in speed, en- 
durance and operating economy 
competitions, 


us the number of cars necessary 

to outsell used-car dealers. 

“In fact, 50 new Chevrolets are 
now being shipped into the Augusta 
area to help meet the expected de- 
mand.” 

On the theme, “We Will Not be 
Undersold by Anyone,” Darling and 
Julian Pendarvis, Chevrolet dealer 
in Edgefield, S.C., have launched 
blitz advertising campaigns in 
Augusta’s newspapers and radio 
stations, 

Dealers in Greenwood and An- 
derson, S.C., also have joined Dar- 
ling’s campaign. 

In rebuttal to inferences made by 
the new-car dealers, the president 
of the Augusta Used Car Dealers 
Assn. defended his members’ prac- 
tices and claimed that purchasers 
were not suffering by transacting 
with. lots for “unused '54s.” 

The AUCDA chief, Al McCoy, 
declared that “the facts prove 
that the AUCDA is merely acting 
in accordance with current con- 
ditions and is affording the pub- 
lic honest values for a dollar 
spent.” 

McCoy took issue with the Dar- 
ling group’s statement on the fol- 
lowing three points: 

1. Profit. “Used-car dealers,” said 
McCoy, “by purchasing new cars at 
lower prices, can in turn sell to the 
public at a lower price, allowing a 
savings to the consumer.” 

2. Financing. “We can finance just 
as cheaply as the new-car dealer. 
In fact, we finance through many 
of the same banks and finance com- 
panies which the new-car dealers 
use.” 

Warranties. “Warranties in the 
majority of purchases are guar- 
anteed as though purchased from 
new-car dealers, with factory- 
written warranties. If not pre- 
sented with the factory-written 
warranty, the dealers will give a 
written warranty of the same 
value.” 

M. J. Padgett, secretary of 
AUCDA, stated that the situation 
centers solely on “free enterprise 
and healthy competition.” 

Asked how he could meet com- 
petition from used-car lots, who 
are currently offering new Chevro- 
lets to Augustans at up to $400 
under suggested list prices, Darling 
declared that increased volume 
would be the solution. 

Darling and his colleagues in the 
price-war pact were bitter in their 
statements on the source of the 
bootieg flow into this area. They 
called for a revamping of the fac- 
tory retail distribution, under which 
northern and eastern dealers re- 

(Continued on Page 56, Col, 3) 


Lloyd Quits NADA Post 


As Florida Director 

WASHINGTON.—The resignation 
of J. Saxton Lloyd, president of 
NADA in 1952 and NADA director 
from Florida, has been accepted by 
the NADA board of directors. 
Lloyd’s resignation was prompted, 
he said, by pressure of business 
and civic activities. 

A new director will be elected 
from Florida in the near future. 


On the House .. . 


If union leaders, businessmen and politicians keep challenging 
each other on who first said there’d be a recession, the public’s liable 


to believe ’em . 


. Doom seers always get the headlines; if they’re 


wrong, — of us is so happy we forget and 


forgive ’em , 
On the very 


hopeful side comes this report 


from the ‘ane metropolitan Ford dealers: 
Used-car sales increased an average of 2.5 per- 
cent in January while inventories decreased 15 


percent. In the suburbs, the good news was even 
better; sales were up 36 percent while stocks fell 


eee 


42 percent 
George Heil (Nash), West View, Pa., has re- 
signed as a Pittsburgh association director . . 


Ed Maas reports 
Wemhoff 


that the Hudson dealer in Plain- 


field, N. J., is named Robert A. Nash, which ought 
to confuse a little in view of the proposed merger 


. Maas also reports seeing a 1951 Cadillae brought up to date with 


its Vv emblem painted a golden color. 





—Perrs Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: ‘ Fair and equitable contracts between manufacturers 








A 

aon and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
. ™ the dealers on every used vehicle accepted in partial payment for a new 
& A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
a jovernments applied to the building and maintenance of highways. 
L e 4. The elimination of government and bureaucratic controls over this 
& industry. § 5. A return to the precepts of independence and the rewards of 
R R applied energy and ability, which made America and gave more of her 


NEWS citizens more of the better things of life than anywhere else in the world. 


Auto Dealer Must Inspire 
Both Seller and Buyer 


A® YOU look up the road ahead, the picture you see is 
conditioned by many things. 

Perhaps most important is your own attitude. From recent 
manifestations, it would be fair to say that the attitude of 
many auto dealers is poor. 

This is no plea for silly optimism or ostrich-like, head-in- 
the-sand tactics. 


Instead, it is an attempt to define the role of the dealer. 
Some dealers obviously have not faced up to their part. 


First on the list of things a dealer must be is a SALES 
LEADER. No dealer can complain that his salesmen are 
lazy, that they can’t sell, that they won’t go through the 
steps of salesmanship — without admitting that he, the 
dealer, has fallen down on his job. 


Isn’t that what dealers hire sales managers for? Sure it 
is, but there is no sidestepping the fact that the dealer is 
responsible for providing leadership in auto selling. 


And that is no easy task right now. It costs money to buy 
a new car today. Before the used-car market went through 
the wringer, an owner could trade from year to year with 
little cost. It didn’t take much to push a customer into a deal. 
In fact, he went hunting for the sellers. 


But take an owner today with last year’s car and a latent 
desire for a new one. He gets a terrific shock when he finds 
what it cost him to trade now. He already has good trans- 
portation, so he doesn’t have much trouble suppressing his 
latent desire. 


Could he overcome a burning desire? A desire fanned 
by organized, expert salesmanship? Maybe, but there are 
many like him who can’t. 


And there are plenty of owners of older cars who have the 
money to buy—if they are sought out and inspired. 
Inspiration plays a tremendous part in the business of 


selling autos. Both the men who buy and those who sell 
must be inspired. 


And the one who must provide that inspiration is the auto 
dealer. 


Auto 
Forum 


New Business comes to those 
who earn it through interest 
in their customers.—HaL W. 
DortrtTs, president, Stonegate 
China Co., Chicago. 

+ = + 
Switching Tactics 

Profits before taxes is a mere 

myth. If we come to regard 
taxes as expense, we may tend 
to become as critical of them 
as we are of other expense 
items. And once we get this 
matter straight, we may become 
more vocal and more useful in 
having taxes reduced as much 
as good, economical government 
can possibly do. — Editorial in 
Drug Trade News. 


* * * 


Front-Row Seat 

If you remain anonymous, 
you can get things accom- 
plished . . . I get paid $7.22 
an hour for a front-row seat 
for the greatest show on 
earth. — Wilfred James Mc- 
Neill,, comptroller for the De- 
fense Department, as quoted 


in Collier’s. 
aa - * 


Confidence 


If we want progress, we have 
to be confident. By spreading 
confidence in 1954, we will be 
helping to free up buying, by 
bringing otherwise reluctant 
purchasers into the market. We 
will be keeping sales curves 
from slumping, helping to main- 
tain strong and healthy distri- 
bution channels for our 1954 
output.—Ed C. Quinn, president, 
Chrysler division. 


* * * 


Even the customer doesn’t 
know how he’ll react until he’s 
faced with a real selling job. 
—James C. Doyie, chairman, 
National Sales Executives, Inc. 

* * cad 


How to Make a Sale 


Salesmanship, being the art 
of persuasion, means that at 
least two people must be in- 
volved: the seller and the 
buyer—and the buyer is the 
man who will make the sale 
successful. Some _ salesmen 
forget this, as they are so 
busy selling that they do not 
give the buyer the opportunity 
of buying.—Paul S. Peak, ad- 
vertising manager, Imperial 
Bank of Canada. 


* * * 


Hot-Rodders Act 


The Grand Valley Timing 
Assn.—a teen-age hot-rod club 
in Grand Rapids, Mich.—has 
urged its members to volunteer 
assistance to motorists with flat 
tires and other difficulties, all 
in the interest of proving hot- 
rodders are not dangerous mani- 
acs.—Associated Press. 

+ + * 


Nobody? 


Nobody —except automobile 
dealers—feels sorry for auto- 
mobile dealers right now; and 
nobody is ever going to feel 
sorry for them if they don’t 
get off their upholstered seat 
covers and give out with the 
old college try. — Advertising 
Age. 


10 Years Ago... 


@'@),) 
ae. 
F/B 
free 4 ~ 


23,626 MILES OF 
NEW HIGHWAYS WERE 
BUILT /N 1953 


NATIONAL 


cou cl 
TERM 


‘Prices & Taxes .... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Why Not Tell ’Em? 


As a salesman in the automobile 
business for the past seven years, 
I put down on paper now some 
questions I have been asking my- 
self and others for some time. Why 
does the automobile industry allow 
the very high excise taxes to be in- 
cluded in the price of their product? 
I refer to the fairness and psychol- 
ogy of telling a customer that this 
car is $2,600 plus taxes rather than 
telling him the car is $3,000, or to 
tell him that it will take $1,600 and 
his car plus taxes rather than $2,- 
000 and his car. 

By one of the most peculiar 
agreements that has ever come to 
my attention, the dealers of Cleve- 
land, also include the sales tax 
when quoting the price of a new 
automobile. Why? 

I have never had any other com- 
modity priced to me in this man- 
ner and I think it is unfair to the 


The Big Story 


The February rationing quota of new cars has been set at 10,000, 
two-thirds of the January quota, OPA announced ... The Motor 
Car Dealers Assn. of San Francisco said it believed that imposition 
of the proposed price ceiling on used cars would drive 20,000 to 30,000 
dealers out of business . . . One of the greatest weaknesses of post- 


war plans of mass production industries formulated so far is the 
need for better selling, Nelson C. Dezendorf, distribution vice-presi- 


dent of General Motors, told the GM Club of Buffalo 


... As had 


been requested by Gov. Thomas E. Dewey, the New York Legislature 
has passed a bill setting aside the state’s $140 million surplus for 


postwar expenditures, including highway construction 


oe - ane Vir- 


ginia Senate adopted a resolution to put the general assembly on 


record against diversion of state highway funds . 


. . Exemption of 


returning members of the armed forces from the Federal Reserve 
Boards Regulation W, affecting installment sales, has been asked by 
the Retail Credit Institute of America. 


—From the Files of Automotive News. 








product. Added to that, in the state 
of Ohio, the casual sale of an auto- 
mobile requires the payment of a 
sales tax and although this is sup- 
posed to help the dealer, it is the 
only commodity on which this cas- 
ual tax is assessed. 

If the automobile buying public 
was given the true picture when 
he comes in to price a car, the 
salesman could get on with his sell- 
ing story a lot quicker and to a 
lot better advantage. Why not start 
a campaign in this direction? — 
CLEVELAND SALESMAN. 

* > ? 


Used-Car Humor 


Dealer Tim Donovan has some- 
thing there, “U.C. Dealer’s De- 
fense,” Jan. 25 issue. Now would 
you like a little humor along these 
lines? 

It is told around Rockford this 
way: 

Two used-car dealers are lunch- 
ing together, Says Dealer A: “If 
things do not start to improve, I 
will have to rob a bank.” 

Answers Dealer B: “If things 
don’t improve darned fast, I have 
already robbed one bank.”—Rosert 
S. Lyncu, Bob Lynch Motors, 
Rockford, Il. 


* * . 


Salesmen Letters 


We have certainly enjoyed the 
salesmen articles by John Munn. 
We hope that he will continue writ- 
ing the letters in each issue—Jack 
Repicer, Rediger Chevrolet Co., Mil- 
ford, Neb. 


Epiror’s Note: Upon return of 
John Munn from vacation, Auto- 
motive News plans to resume the 
Letter to Salesmen series, which 
has scored a solid hit in the in- 
dustry. 
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RIGHT, DUSTY- AND YOU KNOW 
ONE GOOD REASON WHY YOUR 
PROFIT PICTURE LOOKS GOOD? 


'T SHOULD LOOK GOOD 
CHARLIE; | VE MOVED 







DO TOO BADLY ON 


RED INK NOTHING! DO YOU 
KNOW THAT YOUR RESERVE 
FROM UNIVERSAL C.1.T. 
COVERED THOSE BILLS ? 
WITHOUT YOUR RESERVE 
YOUR NET PROFITS 
WOULODNT HAVE ie 
LOOKED NEARLY 

SO PRETTY. 





IVE FINISHED WITH YOUR BOOKS, 
DUSTY, AND | DONT SEE ANY WOLF 
ON YOUR DOORSTEP. 





EVERY CAR THE FACTORY 
SENT ME AND | DIDN'T 





USED CARS EITHER. 














YOU MEAN IM STILL IN THE BLACK? 
WELL .THAT'S SURE GOOD NEWS, MY 
FINE-FEATHERED ACCOUNTANT. 












THATS WHAT I'M GETTING AT. YOU 
MUST HAVE MOVED MOST OF THEM 
ON TIME DEALS, BECAUSE YOUR 
CASH RESERVE FROM UNIVERSAL 
C.|.T. MAKES A MIGHTY PRETTY 
PICTURE. 















NEVER MIND THE 
RED INK SIDE,I'M 






'VE ALWAYS 
COUNTED ON 
RESERVES TO 
BOOST MY 
PROFITS. 


THE PROFIT 
PICTURE . 





AMEN TO TIME SALES , 
BROTHER CHARLES —ANO 


te) THE SECRET IS THAT I'M 


Alx”'7 USING ALL THE PLANS AND 


sa METHODS MY FINANCE 


oa 


CL 


SELLING ON TIME 
STIMULATES SALES, 
PAYS EXPENSES, 


CONTRIBUTES TO 
PROFIT 


Universal CLE 
Credit Corporation — 










Ree 
HERE'S AN INTERESTING 
ANGLE , DUSTY. | WAS ADDING 
UP ALLYOUR BILLS ON 
THIS PLACE — INSURANCE, 
UTILITIES , TAXES, .... 
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In Billion-Dollar GM Program 


Chevrolet Slated to Expand Most 


Chevrolet’s production capacity. work formerly located at the main 


By Tom Hewitt 
Staff Writer 

— is getting the big- 

gest share of General Motors’ 
recently announced billion-dollar 
expansion program, The expendi- 
ture, when completed in the fall of 
1955, will boost GM’s output capac- 
ity by 20 percent. 

Chevrolet is adding five million 
square feet of new plants and addi- 
tions; Pontiac is getting 1.3 million 
square feet more; a million is for 
Fisher Body, 660,000 for Cadillac, 
150,000 for Buick and 33,200 for 
GMC. 

Oldsmobile is getting a new 
bumper plant, a press plant and 
more machines but has declined to 
reveal any figures. 

T. H. Keating, general manager 
of Chevrolet, said the building 
program will add 22 percent to 


No Need for Fear 
Says Ford’s Doyle; 
Sees Good Year 


BUFFALO.—“It’s not going to be 
the predictions in January that de- 
termine how 1954 business will 
measure up. It 
will be the efforts 
put forth by busi- 
nessmen each 
month, through- 
out the year.” 

That was the 
comment here of 
Larry Doyle, sales 
and advertising 
manager of Ford 
Motor Co., which 
has spent $1.6 bil- 

ao Sem lion for expansion 
since the war and whose top exec- 
utives have said 1954 will be one 
of Ford’s best years, if not the best. 


A lot of time is being spent by 
executives figuring what’s going to 
happen, Doyle said. But the thing 
to do, he said, is to work to bring 
about a full release of the dynamic 
forces of the nation. 


Here to speak to the National 
Sales Executives Club of Buffalo, 
Doyle, who is chairman of the Na- 
tional Sales Executives of the U.S., 
declared: 

“All of the economic elements 
that made 1953 the biggest year in 
history still prevail. 

“Everyone agrees that these fac- 
tors prevail, except for fluctuations 
which are less pronounced than the 
fluctuations we used to accept in 
what we used to call our normal 
markets. 

“The consensus of economists 
seems to be that business in 1954 
will be off 5 percent to 7 percent. 

“That is stated, it seems, as a 
matter of concern. A 5 percent to 7 
percent falloff would still make 
1954 the third, or possibly second 
best business year we've ever had. 

“So I can’t see why people should 
be fearful or apprehensive under 
these circumstances.” 








With the five-million-square-foot 
expansion, the division will have 
a total plant area of approxi- 
mately 28 million square feet. By 
year’s end Ford division will 
have 24.3 million square feet. 


Chevrolet has, and will continue 
to have, 11 assembly plants, against 
Ford division’s 16. 


Keating said the heart of the 
growth is the division’s new en- 
gineering center in Detroit, from 
where mechanical advancements 
will come. 

> * ” 

HEVROLET’S expansion in- 

cludes a new Flint engine plant, 
which is ready to start tooling; a 
stamping and frame plant in Flint, 
which marks Chevrolet’s first ven- 
ture into the frame business; an 
addition to the motor plant and a 
new foundry and forge facility in 
Tonawanda, N.Y.; a new spring 
and bumper plant in Livonia, Mich., 
and additions to facilities in Cleve- 
land, Indianapolis, Kansas City, At- 
lanta, Muncie, Ind., and Janesville, 
Wis. 


Pontiac will add 1.3 million 
square feet for a new total of 6.7 
million, 


Included in Pontiac’s program 
are a new sheet metal and press 
plant: an addition to the foundry; 
a building to handle factory de- 
livery of dealer customer cars; a 
new car-finish building; a three- 
story addition for offices; a new 
service parts machine building, and 
installation of a second automatic 
bumper plating system. 

s : s 

ADILLAC’S share of the pro- 

gram will increase its produc- 

tion capacity by 40 percent. 

The expansion will consist of 
660,000 square feet of additional 
manufacturing floor space at its 
main Detroit plant and the ac- 
quisition of two additional plants 
in the Motor City. 

Included is a new three-story 
plating building; an addition to the 
final assembly building and an ex- 
tension to the assembly line; a new 
machining area in the motor plant, 
and three additional floors of sheet 
metal fabrication space. 


The two facilities to be acquired 
will house Cadillac’s parts and serv- 
ice warehouse facilities and defense 


Monmouth Group 


Elects McFaddin 


ASBURY PARK, N. J. — The 
Monmouth County Automobile 
Dealers Assn., now in its 38th year, 
has elected Dorman McFaddin jr., 
of Long Branch, as president. 

Thomas DeFelice, Red Bank, was 
elected vice-president. John E. 
Bailly jr, Red Bank, was re- 
elected to his 14th term as secre- 
tary, and Leon Lemaitre, Long 
Branch, to a second term as treas- 
urer. 


Auto-Lite Program Launched— 
The third annual Auto-Lite Family Salute program is launched in Toledo by D. H. 


Kelly (right), vice-chairman of the board, 


Mayor Ollie Czelusta. 


B. A. Fay (center), vice-president, and 


plant. 
* - * 


WHEN Buick’s 150,000 square feet 
of new construction is com- 
pleted, the division will have nine 
million square feet. Buick’s expan- 
sion will increase Dynaflow output 
to nearly 500 units daily and will 
more than double capacity of the 
foundry. 

New machinery will be pur- 
chased for installation in the 
former straight-eight engine plant 
and into the area made vacant by 
termination of the tank-trans- 
mission contract. 

Nearly a million square feet was 

(See CHEVROLET Page 14, Col, 5) 





Maker-User Panel Staged by Truck Council— 


These panel members, representing both the manufacturer and consumer in the 
trucking industry, fired away at one another at the 15th annual meeting of the 
Private Truck Council of America in Chicago. The panel was moderated by Robert 
Cass (center, seated), of White Motor Co. Seated (from left), are N. A. Domrose, 
Pabst Brewing Co.; E. D. Grinnell, Gaylord Container Corp.; Cass; Glenn W. Johnson, 
Bowman Dairy Co., and H. H. Reiman, Pure Oil Co. Standing: J. J. Robson, Firestone 
Tire & Rubber Co.; R. E. Elder, Ford Motor Co.; J, J. Black, Trailmobile, Inc.; R. E. 


Jeffry, Shell Oil Co.; R. C. Wallace, Diamond 1 Motor Car Co., and |. 


National Cylinder Gas Co. 
* ¢ 


B. Kimball, 


Truck Council Assails Axle-Mile Tax 


By Sam Sampson 
Staff Writer 

CHICAGO.—The Private Truck 
Council of America last week 
adopted a resolution asking all | 
“public-spirited citizens and state 
officials to demand the repeal of 
existing third-structure taxes on 
motor vehicle transportation and 
oppose further enactment of such 
taxes.” 

The resolution was aimed at the 
Ohio axle-mile tax, which was la- 
beled a “current and deplorable ex- 
ample of special taxes on motor 


Dodge Celebrates 


40th Anniversary 
With Big Contest 


DETROIT. — To draw attention 
to its 40th anniversary as an auto 
producer, Dodge last week an- 
nounced plans to 
launch a nation- 
wide contest 
which will offer 
grand - prize win- 
ners two-week 
vacations with 
double their pay 
and other major 
awards. 

Jack W. Minor, 
Dodge director of 
advertising and 
merchandising, 
said the “Dodge 40th Anniversary 
All-America Contest” will get un- 
der way today (Feb. 8) and will 
continue until March 29. 

A grand-prize winner every day 
for the 40 days the contest will run 
will have a new Dodge placed at 
his or her disposal, including gas 
and oil, for the “two weeks with 
double-pay” period. 

Grand - prize winners also will 
have all their transportation, meals 
and hotel accommodations paid by 
Dodge and will receive an extra 
$500 in cash. 

The two-week vacation is for two 
persons, with the double pay being 
based on the one whose salary or 
wage is the higher. Additional 
prizes totaling $10,000 in cash will 
be awarded to other than grand- 
prize winners. : 

Contestants will be eligible for 
the contest, Minor said, by merely 
going to their nearest Dedge dealer 
and taking a “vacation preview 
ride.” The dealer will furnish them 
with an entry blank upon which 
they will be asked to check three 
features of the 1954 Dodge they 
like best and complete in 25 words 
or less this sentence: “I would like 
to take my vacation in a 1954 Dodge 
because ... 








Jack W., Minor 


Youngstown Group 


Elects Hanna 


YOUNGSTOWN, O. — Robert J. 
Hanna, owner of Wick Motors, Inc., 
has been elected president of the 
Youngstown Automobile Merchants 
Assn. 

Hanna, who had been serving as 
first vice-president, succeeds Dan 
Heindel jr. 

Other officers elected were Wayne 
Barrett, first vice-president; Julius 
Molnar, second vice-president, and 
Fred Evans, secretary-treasurer. 

Trustees of the association are 
Hanna, Barrett, Bill Dunn, Lester 
Donnell and Alex Molensky. 


vehicles” and a “crowbar to wreck 
highway transport reciprocity.” 
While the convention covered 

many other aspects of the truck- 
ing business, the Ohio tax was the 
most common topic of conversa- 
tion with the more than 260 mem- 
bers and guests attending the 
two-day meeting here. 


A second resolution called for 
further study and evaluation of the 
“piggyback” operation, in which 
truck trailers are shipped via rails 
on flat cars. 


The resolution also asked that the 
Interstate Commerce Commission 
and other bodies concerned make 
sure that this method of transpor- 
tation is made and kept freely 
available to both for-hire motor 
carriers and private truck owners. 

Topics taken up at PTCA’s 
15th annual meeting included a 


further ex: 

amination of the “piggyback” 

operation; a session on public 

relations for private truck opera- 

le discussion of the 

Ohio axle-mile tax, and a talk on 

the roads needed for future travel 

in the U. 8. 

State Senator J. E. Simpson, of 
Ohio, addressed the convention on 


the Ohio tax, and told how the axle- 
mile legislation came into being. He 
said that about seven years ago, the 
movement to present a “third-struc- 
ture” tax (a levy beyond license 
fees and fuel taxes) on trucks oper- 
ating in Ohio was started. The 
movement was slow to get going, 
as several bills, including a meas- 
ure for a ton-mile levy, were de- 
feated by the legislators. 

But at the 100th session of the 

(Continued on Page 10, Col. 1) 


Columbus Dealers 
Elect Rodenfels 


COLUMBUS, 0. — Richard R. 
Rodenfels, of Rodenfels Chevrolet 
Co., has been elected president of 
the Columbus Automobile Dealers 
Assn. 

Other officers are Herman L. 
Marte, of Joe Toepfner, Inc., vice- 
president; Willard C, Ewart, of F. 
E. Abery Co. (Pontiac), treasurer, 
and Noble P. Kerns of N. P. Kerns 
(DeSoto-Plymouth), secretary. 

Rodenfels said he hoped to insti- 
tute certain programs to cope with 
the new problems in automobile 
selling. He said he plans to obtain 
the services of an outstanding sales 
authority. 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday) 


(Cars $50 since last week. 
Plenty of — Sold 83 cars out of 
140 offerings.) 

BUICK—’52 Super 4-dr., $1,250*. 
Special 4-dr., $975°*, $905*, '$815°. 
2-dr., $150. 

CAD) ILLAC — "51 (60) 4-dr., $1,800* 
(pa). '50 (62) 4-dr., $1,630*. "48 (62) 
4-dr., $750*. 

CHEVROLET ’50 Bel Air, gee. 
$€55*; SL Deluxe 4-dr., $575, ; 
2- “dr. $605", $515. 49 SL ase 2- 

$440, $395, $360. '47 SM conv., 
$285: Aerosedan, $300. 

CHRYSLER—’52 NY 4-dr., 
club coupe, $125. 

DeSOTO—’52 Custom (6) 4-dr., 
Fire Dome (8) 4-dr., $1,175° 
(6) 4-dr., $690. °50 (6) 4-dr., 
$500; club coupe, $530*. 

DODGE—'53 Coronet (6) 4-dr. 
51 Coronet (6) 2-dr., $650; 
$750. °'50 Meadowbrook 4-dr., 
$610. '49 Deluxe 2-dr., $380. 
luxe 2-dr., $170. 


FORD—’' 54 Victoria, $2,135. '53 Custom 
(8) 2-dr., $1,205. '51 (8) club coupe, 
$635; (6) 2-dr., $620; 4-dr., $635. 
(8) 2-dr., $630; (6) 2-dr., $590, $200. 
49 (6) '2-dr., $405. °47 (6) 2-dr., 
$200. "46 (6) 2-dr., $225. 

HUDSON — ’49 4-dr., $250, 
club coupe, $ 

KAISER—'51 2-dr., $400. 

LINCOLN—'49 club coupe, $165. 
MERCURY ’51 club coupe, $870, 
$840°*. $250; 4-dr., 


$390. 
OLDSMOBILE—'53 (98) 4-dr., $2,040* 
(ps). °51 (88) 2-dr.. $1,030*; (98) 
4-dr., $935*, °49 i 2-dr., $440°*. 
47 (76) 2-dr., $100 
* $150. 


= 


$1,180. °47 
$915°; 

*51 
$575*, 


$1,000. 
4-dr., 
$505, 

47 De- 


$280. ‘48 


"49 club coupe, 


PACKARD—’48 '4- dr., 
PLYMOUTH— 54 Savoy 4-dr., $1,875°*. 
53 Cranbrook 4-dr., $1, 265° ; club 
, $1,325, $1, 095. "52 Cambridge 
" $775; club coupe, , $740. 
51 Cranbrook 4-dr., $665; 
oes mation wages, $775. 
dr. 
PONTIAC 52 (8) Catalina, $1,250°. 
*51 (8) Catalina, $960*; 2-dr. 
50 (8) 4-dr., $640*; 2-dr., $570°, 
2-dr., $455. 

STUDEBAKER — ’52 Champion 4-dr., 
$740. °51 Commander (6) coupe 
$500. '50 Commander (6) 4-dr., 2 
at $300. 


Belvedere, 
'50 Deluxe 


JAN, 27 


(Sale very fast and weather cold 
and snowing. Looks like the dealers 
all wanted more cais, 114 cars sold 
out of 130 offerings.) 


BUICK—’53 Super 4-dr., 2 at $2,000*. 
*52 RM club coupe, $1, 490°; conv., 
$1,405*. °'51 Special 2-dr., 
Special 4-dr., $675, $670. 
2-dr., $360. 

CADILLAC—'46 (62) 4-dr., $460*. 

CHEVROLET — '52 SL conv., $1,075*; 
2-dr., $955;-.4-dr., $890; %-ton pick- 
up, $730. '51 SL 2-dr., $790, $750, 
$735, $700. 49 SL 2-dr. $455. °47 
FL 2-dr., $155. 

CHRYSLER— 51 4-dr., $910°. '47 4-dr., 
$1 

DeSOTO—’52 club coupe, $1,030°; (8) 
4-dr., $1,270* (ps); 
man, $1,115*. 
coupe, $810°, 


"50 
"49 Special 


"51 Meadowbrook 4-dr. 

Coronet club coupe, $930*; 

2-dr., $600*. ‘50 Wayfarer 2-dr., 

$455, . ‘49 Meadowbrook 4-dr., 
FORD—'’53 Victoria, $1,680°. '52 (6) 

¥%-ton pickup, $715. "51 (8) 2-dr., 

$690, $685; Victoria, $870, $ 

dr. 


$320; b 
— ’52 2- dr., $765. "51 4- dr., 

$495, $460. 
LINCOLN—’50 club coupe, $425. 

4-dr., 

MERCURY—'53 2-dr., $1,550*. '52 4- 
dr., $1,280*. °51 club coupe, $825, 
$675, $610; $600. "46 4-dr., 


$510, $500. '47 4-dr., 


$1,050; 
club coupe, $920; (98) 4-dr., $1,065. 
PLYMOUTH—’54 Savoy 4-dr., $1,920. 
‘62 Cambridge club coupe, $700; 4- 
a Cambridge 4-dr., 

$665, $630, 10, $605, 

"50 4-dr., $500; 2-dr., 


$515 
PONTIAC—’52 Catalina, $1,330*; 2-dr., 
$1,030. °51 (8) 4-dr., $865; 2-4r., 
$945. °50 (8) 2-dr., $665, $555; 4-dr. 
$675; Catalina, $925, $775. "49 (8) 
club coupe, $320; 4-dr., $400. '47 4- 
— '51 Champion 4-dr., 
. "50 Champion 4-dr., $440, $340, 


"49 


4-dr., 
$160. 
—" 51 ,4-dr., 


$155 
OLDSMOBILE—'51 (88) 2-dr., 


*Indicates automatic transmission or overdrive, and (ps), power steering. 
Other Auction reports are on Pages 44, 45, 46 
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Survey of the Showrooms 


AUTOMOTIVE NEWS, FEBRUARY 8, 1954 


Are Your Salesmen Selling? 


(Continued from Page 1) 
merits—and some were unable to 
do that because they obviously did 
not know the product. Almost all 
tried to make a sale on the basis 
of price appeal alone — discounts 
seem to be the only factor many 
salesmen consider. 

There were other shortcomings, 
too: Failure to approach the cus- 
tomer until five or 10 minutes after 
he is in the showroom; apparent 
lack of interest in making a sale, 
and downright discourtesy. 

* * * 


Poor Displays 

OME salesmen, even after I had 

made it as plain as I knew how 
that I wanted to buy a new car, 
failed to ask my name, address or 
phone number. 

Before dealers save all their 
finger-pointing for the salesmen, 
they should realize they are ex- 
hibiting shortcomings, too. 

I was shocked by the shoddy con- 
dition of cars on display in some 
showrooms. Missing window mould- 
ings, pock-marked chrome and bad 
paint jobs were evident on many 
cars on display. In other cases, it 
was easy to see the dealer had 
given orders to play down ’54 
models and hit hard at ’53s. 

But discounts were definitely 
the order of the day during my 

survey. In only one instance did 
a salesman fail to mention dis- 
count, and he represented a high- 
priced line in which deliveries are 
running three months behind 
orders. 

Of the others, about half offered 
discounts voluntarily. The rest, 
with one exception, readily agreed 
to a discount when I asked for one. 
Several even gave me explicit in- 
structions on how to approach the 
sales manager in order to get the 
price cut still further. 

The holdout on price-cutting 
agreed to come down, or throw in 
extra equipment free, when I per- 
sisted. 

x * * 
Sliding Scale 

DISCOVERED also that there is 

a “sliding scale” of discounts, 
apparently geared in direct ratio to 
the amount of sales resistance en- 

countered in the customer. 

I found that if I said, “Too high,” 
after a salesman had figured out a 
reduced price, he was ready to cut 
the price another notch—or two. 

One salesman, after making two 
successive price cuts, finally brougnt 
in the sales manager, who said: 

“That's our best price right 
now, but shop around and come 
back and we'll beat anything any- 
body else can do for you.” 

Some of the others hinted at the 
same sort of thing, but didn’t say 

so bluntly. 

In shopping, I offered a tradein 
in some cases, and in other in- 
stances I offered to deal cleanly. For 
my trade, I had a 1950 Ford V-8 
station wagon which was appraised 
— so I could make comparisons — 
by Louis Grand, of Hi Dawson- 
Pappy’s, at $650 wholesale and $895 
retail. 

* on r 
Door Open 

LL discounts offered me involved 

the sale of the cheapest two- 
door sedan each dealer had avail- 
able, equipped only with a heater. 
It is reasonable to assume that the 
discounts would have been propor- 
tionately greater on more expensive 
models with added equipment. Re- 
membering that, come along with 
me on my rounds: 

Deater A. (Low-price field. Big 
Three.) I walked into the show- 
room and strolled past the seven 
cars on display. One salesman 
looked up briefly from his maga- 
zine, then went back to his reading. 

I got in a new car and slammed 
the door. I pushed, poked and 
pried. No salesman, I got out and 
fumbled about opening the hood 
on the next car. After twisting 
and wiggling connections, I 
slammed the hood shut sharply. 
No salesman. 

I was about to repeat the process 
on the third car when the salesman 
put down his magazine and strolled 


over. 

I explained that I wanted to buy 
@ car, but hadn’t decided which 
make I wanted. His first response 


to that was, “When will you be 
ready to buy?” 


Ready to "Co 
I TOLD him I was ready right 
then and that I wanted the 
cheapest two-door sedan available. 
I had to ask the price, and he said, 
“We'll figure that out when you 
come in to trade. 

“We'll make you a top deal,” he 
said. But he didn’t offer to appraise 
my tradein and didn’t seem to re- 
alize that I was ready to go ahead 


right then. 
He let me leave without asking 


my name or phone—and I had to 
ask him for his business card. I let 
him go back to his magazine and 
I went up the street. 

Dealer B. (Medium and high 
price. Independent.) I got imme- 
diate action here. The salesman 
ushered me into a seat behind 
the wheel of a display car, slid in 
beside me and attempted to sell 
the car on the basis of its quality. 
When I pinned him down to spe- 
cific examples, however, he lapsed 
into styling features, the nice 

(Continued on Page 9, Col. 1) 


Henderson Motors in New Home— 


A six-page section in the Bedford (Pa.) Daily Gazette heralded the opening of the 
new facilities of Henderson Motors (DeSoto-Plymouth). Carl E. Henderson is owner of 
the firm, Leo S. Graybill is general manager, and Guy H. Baker is sales manager. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





tjuarter century. 


toist Company celebrated the Silver 
AUTO HOISTS .. . a quarter century 
in the automotive lift industry... a 


of ¥€xership which has seen the introduction 
ing features in design and application of both 


pctric Auto Hoists. 


ni aimed as the most outstanding achievement of 
those 25"Years was the invention and first introduction of the 
GLOBE “Frame-Kontact” HOIST: embodying both single post 
and 2-post types. In the space of a few short years, this Globe- 


pioneered principle of lifting a car by means of its frame has 


imple lubric? 
‘3 aod ptaised Hoist 
and fleet owners. 


...to even greater goals of 
obe’s Golden Anniversary. 


Single Post 
“Frame-Kontact” HOIST 
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How Your Salesmen 
Handle Prospects 


(Continued from Page 8) 


sound the doors had when they 
were slammed, etc. 

When I moved the discussion to 
engines, he became evasive and 


didn’t offer to lift the hood or carry 
the conversation along that line. 
He quickly moved the talk to 
prices, and his gambit was that he 
could discount the car $250. I stalled 


indicated a certain amount of in- 
decision, and he cut the price an- 
other $100, 


x * * 


Beat the Deal 


At that point, he called in the 
sales manager, who told me 
bluntly he would bea® any deal I 
could get any place else on any 








and he came down another $100. I 




















more of the seliowin Patents. Other U. S. and Foreigl 
pending. 


2654443 2612355 2458986 2612344 2593635 2593630 


The Globe-patented principle of its “Frame-Kontact” Hoists has 
been licensed to other U. S. and foreign lift manufacturers. 


Following are additional Patents which have made Globe “firsts” 
the pacésetters in the lift industry for a quarter century. 


2593209 2569982 2524237 2464731 2458986 
2443405 2424673 2423954 2386516 2352457 
2346119 2342311 2336817 2290507 2282621 
2240756, 2238237 2236019 2214980 2176148 
2128441 2097853 2095051 2066916 2065644 
2054550 2043636 2011766 1987083 1968624 
1961465 1952906 1949777 1926368 1925432 
1900483 1885984 1846299 1824866 1800020 


2508777 
2402265 
2594892 
2216058 
2095041 
2002578 
1948367 
1827966 


2451888 
2349389 
2276435 
2168624 
2059059 
1962924 
1923418 
1796557 


“Frame-Kontace 


“TRADE MARK REG. U. S. PAT. OFF. 


(PLANTS: DES MOINES °* 


GLOBE HOIST COMPANY 


E. MERMAID LANE AT QUEEN ST., PHILADELPHIA 18, PA 
PHILADELPHIA) 


car. He took my name, but said I 
should get in touch with him. 

He had an interesting angle which 
I didn’t encounter elsewhere. He 
pointed out that his car carried 
about $700 in Federal and state 
taxes, which I’d have to pay but 
which didn’t go to him. 

“Government gets it all,” he 
mourned. “We don’t even smell it.” 

Deater C. (Low, medium and 
high-priced lines. Big Three.) I met 
a@ genuine super-salesman at this 
dealership. The only trouble was 
that he kept so busy selling himself 
that he overlooked his product. 

He referred to his higher-priced 
line as “those pigs” and called 
the accessory list “a bunch of—— 
garbage.” 

He, too, got right down to prices 


after a quick rundown on his car’s 
features which, if I were to judge 
by his summary, consisted solely of 
color selection and upholstery 
fabric. 


He tried hard to sell his “gar- 
bage,” and attempted to steer me 
into a deluxe model. But when we 
got down to a serious discussion of 
prices, he started out by telling me 
he was giving me a $175 discount. 
Actually, he was allowing full 
wholesale price on my tradein, and 
wasn’t discounting at all. 

* = + 


Our Hero 


“. I sell a car to you,” he said, 
in the manner of a conspirator 
enjoying his role, “I'll be Joe Hero 
around here. But I'll make it good 
for you. Cut the price even more, 
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I'll bet, when we get the sales man- 
ager in on this.” 

He failed to offer a ride and 
didn’t ask my phone or address. 
When I asked for his card, he 
finally found one to give me after 
much pocket and drawer searching. 

Deater D. (Medium and high 
price. Big Three.) The salesman 
here made no effort to sell his car 

on a basis of value, and appealed 
only to emotionalism and pride of 
owning a car of his make. 

His big pitch was style: “Yes 
sir, you buy this car and you'll 
be all set. They’re not going to 
change the styling on this for 
five years. And you’ve got some- 
thing you'll be proud to park in 
your driveway.” 

Although he had a new engine to 
offer, he didn’t mention it, and 
when I asked about it, he told me 
only its rated horsepower and then 
deftly changed the subject. 

When I told him I wanted a 
heater, he said, “That’s good. The 
rest of the stuff only runs up the 
price.” 

Having given himself that open- 
ing, he said without any prelim- 
inaries that he’d trade at $1,850, 
which was an overallowance of 
about $100 on the wholesale value 


of my trade. 
* x om 


Just a Starter 


H=. hinted broadly, however, that 
that figure was only an open- 
ing quotation and that he would go 
a lot further. He must have staked 
a lot on his guess that I would look 
for him again, for he didn’t ask 
my name or phone, or even give 
me his business card, Nor did he 
offer to let me drive a car. 

Deater E. (Low and medium 
price. Independent.) A salesman met 
me at the door, and when I ex- 
plained I was buying a car, he lit 
his pipe, led me to a car and said: 
“Sit down in it.” 

“Nice, huh?” he asked. I agreed. 

“Come on in the office,” he said. 
We went in and sat down. He 
stiH hadn’t told me anything 
about his car except that it 
couldn’t match the competition 
for horsepower. 

He figured up a price for the 
heater-equipped two-door sedan I 
wanted and said, “That’s a good 
deal.” 

“It is?” I said, trying to sound 
naive. 

“OK, OK,” he muttered, picking 
up his pencil again. When he put 
it down, he had cut an even $300 
off the price. He made no effort to 
merchandise a higher-priced model 
or any accessories. 

He failed to offer me a ride or 
his card, but he did ask for my 


name and phone. 
* * * 


Low Pressure 


Au F. (Medium price. Big 
Three.) I waited 10 minutes be- 
fore I got any action, and the sales- 
man approached as though he were 
apologizing for bothering me. He 
was strictly the low-pressure type 
and showed only the car I asked 
for. 

He did a fair job of telling me 
why I should buy his car, empha- 
sizing that while I would be spend- 
ing more money, I would get more 
satisfaction and more money back 
in the long run. He did a good axe 
job on the lower-priced competi- 
tion, and then gave me a demon- 
strator to drive. 

He offered to trade at $1,900, 
and when I objected to that price, 
he cut another $100, saying that 
was an overallowance of $169, 

He explained the features of the 
car only when I prompted him by 
asking pointed questions, but he 
carefully took my name and ad- 
dress. I had to ask for his business 
card. 

Deater G. (High price. Big Three.) 
I walked into a plush showroom 
and was alone for several minutes 
with a svelte receptionist while I 
walked around the one car on dis- 
play. The doors were locked. 

When I thumped a fender in sac- 
rilegious fashion, the receptionist 
asked icily: “Did you wish to see 
a salesman?” 

o * 


We Don’t Need You 


ADMITTED that I did and she 

summoned one via the public- 
address system. He approached me 
and after critically examining me, 
he sneered and said: “What do you 
want?” 

When I said I wanted to buy a 
car, he sneered again and said: 

(Continued on Page 50, Col. 1) 
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Called ‘Reciprocity Wrecker’ ewe 


Truck Council Hits mead Tax 


(Continued from Page 6) 


State Legislature last year, the 
axle-mile plan was drawn up and 
passed. Simpson said that the legis- 
lative committee studying high- 
ways had recommended that no 
action be taken, but that the com- 
mittee findings were overruled by 
the governor’s committee, which 
recommended immediate action on 
the bill. 

A contributing factor to pas- 
sage of the law, Simpson said, 
was the disunity of the area’s 
trucking organizations. First, he 
said, there was a difference of 
opinion between the interstate 
and intrastate truckers. At the 
same time, there was disagree- 
ment between the “regular and 
irregular route operators” on the 
matter, 

Simpson declared that a break- 
down of reciprocity between states, 
which is being threatened by the 
Ohio law and the retaliatory ac- 
tions of at least 16 other states, 


would result in three very serious 
conditions: 

“1. Create confusion and des- 
truction of countless small busi- 
nesses. 

“2. Curtail shipping by truck to 





Pa. Dealers Oppose 


AAA Discount Plan 


HARRISBURG, Pa.—Contend- 
ing that the plan is a “trend in 
the wrong direction,” the Penn- 
sylvania Automotive Assn. is op- 
posing efforts of some American 
Automobile Assn. clubs pro- 
mote the sale of oil, gas, tires, 
tubes and batteries to AAA mem- 
bers at a 10 percent discount. 

It, was pointed out that the 
Harrisburg Chamber of Com- 
merce opposed the plan because 
“once a fair price line is broken, 
it leads only to disastrous ex- 
ploitation.” PAA urged its mem- 
bers to persuade their local cham- 
bers to take similar stands. 








1. Every American customer likes to be proud 


of his car... 





3. So if you want to keep his friendship... 


© 1964, Ethy! Corporation, New York 17, N.Y. 


50,000 villages and 4,000 cities, with 
a combined population of about 
11 million persons who are depend- 
ent on highway transportation ex- 
clusively, since they are not located 
on any railroad. 

“3, Serve the purposes of the 
proponents of toll roads while 
raising only half of the revenue 
expected of them.” 

At a press conference prior to 
the opening of the convention, A. 
B. Gorman, PTCA president, said 
the Ohio axle-mile tax would erect 
“internal tariff barriers.” 

“The punitive axle-mile tax must 
not spread,” Gorman declared. “If 

it does, our 48 states will become 
48 separate little economic entities 
as far as highway transportation is 
concerned. Monumental hidden 
taxes and vast costs of administra- 
tion would be added to the cost of 
all commodities.” 

Officers reelected for 1954 in- 
cluded Gorman, of Esso Standard 
Oil Co., president; Charles Ehren- 
berger, Standard Brands, Inc., 
eastern vice-president; John J. 





























Nielsen Gets L-M Franchise— 


A new Lincoln-Mercury dealership in Blue Island, 


lll., is Nielsen Lincoln-Mercury, 


Inc. Harold C. Nielsen (second from right), president, signs the franchise. With him 
are (from left), D. C. Johnson, field sales manager: Gerald Hirsch, sacs eae 
and (at right), J. A. Hall, Chicago district sales manager. 





Riley, American Bottlers of Car- 
bonated Beverages, southeastern 
vice-president; R. B. Rodgers, 
Standard Oil Co. of Indiana, cen- 
tral vice-president; Robert C. Hib- 
ben, International Assn. of Ice 
Cream Manufacturers, treasurer, 





2. But if he’s unhappy with its performance, 
he’ll get fed up with you and your service. 


4. Sound off. Tell him to use “Ethyl” gasoline 


and get full power from his car. (Of 
course, the timing should be set for 


“Ethyl’’ gasoline.) 

















and James D. Mann, managing 
director. 

R. G. Hawkinson, freight traffic 
manager of the Chicago & Great 
Western Railway, told the story 
of his company’s 17 years experi- 
ence with trailer-on-flatcar service. 
At the very beginning, he said, the 
company found that the service 
was a source of attractive revenue 
to the railroad. and an economical 
operation for the motor carriers. 

Hawkinson pointed out that the 
shipper must load the trailer on the 
flatcars, and the rail company se- 
cures them down for the trip. At 
the other end, the shipper must be 
present to unload the trailer. 

The Great Western operation al- 
lows two trailers to be placed on a 
flat car. So far, arrangements have 
been offered to common carriers 


| only, since difficulty was experienced 
| both with the Interstate Commerce 
| Commission and other railroads as 


to how the fare would be deter- 
mined. 

With the common carriers, 
Hawkinson said, no attempt is 
made to find out what the trailers 
contain, Currently, he said, the 
service cannot be offered to pri- 
vate carriers because private car- 
riers do not file rates with ICC, 
and the railroad has not estab- 


lished dual rates for the operation. 


| sumer” 








The “Manufacturer Meets Con- 
discussion was concerned 
with finding new trends in the in- 
dustry, and holding a question and 
answer period where the consumer 
asked the questions of the truck 
makers. 


On the panel for the consumer 
were N. A. Domrose, Pabst Brew- 
ing Co.; E. D. Grinnel, Gaylord 
Container Corp.; Glenn W. John- 
son, Bowman Dairy Co.; L B. 
Kimball, National Cylinder Gas 
Co., and H. H. Reiman, Pure Oil 
On the panel for the manufac- 
turers were J. J. Black, vice-presi- 
dent of Trailmobile, Inc.; C. W. 
Elder, Ford Motor Co.; R. E. Jeffry, 
Shell Oil Co.; J. J. Robson, Fire- 
stone Tire & Rubber Co., and R. 


|C. Wallace, executive engineer of 
| Diamond T Motor Co. 


Packard 


(Continued from Page 2) 


shield pillar has forward slant, and 
the windshield is of the wrap- 
around type. 


The hood is of the European 
clamshell type for easy opening and 
access. The convertible top, a 
special silver-gray material, dis- 
appears into a well at the rear of 
the passenger compartment. There 
is a luggage space between the seat 
and top well. 

The body uses a pressed-steel 
floor pan, Body, cowl, fenders and 
front outer grille are of integral 
moulded construction, The radio 
antenna is a copper mash screen 
moulded into the luggage com- 
partment. 

A special radiator is used to 
accommodate the lower hood. Air 
flow through the radiator is ad- 
mitted through the honeycomb 
grille above the front bumper and 
a scoop below the bumper. Design 
of the grille retains a Packard 
family resemblance. 


The Panther’s wheelbase is 122 
inches, its overall length 215% 
inches and overall height 54% 
inches. The overall width is 80% 
inches. 




















More to SELL | then any car ever 


had before 
235 H.P 


plus 


POWERFLITE 











The power of leadership is YOURS with the 


BEAUTIFUL CHR 


Chrysler Division, Chrysler Corporation, Detroit, Mich. 


SLER 
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°° ~ 7 DeSoto, 2; Li 2; Packard, 2, 
Sales Conditions in Various Areas... and Mubsbehee, 2 
Truck sales broke down this way: 





Chevrolet, 15; Ford, 10; Inter- 


Auto Market Reports} .".."" 


Pittsburgh 


Owing mainly to a slight decline 


New Orleans ard, 172; Hudson, 110; Lincoln, 84;| and most payments are being in industrial production, business 
Last year’s new-car sales in New Willys, 67; Kaiser, 64; Henry J, 27;| made on time. in general in the Pittsburgh dis- 
Orleans were the highest since | AU%tim, 17; MG, 14; Jaguar, 11;| Most dealers have reduced their| trict was a shade lower the week 
1950, with 18,091 registered through Renault, 4; wa Gan elas 3; a. used-car stocks substantially dur-| ended Jan. 23 than in the previous 
authorized dealers and 1,332 through ris, 1; Rover, 1 and Volkswagen, 1. ing the past three months and now | week, according to the bureau of 
unauthorized outlets for a 1953| Car registrations through un-| are considering their trades most | business research of the University 

grand total of 19,423. Sales in 1950 | 2uthorized outlets were: Chevrolet, | carefully. of Pittsburgh. 
amounted to 19,883, just 460 units | 654; Plymouth, 134; Pontiac, 129;/ givice business also is being| However, approximately the same 
better than 1953. Dodge, 95; Ford, 85; Buick, 79;| maintained at a satisfactory level.| MUmber of new cars was registered 
Oldsmobile, 77; Cadillac, 23; Chrys-|__ (7 ty fouck.) in the district as in the week ended 


Chevrolet led the pack last year ; ; ‘ aos S 
with 4,864 cars sold by franchised ler, 12; DeSoto, 10; Willys, 7; Stude- Jan. 16, it was said.—(Leon M. Leff. 


* * * 


| baker, 3; Packard, 3 and Nash, 3.— ; , ingwell.) 
10 and Plymouth with 1,998,” | (Gordon Hebert.) Sioux City, la. ss 
iaiie Lae New-car sales in Sioux City Cleveland 

Truck sales were the best in p taled 234 in J oun eveta 

history, with 3,240 registrations Springfield, Mo. oth 286 in ‘December and 240 in|, Used-car sales in Cleveland are 
in 1953. The previous top year Due to the highly diversified J 3988 aes oS holding firm as automotive sales 
was 1950, with 2,689 titled trucks. | nature of business in Springfield, anuary, 1953. begin to show increasing interest. 
Car registrations for 1953 by in-| Mo., new-car demand is steady to| New-truck sales were 42, com- For the week ended Jan. 23, 
dividual makes through authorized | strong. pared with 50 in December and 43/ ysed-car turnover was 1,265 up 
dealers were: Chevrolet, 4,864; Ford,| Farmers, dairymen and _ stock|in January a year ago. about 150 units over the preced- 


3,870; Plymouth, 1,994; Buick, 1,212;| raisers are caught in a price de- Car sales by make were: Chev- | ing seven days, 

Pontiac, 1,074; Studebaker, 852;| cline and drouth, but other indus-| rolet, 69; Ford, 45; Mercury, 25; New-car sales in the period were 
Mercury, 812; Oldsmobile, 737;/| tries are holding up well. Buick, 23; Plymouth, 19; Pontiac, | 1,087, compared with 1,049 a week 
Dodge, 545; DeSoto, 527; Nash, 420; Credit is strong and secure. | 18; Dodge, 9; Nash, 6; Oldsmo- | earlier. 

Chrysler, 338; Cadillac, 262; Pack-| Repossessions are below normal | bile, 6; Chrysler, 5; Cadillac, 2; New-truck sales were 92 and 


ron 2-Speed Axles 


™ 
‘ 














More than two million 
Eaton Axles in trucks today! 





AXLE DIVISION 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 

PRODUCTS: Sodium Cooled, Poppet, and Free Valves ® Tappets * Hydraulic Valve Lifters* Valve Seat Inserts « Jet 
Engine Parts* Rotor Pumps* Motor Truck Axles * Permanent Mold Gray Iron Castings ¢ Heater Defroster Units» Snap Rings 
Springtites* Spring Washers® Cold Drawn Steel* Stampings® Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 























used-truck turnover was 55.—(San- 
ford Markey.) 
* 





* * 





Minnesota 


New-car registrations in Minne- 
sota during December totaled 6,- 
047, according to the Minnesota 
Automobile Dealers Assn. Ford 
took the lead followed by Chevro- 
let. 

The breakdown is as follows: 

Buick, 420; Cadillac, 94; Chev- 
rolet, 1,303; Chrysler, 169; De- 
Soto, 145; Dodge, 257; Ford, 1,- 
507; Hudson, 47; Kaiser, 11; Lin- 
coln, 14; Mercury, 312; Nash, 83; 
Oldsmobile, 348; Packard, 43; 
Plymouth, 714; Pontiac, 330; 
Studebaker, 128; Willys, 25, and 
Miscellaneous, 7. 

New-truck registrations during 
December totaled 747, MADA re- 
ported. They were by makes: 

Chevrolet, 205; Diamond T, 3; 
Diveo, 5; Dodge, 58; Ford, 246; 
GMC, 49; International, 125; Mack, 
3; Reo, 11; Studebaker, 9; Willys, 
10; White, 14, and Miscellaneous, 9. 
—(Donald M, Lyons.) 

* + * 




















Denver 


Denver dealers in December sold 
687 new cars as against 485 in De- 
cember, 1952. New-truck sales held 
their own—77 in December and 77 
in the same month of 1952. 

For all of 1953, Denver dealers 
sold 14,193 new cars, while in 1952 
they moved 9,728, an increase of 
4,465. A total of 1,874 new trucks 
was sold in 1953 and 1,532 the year 
before, an increase of 342. 

New-car sales during December 
by make were: Chevrolet, 165; 
Ford, 157; Mercury, 75; Plym- 
outh, 52; Oldsmobile, 48; Chrysler, 

30; Buick, 29; Dodge, 24; Pontiac, 

23; Studebaker, 20; Hudson, 14; 

Nash, 14; Cadillac, 13; Lincoln, 
8; Packard, 5; DeSoto, 4; Jaguar, 
2; Willys, 2; Kaiser, 1, and Volks- 
wagen, 1, 

Truck sales by make: Ford, 35; 
Chevrolet, 25; GMC, 5; Dodge, 4; 
Studebaker, 4; International, 2; 
Kenworth, 1, and White, 1. 

Used-car stocks have increased, 
and most dealers are watching 
their tradein allowances carefully. 
They also are redoubling their 
merchandising efforts in regard to 
their used-car departments.—(Ira 
R. Alexander.) 

* 


° 2S 


Baltimore 


December new-car sales in Balti- 
more totaled 1,791, compared with 
2,270 in November. 

Ford recaptured first place by 
outselling Chevrolet, 445 to 297. 
Other sales were: 

Plymouth, 264; Buick, 146; Mer- 
cury, 116; Oldsmobile, 101; Pontiac, 
83; Dodge, 79; Chrysler, 65; Cadil- j 
lac, 40; Studebaker, 37; Nash, 32; 
DeSoto, 30; Packard, 22; Hudson, | 
13; Lincoln, 10; Kaiser, 3; Willys, 
3; Henry J, 1, and Miscellaneous, 
4.—(Kate Savage.) 

7 * 


* 


Amarillo, Tex. 


New cars sold in Amarillo in the 
week ended Jan. 23 totaled 109, 
compared with 75 for the preced- 
ing seven-day period. 

For the first time in a month, 
Chevrolet was the leader, selling 
34, compared with Ford sales of 
18, 

Other sales were: Buick, 13; 
Pontiac, 12; Mercury, 11; Plymouth, 
6; Chrysler, 3; Oldsmobile, 3; Cadil- 
lac, 2; Studebaker, 2; and Dodge, 
DeSoto, Hudson, Packard and 
Willys, 1 each. ° 

New-truck sales were Chevrolet, 
3; Dodge, 1, and Studebaker, i. 
There were 15 new trucks sold the 
previous week. 

* 














Atlanta 


Preliminary reports on Atlanta 
new-car sales during January re- 
veal that Ford led all makes with 
210 cars sold. Chevrolet followed 
with 182 sales, and Plymouth was 
third with 91, 

In the medium- price class, 
Mercury led with 70 sales. Others 
were: Buick, 53; Oldsmobile, 44; 
Pontiac, 38; Dodge, 31; Chrysler, 
24; DeSoto, 15; Studebaker, 14, 
and Nash 8, 

In the high-price field, Lincoln 
was first with 15 registrations. 
Cadillac and Packard are tied with 
10 sales each. 

Chevrolet led in new-truck sales 
with 35. Others were: White, 32; 
Ford, 27; GMC, 6; International, 4; 
Dodge, 3, and Studebaker, 2.—(E. 
C, Bash.) 
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1 SEVEN STRAIGHT YEARS — 1953 was the seventh 
e straight year in which automotive advertisers placed more 
linage in the Post-Gazette than in any other Pittsburgh 


Again in 1993 

The Post-Gazette Led 

| All Pittsburgh Daily Newspapers 
| In Automotive Advertising 


1933 
1953 
GAIN 


1933 
1953 
Change 





daily . . . 59% more than the Sun-Telegraph and 17% 
more than the Press. 


2. RESULTS WORK A CHANGE-—The Post-Gazette 

e earned its leadership in automotive advertising gradually 
over the years as advertisers tried it and found it effective. 
These figures show the change over the past 20 years: 


AUTOMOTIVE LINAGE 


Post-Gazette Sun-Telegraph Press 
249,724 348,395 532,950 
804,550 504,679 685,938 

+554,826 + 156,284 + 152,988 

PER CENT OF FIELD 

22.1%, 30.8%, 47.1%, 

40.3%, 25.3%, 34.4%, 
+18.2%, —5.5%, —12.7%, 


Yes, Something Is Happening in Pittsburgh 


Pittsburgh Post-Gazette 


Pittsburgh's Most Interesting Newspaper 


REPRESENTED NATIONALLY BY MOLONEY, REGAN AND SCHMITT 


SOURCE: MEDIA RECORDS 
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But Still Top Previous Year .. . 


Foreign-Car Sales Continue Down 


By Ed Brown 
Staff Correspondent 

NEW YORK, — A total of 1,756 
foreign automobiles was registered 
in the United States, during 
November, bringing the 1953 eleven- 
month total to 27,429 units. 

This is a 1.7 percent increase 
over the same period of 1952, when 
26,958 foreign automobiles had been 
registered, November, 1952, saw 2,- 
225 vehicles registered, a 21 percent 
dedrease from 1952, continuing a 
downtrend of the past few months. 


There are two cars in first po- 
sition for November—the MG and 
the Jaguar, both sports cars, with 
276 registrations, respectively, for 
15.7 percent of the market each. 

However, in the eleven months to 
date period, the MG is still in first 
slot with 6,294 vehicles registered, 
while the Jaguar is in third place 
with 3,694 vehicles registered—22.9 
percent and 13.5 percent of the 
market, respectively. In the same 
period in 1952, MG had registered 
6,876 vehicles for 25.6 percent of 
the market while Jaguar was in 


fifth place with 2,963 units, or 11 
percent of the market. 

In November, 1952, the MG was 
recorded at 493 units, which shows 
a drop of 217 units this year, while 


Bill Proposes Spending 
$2 Billion for Roads 


WASHINGTON.—A bill calling 
for $1 billion a year for public 
roads in the next two years was 
given to the Senate last week by 
Senator Francis Case, South 
Dakota Republican and chairman 
of a Senate subcommittee on 
roads, 

On the main Federal-aid road 
systems, where funds are 
matched by state and local 
agencies, the bill proposes spend- 
ing $835 million against the cur- 
rent authorization of $575 million, 
This increase of $260 million on 
a matching basis, Case said, 
would mean an increase of more 
than $500 million a year. 


DO YOU KNOW 


Each of them has its own unique 
personality. Individuality and 
hospitality, like the character of a 
great city cannot be mass 
produced. These distinguished 
hotels are not a chain but a group 
bound together by the highest 


standards of service to the public. 


They offer you: 


© Independent ownership and 


operation 


© Inter-hotel reservations via 


teletype 


© Individualized service— 
distinctive features 

° Integrated national sales 
staff for your business and 
group meeting requirements 


NEW YORK 


Hotel Commodore 


DALLAS 


WARNER REPRESENTED 


the Jaguar was piling up a total of 
319, a drop of 43, 

Adding the remainder of the 
Nuffield group to the MG, it is 
found that this group has regis- 
tered 8,316 units as against 8,655 
units in the same period of 1952. In 
November, the Morris and the Riley 
registered 113 and 2 vehicles, re- 
spectively, for a market penetration 
of 6.4 and .1 percent. The totals 
for the eleven-month period are 
1,985 and 37, respectively, or 7.2 
percent and .1 percent of the 
market. 

Morris shows an improvement 
over the same period in 1952, 
when 1,731 units were registered 
for 6.4 percent of the market. 
However, the Riley has fallen off 
from 364 vehicles in the eleven- 
month period of 1952, when it 
had a 13 percent market pene- 
tration. 

Hillman captured second place in 
November, although it should be 
noted that Jaguar moved up from 
third place in October to tie for 
first in November, Hillman regis- 


ST. LOUIS 


Adair Turns Over Prize to Club— 


James Adair jr., owner of Adair Chevrolet Corp., Christiansburg, Va., hands a $40 
check to the Future Business Leaders of America Club of the city's high school, rep- 
resenting first prize won by Adair's float in the Christmas parade. This marks the 
second year that the firm's float captured the first prize and that the money was 


turned over to the club. 

tered 269 vehicles, or 15.3 percent 
of the market, and has an eleven- 
month total of 4,203 units, alvo at 
15.3 percent of the market. 

It should be noted, too, that in 
November, 1952, Hillman had regis- 
tered 371 vehicles, 9.8 percent of 
the market, or 102 more than this 
year, while its eleven-month total 
in 1952 was 4,405, or 202 more than 
in 1953. 

The remainder of the Rootes 
group reads as follows: Humber 5, 
or .3 percent of the market, with an 


ATLANTIC CITY 


Chalfonte-Haddon Hall 


CINCINNATI 


Netherland Plaza « 


Terrace Plaza 


PITTSBURGH 


The Drake 


olpbus ye ° oe Carlton House 
Nistinguished (SPs — 


Nationally Represented by 
ROBERT F. WARNER, INC. 


NEW YORK: 588 Fifth Avenue, JUdson 6-5500 
CHICAGO: 77 West Washington Street, RAndolph 6 - 0625 


BOSTON : 73 Tremont Street, LAfayette 3 - 4497 


WASHINGTON: Investment Building, REpublic 7-2642 
..-and in Los Angeles, San Francisco and Seattle—Glen W. Fawcett Associates 


NOT A CHAIN 
Individually Owned 


eleven-month total of 136, or .5 per- 
cent of the market; Rover 25 for 
November, or 1.4 percent of the 
market, with 395 units for the 
eleven-month period, or 1.4 percent; 
and Sunbeam Talbot 47 in Novem- 
ber, with a _ year-to-date regis- 
tration of 748 units. This makes 
the Rootes group total registrations 
for November 346 and the year to 
date 5,482. 

The figures find English Ford 
in third place in November with 
203 registrations, or 11.6 percent 
of the market, as against 377 
vehicles in November, 1952, for 
16.9 percent of the market, The 
Total registrations for English- 
built Ford for the eleven-month 
period are 3,456 vehicles, 12.6 per- 
cent of the market, as against 
3,502 vehicles during the same 
period of 1952, or 13 percent of 
the market, 

Austin is now in fourth place at 
10.4 percent of the market, with 
182 units registered in November, 
a drop from the 219 registered in 
November, 1952. The eleven-month 
total for Austin in 1953 is 2,926, or 
10.7 percent of the market, as 
against 4,482 vehicles in 1952 for 
16.7 percent of the market. 


Volkswagon is still making gains, 
with 188 vehicles registered in 
November, 1953, as against 64 at 
the same time in 1952, and a yearly 
total of 1,118 to date, as against 514 
in the same period of 1952. 

In the miscellaneous group, 220 
vehicles were registered in Novem- 
ber for a year to date total of 2,437, 
which compares quite favorably 
with the totals in 1952 of 119 and 
1,165, respectively. 

Here is a breakdown by makes: 
FOREIGN CARS 
Registrations In U. S.—1953 
November 
1953 
276 
269 
276 
203 
182 
550 


agua. 
English Ford 
Austin 
All Others 
1756 Grand Total 27,429 


* * * 


1,439 European Cars Sold 
In Canada in Month 


OTTAWA.—A preliminary report 
by the Canadian Government re- 
veals sales of European-made ve- 
hicles in Canada advanced to 1,439 
units last November compared with 
1,182 in the same month a year 
earlier. 

For the first 11 months of 1953, 
vehicles sales totaled 27,542, com- 
pared with 27,818 for the same 1952 


| veriod. 


Chevrolet 
(Continued from Page 6) 
released for automotive output with 
the closing out of the tank contract 
last October. An additional 500,000 
square feet was made available by 
discontinuing production of the 
straight-eight engine. 

* * * 


To expansion will add more 
than a million square feet to 
Fisher Body’s present 20 million 
square feet of facilities. 

Fisher, which makes all GM 
auto bodies, will expand plants 
in Grand Rapids, Mich.; Pitts- 
burgh; Pontiac; Cleveland; Janes- 
ville, Wis.; Kansas City; Flint, 
and Hamilton, O. 

GMC plans to complete its new 
33,200-square-foot truck and paint 
shop by spring, boosting its total 
factory area to 5.3 million square 
feet. 

A “small” portion of the billion 
dollars GM is spending will go to 
non-automotive divisions of the 
corporation. 
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The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE 
SEALER were made for each other too! For over twenty-five 


years this wonderful team has been devoted to preserving, 


enhancing and restoring fine car finishes. They should 


never be used alone! Together and only TOGETHER do 
they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 
bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 


you for it! 


© 1954—H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Raising 


Shop Revenue 


Service Chief Says Giving Personal Customers 
To Mechanics Boosts Intake 25-30% 


By V. N. Conner 
Staff Correspondent 

ALBUQUERQUE, N.M.—A. Ray 
Barker Motor Co. (Kaiser-Willys) 
has increased its service business 
25 to 30 percent in the past year 
because of a system based on a 
generous commission and a per- 
sonal link between the mechanic 
and the customer, 

When Harry New became Barker’s 
service manager a year ago, he in- 
stituted the policy of having the 
customer introduced to the me- 
chanic who worked on his car. This 
gives the mechanic a personal cus- 
tomer and, in effect, puts him “in 
business for himself,” New says. 

When the mechanic meets the 
customer, he gives full informa- 
tion on what work was done and 
why, plus advice on what further 
servicing could be used—without 
pressure but with sincere interest. 

Every job possible has a flat-rate 
charge. 

“This allows a mechanic to work 


as fast as he can—efficiently,” New 


said. “Because if a job comes back 
that man does it over on his own 
time. He also runs risk of losing 
@ personal customer.” 

New, after 15 years of experience 
(part of that in his own shop), be- 


Akron Denlers 


‘Elect Yontz 


AKRON. — Mercury and Ford 
dealers will direct the affairs of 
the Akron Attomobile Dealers 
Assn. in 1954, 

Ralph Yontz, head of Yontz 
Mercury, Inc., of nearby Cuyahoga 
Falls, was named president, and 
James Kemp, president of Kemp 
Bros. (Mercury), was chosen vice- 
president. The new treasurer is D. 
J. Laughman, head of Laughman 
Motors (Ford), of Akron and Bar- 
berton. 

E. John Lehman was renumed 
secretary-manager for his 10th 
term. 


lieves “good employe relations are 
as vital as fine customer relations. 
After all, one is simply the result of 
the other.” And New firmly be- 
lieves a “generous commission and 
personal customer” system is the 
best means to that end. 

“Every man,” says New, “me- 
chanic or other, needs the incen- 
tive of recognition for good work 
and the chance to earn as much 
money as he’s capable of mak- 
ing.” 

New said the 25 to 30 percent in- 
crease in business has resulted in 
the hiring of four additional me- 
chanics, upping the force to 11. Not 
one man has left Barker’s in the 
year. 

Barker’s does above average ad- 
vertising and promoting. But says 
New: “We don’t dare advertise our 
service department till we get more 
space built. We have all the busi- 
ness we can handle, and it’s steadily 
increasing. This system makes my 
department grow in size and repu- 
tation, contributes directly to my 
prosperity and that of A. Ray 
Barker Motors. 

“T say that’s free enterprise in 
operation — it’s a system that 
works.” 





Design for Chevrolet Warehouse— 


Now under construction is this warehouse and office building for Chevrolet in 
Newton, Mass. It will be used to store Chevrolet, Pontiac and Oldsmobile parts and 


to house the Chevrolet Boston zone sales office. 


New Control Developed 


For Crippled Drivers 


KENMORE, N. Y. —A handi- 
capped-driver control has been de- 
veloped which will cut down driver 
reaction time 20 to 25 percent, ac- 


ST saa 


cars on the road 


Americas 
FIRST and FINEST 


Dunn jr., 27 Columbia Blvd., Ken- 
more 17, N. Y. 

This unit has another ad- 
vantage in that it can be installed 
on most makes of cars with auto- 
matic transmissions in 30 
minutes, Dunn claims, 

Dunn, who has been working on 
driving controls and other aids for 
the handicapped since 1939, de- 
clares that his control can be in- 
stalled easily by the purchaser, re- 
lieving the dealer of all liability. 
These units are unlikely ever to re- 
quire servicing, he says. 

O. N. Denny, a Veterans Adminis- 
tration representative who deals in 
aids to the handicapped, said, 
“Right now, I'll say that this unit 
is as good or better than any 
system of handicapped controls I’ve 
ever seen.” 

The controls consist primarily of 





Aid to Handicapped— 


This driver control cuts down reaction 
time by handicapped persons 20 to 25 
percent, according to its inventor, Paul 
A. Dunn jr., who also says it can be 
installed in most makes with automatic 
transmission by the purchaser himself. 
| * ” * 
|a horizontal bar running out from 
|the steering column, Attached to 
the bar are two “trombone slide” 
rods which are criss-crossed. One 
of the rods extends to the brake 
pedal and the other attaches to the 
| gas pedal. 

The driver controls the car by 
pulling or pushing on the hori- 
| zontal bar, usually equipped with 
a rubber handle, With the single 
motion of pulling on the bar, the 
driver applies pressure to the gas 
pedal and takes pressure off the 
brake. 

With the single motion of push- 
ing the bar, the driver removes the 
| pressure from the gas and simul- 
| taneously applies pressure to the 
brake pedal, 

Dunn says his control system can 
be adapted in many ways, making 
it possible for persons with all 
types of disfigurements to learn to 
drive. The car can be driven by 
non-handicapped persons when the 
control is attached, he said. 

At present the unit sells for $130 
for a custom-built model, with de- 
livery in about two weeks. Dunn 
hopes that he may be able to get 
into volume production and possi- 
bly cut the price in half. Already 
42 handicapped drivers in New 
York have been given permission 
to drive with the Dunn control. 


Sunley Office Moved 
OTTAWA, — Sunley Acceptance 
Corp., Ltd. has moved its head 
office from Toronto to Leaside, Ont. 
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For Federal Reserve Board figures indicate close to 50% of all cars are bought 
by Young Adults... and Redbook is today’s only mass magazine 
edited exclusively for the tastes, needs, and desires of this responsive, 


eager-to-buy 18-35 year age group. 
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AUTOMOTIVE WASHINGTON 


Auto Industry Viewed 
Optimistically by Ike 


By William Ullman 


Washington Correspondent 


r BRINGING cars and highways into his economic report, | 


President Eisenhower indi 


cated his awareness of the 


automotive industry’s importance and value to the nation. 
He dwelt optimistically, though briefly, on car pro- 


duction and sales and, while 


sales in 1954 may be some-? | 
fighting in Korea and are not doing 


what below 1953, in final 
analysis he set forth some 
reasons why they might equal or 
exceed those of last year. 

“Steps must be taken,” he said, 
“to extend and strengthen the Fed- 
erally aided highway system.” 

A part of the country’s highway 
needs, he pointed out, can be met 
by the states “without straining 

their budgets” 
through the con- 
struction of toll 
roads. The Fed- 
eral Government, 
he said, should 
encourage studies 
of the economic 
feasibility of toll- 
road projects. 
“Our economic 
\ growth is likely 
to be resumed 

a Se during the year,” 
the President said, “especially if 
the Congress strengthens the eco- 
nomic environment by translating 
into action the Administration’s | 
far-reaching program.” 

of oe * 


Ike’s View on Car Sales 


ONCERNING auto sales in 1954, 
President Eisenhower had this 
to say: 

An important influence on the 
volume of purchases of durable 
goods is the level and age distribu- 
tion of consumer stocks. 

Information available for auto- 
mobiles reveals that, despite the 

large demand for new cars in re- | 
cent. years, about 27 percent of | 
the cars in use in mid-1953 were 
10 years old or older, in contrast 
to 17.5 percent in 1939, Experts in 
the industry generally agree that 
the velume of sales may well be 
smaller in 1954 than in 1953. 

However, if scrappage should 
amount to about 3.5 million units, a 
basis would exist for a level of sales 
in 1954 not much below that of last 
year; for one may expect a moder- 
ate further growth in the total 
number of motor vehicles in use, 
reflecting such factors as an in- 
crease in the number of households 
and the popularity of suburban life 
—which often creates a demand for 
more than one car, even in families 
with modest means. 

” x 





oe 


Unemployment Rises 

IHHE Bureau of the Census re-| 

ported last week that unem- | 
ployment in the nation climbed to | 
an estimated 2,360,000 in January, | 
an increase of 510,000 over Decem- | 
ber. 

It was pointed out that while | 
some workers in generally stable 
industries were affected, the em- | 
ployment drop was no greater than | 
previous December - January sea- | 
sonal declines. 


Construction and factory workers | 
made up most of the additions to| 
the jobless total, the report stated. | 
Women who took temporary Christ- 
mas jobs, then quit after the holi- 
days; accounted for much of the| 
drop. 

Encouraging in the figures, the 
Census Bureau said, is the fact 
that only half of the present 
number out of work are men 25 
years or older. They make up the 
majority of the breadwinners of 
the nation, it was noted. 

President Eisenhower in his let- 
ter to Congress on the economic 
report, said employment this Jan- 
uary was “somewhat” lower than 
last January. 

There seems to be a connection 
between this fact and the fact that 
in’ January, 1953, we were still 


expressing the opinion that 





so today, he said. 


* * * 


Jobless Pay ‘Valuable’ 


~ his letter to Congress, the Pres- 
ident also said “we should take 
bold steps to protect and promote 
economic stability.” He cited mod- 
ernizing unemployment insurance— 
“a valuable first line of defense 
against economic recession.” 

He proposed that Congress extend 
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coverage to all Federal workers, 
that states do the same for their 
4.2 million employes, that Congress 
amend the law to cover 3.4 million 
employes of small firms not now 
covered, and that benefits generally 
be increased. 

Significantly, the President 
omitted from his recommenda- 
tions to Congress any proposal 
for raising the 75-cents-an-hour 
minimum wage and bringing ad- 
| ditional millions under the Fed- 
eral Wage and Hour Law. 
| He said that while an increase in 
the minimum wage and expansion 
lof coverage are “desirable,” the 
nature and timing of the changes 
|“must be worked out with a view 
to the best interests of the econ- 
omy.” 

The matters are still under study 
by the Department of Labor and 
later, “at the proper time,” the 
President said, recommendations 
| will be made to Congress. 

* 


NADA’s Opinion 


* Bd 


retail exemption from the Fed- 
eral Wage and Hour Law should 
be retained in its present form, and 
the views of new-car dealers are 





It’s the hottest deal ever. 


It’s the simplest deal ever. 


Buy 24 Fram C-4’s at regular prices. 
Get this chafing dish (List Price 
$17.00) absolutely free. 


Glistening copper and brass. 


Complete with 


fuel and recipes. 


Cook like world famous chefs do. 


Ask your wholesaler now. 


Or write Fram 


Providence 16, 


Corporation, 
R. I. 


THE FRAM C-4, BIGGEST SELLING 
CARTRIDGE IN THE WORLD, WILL 


BE EVEN BIGGER 


WITH THIS GREAT 


ADVERTISING BACKING 


_, stand is that the present | 


being presented to the Department 
of Labor by their national associ- 
ation. 

The Administration was reported 
last week to be working on a plan 
for a double standard minimum 
wage in an effort to fulfill the com- 
mitment to labor on revision of the 
Federal Wage-Hour Law. 

It was said the plan is to raise 
the %5-cents-an-hour minimum 
for the 24 million now covered by 
the law and to provide a 75-cent 
minimum for several million ad- 
ditional workers who may be 
brought under the law. 

Except for the President’s pro- 
posal for Government - conducted 
strike votes, it is believed that the 
House Labor Committee will give 
him most of his 14 points — and 
more—in writing a bill for revision 
of the Taft-Hartley Act. 


Legislative observers say it is 
find the House version not to its 
liking. 

Chiefs of the AFL and CIO, along 
with other labor leaders, charge 
|that the President’s 14 points fall 
far short of Mr. Eisenhower's prom- 
ise to make Taft-Hartley a fair 
(Continued on Page 51, Col. 1) 





MOTIVE NEWS every week! 


certain that organized labor will|Coryetfte Promotion— 


To advertise the Corvette, Herden Chev- 


| rolet Co., Circleville, O., uses the services 


of Jay Jackson, a stilt artist, who marches 
through the streets calling attention to 
the sports car. 





More than 100,000 persons read AUTO- 


BUY 
ONLY 24 
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Cartridges 
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Tell Millions about FRAM 
and the big VACATION BOOK 
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‘Right-to-Work’ Laws Proposed . . . 
More States Weigh Union Curbs 


NACTMENT this year of “right- 

to-work” laws, bann ing the 
closed shop and other forms of 
compulsory unionism, is being 
sought in Kentucky, Mississippi, 
New Jersey and South Carolina, 
with a similar proposal being 
readied for 1955 legislative consid- 
eration in Kansas. 

Providing that the right of a 
person to work “shall not be de- 
nied” on account of membership 
or nonmembership in a _ labor 
union, such laws are currently on 
the statute books of 14 states— 
Alabama, Arizona, Arkansas, 


Florida, Georgia, Iowa, Nebraska, | 


Nevada, North Carolina, North 
Dakota, South Dakota, Tennes- 
see, Texas and Virginia. 

The 1953 Legislatures of at least 
11 other states rejected such pro- 
posals. Most of the other currently 
effective anti-closed shop laws 
were put on the statute books in 
1947 or earlier. The Virginia law 


has been upheld by the U.S. Su- 
preme Court. 
* * 

+ governors of Michigan and 

New Jersey have urged the 
| enactment of new state labor rela- 
|tions laws. In his message to the 
Michigan Legislature, Gov. Wil- 
|liams declared: 
“Because of changes in Federal 
| policy, we face a danger that our 
economy may be disrupted by dis- 
putes over union representation and 


a 





Jamestown Show to Pick 


‘Miss Auto Progress’ 


| JAMESTOWN, N. Y. —Selection 
lof “Miss Automotive Progress of 
|1954” will be a feature of the 
| Jamestown Auto Show, Feb, 18-21. 

The show will be held at the 
State Armory. Chairman of the 
committee is Neil A. Kennedy. As- 
sisting him are Arden E. Putney 
and Leonard G. Gustafson. 
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BOOK—free to customers 
Fram box top! 


for non-TV areas! 


/ PLUS Western Union 
DEALER material! 


/ Big, new 68-page VACATION 


J “VACATIONLAND” NEWS- 
PAPER ADS with Book Offer— 


/ New WINDOW STREAMER for 
FRAM'S big Clean Oil Months! 


Operator 
25 and other FRANCHISE 


the fundamental rights of em- 
ployers. 

“To correct this condition, I 
again recommend the enactment 
of a State labor relations law 
along the lines of the act now in 
effect in the state of New York. 
Such an act should guarantee the 
right of employes to organize and 
engage in collective bargaining. 
It should guarantee the right of 
the employer to refuse to bar- 
gain with any group not repre- 
sentative of his employes. 


labor relations board, separate and 

distinct from the present State 

Labor Mediation Board, to handle 

any dispute not accepted by the 

National Labor Relations Board.” 
+ * * 


es ASKING the New Jersey Legis- 
lature to consider the question 
of a state labor relations act, Gov. 
Meyner said that New Jersey now 
“is the only major industrial state 
in the east without one. 

“A workable and legal solution 
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This offer good only in the United States and possessions 
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“And it should establish a State | 








| 
| New York Urged to Try 


Private Auto Checks 


ALBANY.—A two-year trial of 
compulsory auto inspection by 
private garages has been pro- 
posed by Senator Thomas C. 
Desmond, who said his bill was 
a compromise between State and 
private plans. 

“The bill,’ the Newburgh Re- 
publican said, “is designed to 
break the deadlock of death be- 
tween those who want State in- 
spection and those who want pri- 
vate inspection.” 

It would provide for semi- 
annual inspection of motor ve- 
hicles at private garages super- 
vised by the State, with the trial 
period running from next Sept. 1 
to Sept, 1, 1956. The fee for each 
vehicle would not exceed 75 cents. 





must be found to recognize both 
the right of the public to a con- 
tinuous supply of essential public 
services and the rights of employer 
and employe to fair treatment,” 
the governor declared. 
Modification of a Massachusetts 
law empowering the governor to 
seize industries essential to pub- 
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lic health and safety in case of 
strikes was urged by Gov. Herter. 
The proposed revision would per- 
mit a moderator appointed by the 
governor to attempt conciliation 
during a 15-day period, rather 
than limit him to trying to per- 
suade both sides to arbitrate. 


A bill introduced in the New 
York Legislature would empower 
the industrial commissioner to pro- 
hibit strikes affecting the public 
interest during a 30-day cooling-off 
period. 

Labor union welfare funds and 
abuses discovered in the operation 
of some were discussed by Gov. 
Dewey in a message to the New 
York Legislature, but recommenda- 
tions were withheld pending an in- 
vestigation of the matter. 

* * * 


B+ pending in the Kentucky 
Legislature include a measure 
under which drivers of contract 
and common carrier trucks would 
be permitted to refuse to cross 
picket lines during a bona fide 
strike. 

The proposed legislation would 
add the following section to a state 
law requiring operators of contract 
and common carriers to respect 
rate and fare schedules and for- 
bidding unreasonable discrimina- 
tion or preference to any person: 

“Provided, that nothing con- 
tained in this section shall be 
construed to make unlawful a re- 
fusal by any person to enter upon 
the premises of any employer 

(other than his own employer) if 
the employes of such employer 
are engaged in a strike ratified 
or approved by a representative 
of such employes whom such em- 
ployer is required by law to rec- 
ognize.” 

Also expected to be introduced in 
the Kentucky Legislature was a 
bill to allow the industrial relations 
commission to order union repre- 
sentation elections in firms not 
covered by the Taft-Hartley act. 
At present the commissioner can 
hold a representation election only 
if management and employes con- 
sent. 





* * * 


N PENNSYLVANIA, where the 

Legislature is not scheduled to 
convene again in regular session 
until 1955, complete revision of the 
State’s labor arbitration law has 
been recommended by a research 
committee created by Gov. Fine. 

The group said that the law 
“must rid itself of objections, 
which in the past, have been 
leveled primarily at commercial 
arbitration and yet have had re- 
sultant effects on the detached 

labor arbitration.” 

It was recommended that the new 
law should provide that findings of 
any arbitrator should be binding 
and irrevocable. The law, the com- 
mittee said, also should set up rules 
for enforcement of the arbitration 
order by a quick court procedure. 

cd oe * 

ROPOSALS submitted for in- 

terim study to the Kansas Legis- 
lative Council, preparatory to the 
1955 session, would outlaw the 
closed shop and other forms of 
;}compulsory unionism; prohibit 
strikes against public utilities; li- 
cense business agents of unions 
and regularly audit their accounts; 
outlaw secondary boycotts; require 
unions to abide by labor contracts 
on the same basis as industry; ban 
jurisdictional strikes; confine pick- 
eting to employes of the struck in- 
dustry; require strike votes to be 
taken by an impartial group; re- 
quiring bargaining at local levels, 
and prohibit mass picketing. 

Labor management relations 
in the field of public utilities are 
the subject of a legislative study 
in Florida, with possible new 
legislation to be up for considera- 
tion next year. 

Referred last year to the New 
Hampshire State Legislative Coun- 
cil for recommendations to the 1955 
Legislature, was a bill which would 
give the labor commissioner power 
when requested to call for elections 
in plants where there are no 
unions, to determine what agency 
shall serve as bargaining repre- 
sentative of the workers. Under the 
ae the request for such an elec- 





tion would have to be made by 
| both employer and employes. 


Palmer Chooses White 


William J. White has been ap- 
pointed sales manager for Palmer 
Motor Sales, 2435 W. Broad S&t., 
| Columbus, O. 
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| air distribution, Harrison has less | provide enough room for brakes for 
or iiaiiians Gas Turbine, Redkes, Small Cars... | peanbing. Cacher aie 


e e | $mall Cars—GM still does not see Rear Engines — Situation un- 
° |a market for small cars in this| changed. They still involve a larger, 

e in £ e ri timeertng ecenes | country. But, should it see a mar-/| more expensive package. 
| ket, it is in a position to provide| ‘Torsion-bar Suspension — Since 


them, since three of its divisions— | ¢, f much of the work, 
By Bob Finlay caution that these are a long way| climbing under load is still a big | Holden, Vauxhall and Opel — are : nan lammoaes Suich Jo sbenient 


Managing Editor |off. (Others say, however, that] problem for trucks, and this | building small cars abroad. to protect the steel from corrosion. 
EW YORK.—In connection with | modifications based on gas tur-| could be licked by gas-turbine en- Higher - Compression Engines — Plastic Bodies—Only for limited 
the GM Motorama, Charles/bines might not be so far off.) gines. Some oil companies say they are! production, But they stand up well 
oe tee a a 6 ‘pehind-the- ease aie | Terrifically high fuel consump-| ready to provide fuel for higher-|j, cojjisions and are surprisingly 
& 1 8 : M RESEARCH has a light-load | tion, however, is still one of the | Compression engines any time the| cacy to repair. 
scenes look at some of the things and a heavy-load engine under bl t be overcome in as- auto companies bring them out, but 9 
the corporation is doing from an | study. While neither is around the a wel g Chayne said GM has been waiting Horsepower Race -There’s no 
engineering standpoint. corner, the heavy-duty gas turbine | | turbine engines. for the oil companies. such thing. The race is to pro- 
GM is working on new power | i, closer to practical use. i a ae “The gas must be available every-| duce cars that are attractive both 
developments, comparable to Chay intea out that hin | PAE ate some of the other sub-| . ore” Chayne emphasized. from an appearance and a per- 
automatic transmissions, power ee s oo jects Chayne covered: He said makers could go to 10 to| formance standpoint. 
steering and power brakes, but | Bright Work—Starting with 1954), 4, 100-octane fuel without chang- Engineers have not found a way 
is not ready to become specific | (Jas-Tax Income Sets Mark | models, GM went back to pre-| ing combustion chambers, He said|to improve the performance in the 
about these. OLYMPIA, Wash. — Washington Korean specifications on plating, | 94-octane gas is available on the| normal driving ranges without in- 
An area to watch, Chayne said,|state gasoline tax collections | including nickel. West Coast now. |creasing the top speed a little. 
is the power train. totaled a record $50,543,617 in 1953,| | Air Conditioning—GM now has co. © However, the higher top speed is a 
Gas-turbine engines capture the] according to State Treasurer| two systems, the Frigidaire and MALLER WHEELS — They are | byproduct, not a goal. 
public _fancy, but auto men all| Charles R. Maybury. | the Harrison, Both provide good OK for lighter cars, but do not The real object is to make cars 
= —— 7 —- more agile in the ranges in which 
people normally drive. 
“People don’t drive at top speed,” 
Chayne asserted. 











Dodge Truck Adds 


Denver Region 


DETROIT.—A new Dodge truck 

region —the company’s 24th — has 

f ; been established with headquarters 
Ch Ra Ol eS a . at D a 
stands only 8%" high- z = comemescioe ae SS we 
liam S. Woolsey, 
weighs only 14 pounds general sales 
manager for 

trucks. 

Woolsey said 
the new region 
will embrace 
Colorado and 
Utah and portions 
of New Mexico, 

Wyoming, Mon- — : 
tana, Idaho, Ne- =. 6. Suate 
vada and Arizona. 

Rolland S. Swain has been ap- 
pointed manager of the new sales 
region. He joined Dodge in 1949 as 
a truck service representative in 

_— Oklahoma City region. 





Suggestive 
Ideas Net GM Workers 


$2.4 Million 

DETROIT. — Participation in 
General Motors’ employe suggestion 
plan broke all records during 1953, 
Harry W. Anderson, personnel staff 
vice-president, has announced. 

“In 1953,” Anderson said, “80,309 
GM employes submitted a total of 
181,592 suggestions. This was more 
than a 25 percent improvement over 
the previous year, which was then 
the alltime high. 

“In addition, last year a record 
46,503 suggestions were adopted and 
put into effect. An award was paid 
for every adopted suggestion and 
these awards totaled- $2,419,709.68, a 
44 percent increase over the previ- 
ous high total in 1952.” 


During the year, 60 maximum 


. , : on 4 awards of $2,500 were paid to em- 
a “New small-size Bendix-Westinghouse GE" Compressor ; - . we ployes, as compared with 39 such 


awards paid during 1952, he said. 


; s the extra power, faster action, greater “a Midtown Adds Lot 


we eS | peteaagls, bas oiled ancther woot 
F of air braking to- the lightweight field! | car lot at 2595 Saw Mill Run Blvd. | 


New Type E New Air-Hydraulic iniiemanes 
trucks can cash in on all the benefits NEW TYPE “E” TREADLE BRAKE VALVE—Drivers like the “‘feel” of 
efficient braking AIR! 2 this new valve—a slight foot —- and AIR does all the work. 
rtless s 


Full ne characteristics provide for ger, surer braking at 
aeons noe cry tps wad all times Ae 


ed reliability and economy, Seki actual Same wotends iste . 
maintenance costs brakes lower NEW AIR-HYDRAULIC ACTUATORS—A new line of these actuators 
_ oe en et ee rena sats rife ise + Bede Beale gear er Be 5 
=< irements. Compact, dirt-proof, require no lubrication 
DR— GIANT IN PERFORMANCE, MIDGET IN y no maintenance. 
ndix-Westinghouse two-cylinder reciproc ae en 
jor makes the lightweight system possible. — 
inches high, weighs only 14 pounds. Is quiet 





New Packard Dealer— 


Joseph Bolger signs the Packard fran- 
chise for Oceanside, Calif. Looking on 
are George A. Wagner, general sales 
manager of Earle C. Anthony, Inc., Cali- 
fornia distributor, and William Oster 
(standing), zone manager. 
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Now’s the time to turn that loaded used car lot into money 
—to build up your cash position in time for the spring 
new-car rush. 

Arm yourself for a complete selling job with Asso- 
ciates’ Prompt-Action Used Car Sales Plan. With it you 
can give your customers the sound financing, protection 


and service they want right at the time of the sale—dquick, 


Tho Ud Stge She... 


“| figure if | can hold a used car prospect 


| can turn him into a customer.” 


fast and easy. They don’t have to go shopping for financ- 
ing or insurance, and you don’t have to worry about 
whether they’ll stay away —or buy a car somewhere else. 
You gain complete control of the sale. 

For a proved program to help you turn those used 
cars into cash, call your nearest Associates representative. 


You’ll get full co-operation and fast action! 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Scope of GM Activities 


Impresses Industry 


I“ General Motors accomplished nothing else with the 
Waldorf show in New York, the corporation served 
notice that any competitor who hopes to take away any of 
its business is going to have to go forward at a terrific pace. 
Announcement of a billion-dollar expansion program coupled 
with a showing of 13 new® > 2 pean 


“dream cars” and its 1954 


models, must have left some | 


of GM’s competition gasping for | 
breath, if not badly discouraged. 

Combining its big expansion pro- 
gram with planned research in the 
fields of gas turbines and nuclear 
energy and an unprecedented de- 
velopment program in materials 
and tooling, the scope of GM activ- 
ities impressed many observers who 
have followed the automobile in- 
dustry closely for years. 

While observers were looking 


for some additional plastic cars 
in 1954, the number exhibited at 
New York undoubtedly surprised 
most Detroiters, The use of plas- 
tic cars by GM now has a three- 
fold purpose: To test styling ideas 
on the public, to promote the use 
of molded plastics for short-run 
models and to study tooling possi- 
bilities of new plastic materials. 
The final result of the broad pro- 
gram that has been launched by 
GM with plastics may well be that 
several divisions will produce plas- 





tic sports cars. As a result of the 

experience gained, plastic materials | 

will be considered for many panels | 

or parts where plastics have no} 

place today. 
of + * 

Ambitious Plans 

F the new materials can hold | 

their own economically, there 
can no longer be any doubt that the 
auto industry has some ambitious 
plans for putting plastic parts into 
production. Steel is not going to 
lose a big market over night, but 
it is going to have to prove itself | 
for many applications that are now | 

taken for granted. 

Chevrolet’s production plans for 
the Corvette are growing rapidly. 
Matched dies will be used to pro- 
duce many of the parts for the 
1954 models, A number of panels 
will be farmed out to suppliers. 
Planned assembly rate of 1,000 





| units per month should be reached 


early this spring, according to 

GM engineers, 

Plastic technology has progressed 
rapidly since last summer. Dies are 
tending to become more complex 
and more expensive. At the same 
time, methods of handling the glass- 


a 


* 


Plating Barrel— 


A plating barrel design said to save 
up to 100 percent in maintenance man- 
hours is offered by G. S. Equipment Co., 
5317 St. Clair Ave., Cleveland, O. A dual 
V-belt suspension drive eliminates trans- 
mission gears and cylinder bearings. 
Cathode contact is made by a self-clean- 
ing inverted V-block on each end of the 
superstructure, which is said to fit on 
other plating tanks of conventional de- 
signs. Sliding out of U-plates unlocks the 
assembly, permitting cylinder interchange 
in a few minutes. 

* + 
reinforced plastic materials are im- 
proving. 

Production rates are jumping. 
Some Detroit engineers are exuding 
positive enthusiasm for the possi- 
bilities of reinforced plastic panels 





Bill Bird reports to Plymouth dealers: 


How a new dealer 
of 600 


sold 11 cars at 


in a town 


announcement time 


F. S. Pearson & Sons, Inc., of Hurffville, N. J. (population 600), 


became a Chrysler-Plymouth dealer around February 1, 1953. 


The four-man sales force, headed by General Manager Albert 
F. Pearson and Sales Manager John M. Abbott, knew they weren’t 


going to draw any pedestrian traffic. 


There just isn’t any in tiny 


Hurftville. So they were out making calls and ringing doorbells 
before their first car ever arrived. 


When the time came to announce the new ‘54 Plymouth model, 


in mass-production industries. This 
is still a minority opinion, however. 
* + * 


Steel Gaining, Too 

f \ietecerenagl steel forming is pro- 
gressing simultaneously with 

the gains being made in plastic 

forming. Plastics are still relatively 

expensive for most jobs, 

The law of economics will un- 
doubtedly determine finally what 
parts of an automobile will re- 
main in steel and which will be 
changed over to plastic. Most ob- 
servers feel the changeover to 
plastic, if it occurs, will be made 
rather slowly. 

It was revealed in New York that 
GM is continuing its interest in 
| single-leaf rear springs. Econom- 
ically, the prospects for such a 
spring may have improved slightly 
during the past year although there 
are still some unsolved problems, 
particularly with the Hotchkiss 


drive. 
+ * m 


Yale Offers Speed Control 


For Electric Trucks 


PHILADELPHIA. — A magnetic 
contactor-type time delay speed 
controller for all makes and models 
of electric trucks has been devel- 
oped by the Yale materials hand- 
ling division of Yale & Towne Mfg. 
Co. 

Called the Yale Magnetic Cam- 
O-Tactor, it is designed to provide 
smooth acceleration under all oper- 
ating conditions. Cushioned accel- 
erator action results in uniform 
contact action regardless of the 
operator’s speed in depressing the 
pedal, the company says. 

* * * 


Time Delay Relay 


NEW YORK. — A new two-step 
Agastat pneumatically controlled 
time delay relay is described in 
Bulletin SR4, available from AGA 
Division, Elastic Stop Nut Corp. of 
America, Elizabeth, N. J. The bul- 
letin describes operating sequences 
and typical applications, and in- 
cludes wiring diagrams and mount- 
ing dimensions, 

* * ¥ 


Fork Truck Described 

CLEVELAND. — A 2,000-pound- 
capacity fork truck, designed for 
fast tiering and available in two 
models, is described in a four-page 
folder issued by Elwell - Parker 
Electric Co., 4205 St. Clair Ave., 
Cleveland 3, O. 


* * * 


Pressed Metal Listings 


CLEVELAND.—Copies of the 
Pressed Metal Institute’s blue book 
of stamping manufacturers, which 
lists facilities and services of all 
member companies, are available 
to members and customers of the 
industry from Pressed Metal Insti- 
tute, Shaker Square Station, Cleve- 
land 20, O. 





Al Pearson and Jack Abbott felt they had an exciting event on their 
hands—and they decided to do something about it. They pulled out 
all the stops! They ran teaser ads in the county's four newspapers. 
They ran announcement ads. They mailed 17,000 letters to a 
prospect list they dug up. They used a sound truck. They offered 
door prizes to visitors. Free pony rides to the kiddies (on the used 
car lot across from the showroom). They made their visitors feel right 
at home in the gaily decorated, carnival-like showroom. 


Almost 3000 adults visited the showroom in four days— mostly 
by auto. (Showroom open from 9 A.M. to 9 P.M. for three days— 
1 to 5 P.M. on Sunday.) One member of each family registered— 
739 in all. What a prospect list! During announcement week end, 
Pearson’s sold 7 new cars and 4 used cars. And since October 15, 
they've been following up that prospect list and going great guns! 


An interesting sidelight—most of these customers never heard 
of Pearson’s before the big, new Plymouth promotion last October. 
You can be sure that Al Pearson will keep in close contact with them. 
And that he is already planning to round up many, many more 
Plymouth prospects in the same way throughout the year, as well as 
at the next new model announcement. 
Enamel Heat Cure— 


A baking oven offered by Edwin L. 
Wiegand, Co., 7500 Thomas Bivd., Pitts- 
burgh 8. Pa., is described as a new 
method to heat-cure special enamels on 
wire spoke hub caps and other acces- 
sories. Twenty-four Chromalox electric ra- 
diant panels are mounted on a steel fram- 
ing. Each panel is four feet long, giving 
a 16-foot tunnel which has four heat 
zones. Four input controllers and eight 
magnetic contactors are used to regulate 
the heat. For fast curing finishes, sections 
of half-sections of the tunnel can be 
turned off. 


We thought you'd be interested in this story, because it is a 
fine example of what any dealer can do for his sales by a good job 
on his own advertising, promotion, and follow-up. 


William J. Bird 


General Sales Manager 
Plymouth Division 





Spicer has grown up with “the family’ 


The Spicer organization and the automotive industry were boys in knee pants 
together. They played in the same yard . . . went to the same school . . . faced 
the same problems of life together. Spicer has grown up with the 


automotive industry in every phase of its development. 


Spicer products have been an integral part of most American 
automobiles since 1904. The designing and manufacturing skill 
gained from producing millions and millions of Spicer units is used 
by a majority of the manufacturers in the passenger car, truck, 


bus and tractor fields. 
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THIS IS SPICER IN POTTSTOWN, PENNSYLVANIA 


Facilities of the Pottstown plant 
are devoted to the high produc- 
tion requirements of Spicer Univer- 
sal Joints and Propeller Shafts in 
the smaller sizes, for use in pas- 
senger cars, light and medium size 
trucks, and industrial applications 


- o 


The unique and original design of 


Spicer Universal Joints has made 


them the Siandaid Ta ‘he NLD 4 


Sliding splines have ground finish on ALL contcct surfaces, and have extra 
hardness and iron manganese phosphate coating. 


True bearing alignment with rigid one-piece yoke design. This rigidity is the 
essence of accuracy. 


Precision bearings with improved surface hardness and finish. 
Dynamically balanced to minimize vibration. 


Uniform high quality propeller shaft tubing. Steel made to our exacting 
specifications. 


Wide selection of flange and yoke types and sizes to suit each individual 
requirement. 


SPICER MANUFACTURING DIVISION of Dana Corporation « Toledo 1, Ohio 


50 YEARS OF 


Aa 


SERVICE ENGINEERING 
TRANSMISSIONS ¢ UNIVERSAL JOINTS «¢ PROPELLER SHAFTS 


© BROWN-LIPE and AUBURN CLUTCHES « FORGINGS « AXLES « 
STAMPINGS « SPICER BROWN-LIPE GEAR BOXES « PARISH 
FRAMES TORQUE CONVERTERS «© POWER TAKE-OFFS 
POWER TAKE-OFF JOINTS © RAILCAR DRIVES © RAILWAY 


GENERATOR DRIVES AIRCRAFT GEARS « WELDED TUBING 
MANUFACTURING - 











Highways & Safety... 





Speed Curb Won't Cut 
Perils, Engineers Say 


By Gerhardt Neumann 
Staff Writer 


AMICHIGAN highway and traffic 


| tions, regardless of any permissible 
ceiling. 
Spokesmen for the state police 


IVE safety engineers do not be-|declared that 3.4 percent of the 


lieve that lower speed limits are 
the answer to 
safer driving. 

At last week’s 
Highway Safety 
Seminar in East 
Lansing, a small 
majority voted 
for the retention 
of existing state 
NEWS speed laws. 
cmxmememes 

meeting for the 
second time, was sponsored by the 
Michigan Traffic Safety Federa- 
tion, the State Safety Commission 
and the traffic safety committee of 
the Michigan Press Assn. 


One faction sought to urge the 
Legislature to enact a maximum 
of 65 miles an hour during the 
day and 55 miles at night. 


Proponents of the existing regu- 
lations, led by John Kohl, director 
of the University of Michigan 
transportation institute, contended 
that 25 percent of Michigan’s high- 
ways are already zoned at 50 miles 
an hour or less. 


They believed that a legal maxi- 
mum in other areas would have 
no effect on accidents or the fact 
that more than 15 percent of all 
drivers habitually exceed the 60- 
mile speed. 


SAFETY 


MATIONMAL 
counci’s 





AUTOMOTIVE 


* * 


_ oaLen said that the real prob- 
lem is to induce drivers to reg- 
ulate their speed in accordance 
with weather and driving condi- 


Human Problem 
Driver Held Decisive Factor 


In Auto Accidents 


“The driver is the decisive factor 
in auto accidents and highway 
deaths. The human element—driver 
error—was the cause of 85 percent 
of all accidents on the Pennsyl- 
vania Turnpike.” 

This is the conclusion of an arti- 
cle by George Koether in Look 
magazine, entitled “High Horse- 
power — Does It Mean Life or 
Death?” 

Koether admits that high speed 
increases the accident severity, but 
emphasizes that records for rural 
speed violations indicate that cars 
of all ages, makes and horsepower 
are involved in about the normal 
vehicle-registration ratio. 

“Most safety progress,” says the 
author, “seems to have been made 
in the car. When better highways 
are built, when drivers learn to 
drive more safely —then, perhaps, 
we shall reduce the annual toll of 
38,000 highway deaths.” 


drivers who exceed 70 miles an 
hour constitute the real menace on 
the highways and must be curbed, 
since they are responsible for more 
than 90 percent of all accidents. 

Another problem taken up by 
the conference was traffic law en- 
forcement, The seminar members 
were unanimous in their opinion 
that the number of state police 
patrolling the roads should be 
increased immediately. 

Gov. G. Mennen Williams said 
that he will ask the Legislature 
a $550,000 budget increase for the 
enforcement agency to bring in an 
additional 105 troopers. If Michi- 
gan adopted the minimum stand- 
ard of the National Safety Council, 
he added, it should have 1,251 as- 
signed to road duty, instead of the 
145 on road patrol at the present 
time. 

Williams asserted that rural 
highways are the real death traps, 
being responsible for three out of 
four fatalities and four out of 10 
injuries. He attributed this to the 
fact that there are 7,700 police of- 
ficers to patrol 13,500 miles of city 
streets, compared with 1,400 state, 


county and township officers for 


93,000 miles of highway. 
* + * 


so CAREY, past president 
of the American Trucking 
Assns., told the conference that the 
instinct for self-preservation can- 
not be relied upon to prevent acci- 
dents. He advised his listeners to 
follow the lead of the trucking in- 
dustry by appealing to the personal 
pride and competitive spirit of the 
drivers. 

He declared that nothing had 
reduced accidents so much as the 
national truck roadeo and urged 
that prizes be designed to please 
the driver’s families. 

The engineering committee urged 
compulsory periodic inspection of 
motor vehicles. 

Another recommendation was to 
increase the minimum age for 
drivers from 16 to 17 years. Also 
passed was a proposal to issue 
permanent license plates to motor- 
ists rather than to the vehicle. 


Gain in Old Cars 
Cited as Hazard 


A parallel between the age of 
cars and their state of disrepair is 
drawn by L. Walter Lundell, vice- 
president of C.I.T. Financial Corp. 

“One out of every four autos in 
use today is a pre-Pearl Harbor 
model,” Lundell said, “whereas in 
1941 only one in eight was 12 years 
old or more and still rolling.” 

He added that wherever there 











Dodge Prepares Chicago Truck Display— 


Highlighting the Dodge truck exhibit at the 1954 Chicago Auto Show will be a 
golden Dodge Town Panel delivery truck in jewel box setting to honor the golden 
jubilee of the Chicago Automobile Trade Assn. The box will be trimmed in pleated 


white and bive satin. 


L. J. Purdy (left), general truck manager, and William S. 


Woolsey (right), general truck sales manager, approve the artist's drawing submitted 
by Byron S. Snowden (standing), truck merchandising manager. 
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Judges Select Nash Poster Winners— 


The $1,000 grand prize in the Nash outdoor poster contest went to Myron L. 
Boyd, of Boyd Bros. (Nash), Honesdale, Pa. Judging the entries were (from left), 
B. B. Geyer, president and chairman of Geyer Advertising, Inc.; Howard Scott, Nash 
poster artist; Kerwin H. Fulton, president of Outdoor Advertising, Inc., and N. F. 
Lawler, sales vice-president of Foster & Kleiser Co., San Francisco. 


are state inspection laws, as many 
as one out of every three cars is 
found faulty due to neglect. 

Lundell cited last year’s traffic 
casualty figures—6 percent of the 
38,000 deaths and 1,350,000 injuries 
being laid at the door of mechan- 
ical failure. 

However, Lundell sees a possible 
easing of the acute oversupply of 
jalopies in states where no inspec- 
tion laws prohibit the use of unfit 
cars. High production, he said, has 
made more late-model used cars 
available, enabling car owners of 
all categories to trade upward. 

Proof of this, he said, can be 
found in the 3,300,000 autos junked 
during 1952. But he added that they 
averaged 14 years of use and that 
there still are millions of cars on 
the road which should be in junk- 
yards. 


* x 


Roads to Survival 
City Expressways Held Vital 
If A-Bomb Strikes 


In case of an atomic attack, 


|; municipal expressways may be the 


key to national survival, Harold L. 
Aitken, executive assistant admin- 
istrator of the Civil Defense Ad- 
ministration, told a meeting of the 
municipal and airport division of 
the American Road Builders Assn. 
in Philadelphia. 

He said that heavy concentra- 
tions in business districts pose a 
difficult problem. “If you could thin 
out these people between the time 
the alert sounded and the moment 
the bomb bursts,” he pointed out, 
“you would have reduced casualties 
at the probable aiming point.” 

He called for the construction of 
expressways as nearly unobstructed 
as possible that can be used to 
evacuate cities. However, he did 
not say what agency—local, state 
or national—should bear the cost 
of such a program, 

+ * + 


H & S Shorts 


A total of 22,159,084 vehicles moved 
over the New Jersey Turnpike in 
1953, a daily average of 60,700. Rev- 
enues from tolls amounted to $19,- 
192,647, an increase of 18.1 percent 
from 1952. 


The New Mexico Highway 
Users Conference has reattirmed 
its stand for repeal of all Federal 
automotive excise taxes... Pres- 
ent revenues from Michigan gas 
and weight taxes are inadequate 
to finance needed improvement of 
the state’s highways, State High- 
way Commissioner Charles M., 
Ziegler declared in a report to the 
Legislature. 

Florida’s State Road Department 
has been told by engineers that an- 
ticipated toll revenues would be in- 
sufficient to pay off the estimated 
$11,500,000 cost of the proposed 
third bridge across Tampa Bay. 

In 62 percent of Detroit pedes- 
trian traffic fatalities in 1953, the 
person afoot was responsible for 
his own death, according to the 
police department’s accident pre- 
vention bureau. 


The AUTOMOTIVE NEWS ALMANAC is 


a year-long friend. Use it often for statis- 


tics, buyer information and personnel data. 





AUTOMOBILE AND 


More than 100,000 persons read AUTO- 


MOTIVE NEWS every week! 
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Chevrolet Sets Up 


Service Classes 


On 1954 Models 


DETROIT.—A series of training 
schools to familiarize more than 
7,000 dealers’ mechanics with serv- 
icing and repairing 1954 cars and 
trucks has been started by Chev- 
rolet. 

The first school, a two-week ses- 
sion, was held in Detroit for 16 
regional service managers and re- 
gional service engineers. Among ~ 
the subjects taught were the new | 
Hydra-matic transmission for 
trucks, the truck three-speed, 
heavy-duty transmission, power 
brakes, engine adjustments and 
plastic body repairs on the Cor- 
vette. 

Fisher Body engineers also lec- 
tured on servicing electric window 
and seat controls and other body 
features. 

The regional service managers 
will conduct similar schools for 
zone service managers, service rep- 
resentatives and fleet service in- 
spectors. These, in turn, will con- 
duct schools within their zones for 
dealer mechanics. 





IMAGINE TRYING TO GET 





No Problem At All With... 


MURDILAVUND 





Welding Nuts 





With Midland Welding Nuts pre-mounted* in | 
inaccessible places, there is no need to hold the | 
nuts while attaching other parts. | 


*THIS IS ALL YOU DO — Just insert collar of Midland | 
Welding Nut in hole for bolt or screw, resistance weld | 
the Nut in place, and the Nut is there for the life of the | 
job. Nuts can be fed automatically to the resistance welder, | 


Write for facts about these better connections at less cost. 


The MIDLAND STEEL PRODUCTS COMPANY | 


6660 Mt. Elliott Ave. 


Detroit 11, Michigan 


Export Department: 38 Pearl $t., New York, N. Y. 


Manufacturers of 


TRUCK FRAMES 


AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 
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Inside Pontiac's Strato Streak— 

An experimental sports car unveiled by Pontiac, the Strato Streak, is fitted with 
leather and nylon upholstery in beige with a matching carpet. The front seats are 
arranged like swivel chairs. Overall length of the car is 214.3 inches, with a wheel- 
base of 124 inches. It has Hydra-Matic transmission. 


Wondering how new-car and truck production and,sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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In the Hopper 


Fifty Arkansas drivers lost their 
licenses in 1953 under the new fi- 
nancial responsibility law which 
has been in operation since July 1. 

The State Revenue Department 
has investigated more than 3,200 
accidents in the six-month period. 
Any driver who is involved in an 
accident in which damage exceeds 
$100 must report to the Revenue 
Department within five days. If he 
cannot satisfy damage awards 
made in court, his license must be 
suspended. 


Repeal of Auto Use Tax 


Proposed in Gotham 


A proposed revision of New York 
City’s financial program would in- 
clude repeal of the city’s existing 
motor vehicle use tax and aboli- 
tion of existing but unused author- 
ity for city levies against overnight 
parking. 

“We propose the repeal of this 
separate city auto use tax and ask 
that in lieu thereof the city be giv- 
en its proportionate share of the 


ELECTRONIC 


a 








DELCO RADIO ° 


DIVISION OF GENERAL MOTORS 


” 


state license and gasoline taxes, 
Mayor Robert F. Wagner jr. said. 
“We figure a total of approximately 
$9,200,000 from this source.” 

* * * 


Special Session Considered 


On Missouri Speed Law 


Gov. Phil M. Donnelly gave as- 
surances he would seriously con- 
sider a proposal for a special ses- 
sion of the Missouri Legislature to 
enact a state speed limit law. 

The proposal came from Senator 
Clayton Allen of Rock Port, who 
had informed the governor he was 
confident 90 percent of the people 
in northwestern Missouri wanted a 
speed limit law. 


: * * 
Dewey Again to Propose 
Car Inspection in N. Y. 

Gov. Thomas E. Dewey’s dormant 
demand for compulsory safety in- 
spections of autos will be revived 
in the 1954 Legislature, an informed 
source indicated. 

The informant said that a meas- 
ure requiring checkups twice a 





Car radio tuning is quicker, 


sharper, automatic with Delco Radios 
Electronic Signal-Seeking Tuner ! 


An exclusive General Motors development, 
Delco’s Signal-Seeking Tuner uses the magic 
of electronics to find stations, tune them to 


pinpoint accuracy, and do both automatically. 
Just touch the tuner’s selector bar (no need 


to watch a dial or twist a knob) and in comes 
a perfectly tuned station. Touch the bar 
again and the next station is quickly and 
accurately lined up for your listening pleas- 
ure .. . and so on across the dial. The Delco 
Signal-Seeking Tuner sets a new standard by 
tuning faster, and with electronic accuracy! 
It’s safer, too—you never have to shift your 
eyes from road to radio to select a station. 
The Signal-Seeking Tuner, made only by 
Delco Radio, is now on some of America’s 
finest cars. Ask your car manufacturer. 


¢ KOKOMO, INDIANA 


year at state-operated stations 
would be introduced. 
* + * 


Georgia Fair Trade Bill 


Is Signed Into Law 


Fair trade has been restored in 
Georgia with the signing of a fair 
trade bill by Gov. Herman Tal- 
madge. 

The bill, which was passed in 
both chambers, is designed to curb 
price-juggling. 

oa * 


Georgia to Collect Sales Tax 


On Goods Brought Into State 


Gov. Herman Talmadge has 
signed into law an act providing 
that Georgia will “insist” on col- 
lecting sales taxes on articles 
brought in from states which re- 
fuse to honor sales tax payments 
made in Georgia. 

Informed sources were quoted as 
saying the new law is aimed par- 
ticularly at Alabama and South 
Carolina, 


Mo. Legislature to Eye 


Enactment of Speed Law 


A state speed law may be con- 
sidered at a special March session 
of the Missouri Legislature. 

Missouri’s present law makes any 
reasonable speed legal, but the 
mounting rate of accidents has 
prompted interest in placing a limit 
on speeds. 


Tags for Lawbreakers 


Assemblyman Wilson C. Van 
Duzer has introduced a bill in the 
New York Legislature that would 
provide distinctive numbers and 
auto tags for motorists with two 
or more traffic convictions. He 
suggested the plates be “striped 
like a jail uniform and subject to 
the usual fee of $10 for distinctive 
plates.” 


* * * 
Okla. Wage Law Sought 

An “effective” minimum wage and 
hour law will be recommended to 
the Oklahoma Legislature, accord- 
ing to Rep. Glen Collins, of Kon- 
awa. He said the minimum rates to 
be proposed had not yet been de- 
termined. 


Studebaker Picks 
7 New Regional 
Sales Officials 


SOUTH BEND.—A series of pro- 
motions in Studebaker’s regional 
sales staffs was announced last 
week by Paul R. Davis, general 
manager. 

Harry B. O’Neil, formerly region- 
al manager in Chicago, was named 
regional manager in New York. 

Frank J. Urquhart, formerly 
regional manager in South Bend, 
became regional manager in Chi- 
cago. 

A. F. Eissler, formerly regional 
manager in St. Louis, was selected 
as regional manager in South 
Bend. 

Glenn Finney, formerly assistant 
regional manager in Philadelphia, 
was appointed regional manager in 
St. Louis. 

James A. Raine, formerly as- 
sistant regional manager in Boston, 
was picked as assistant regional 
manager in New York. 

John H. Scharnhorstt, formerly 
district manager in Milwaukee, was 
promoted to assistant regional 
manager in Boston. 

Dave L. Schoenfeld, formerly 
district manager in ashington, 
D. C., was designated assistant 
regional manager in Philadelphia. 

George E. Read has been direct- 
ing the New York region for the 
last two years in addition to being 
regional manager in Philadelphia. 


Evansville to Hold 
Show March 7-10 


EVAN Ind.—The Evans- 
ville Automobile Dealers Assn. will 
hold its automobile show March 
7-10 at the Evansville Armory, 
Urban J. Faust, secretary, an- 
nounced last week. 

This will be the first postwar 
auto show held in Evansville, ac- 
cording to Faust. 


New Name in Buffalo 
A business name has been filed 
for Mid City Motors, 2705 Delaware 
Ave., Buffalo, by Victor Kolber, 
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Bendy te only puyfoumane PROVEN =f 
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ft is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 


made in far less time. 


_ LESS FATIGUE AND GREATER SAFETY 






Bendix 


Sod tr aie Ao ery peat To TY 








Leodule! more DRIVING COMFORT, D V/S/O/1 





Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 
this advanced feature has a decided advantage over competition. 

That this is an established fact and not a theory is unmistakably proven 
by the ever increasing percent of car buyers specifying the Bendix Low 
Pedal Power Brake on cars offering it as optional equipment. . . tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered the public in years. 

This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 

For any car manufacturer interested in adding a big plus to his sales 
story, the Bendix Low Pedal Power Brake is the answer. REG. U.S. PAT. OFF. 


BENDIX sivisiov SOUTH BEND 
Bendix. 


AVIATION CORPORATION 








Export Sales: Bendix International Divisien, 205 East 
42nd St., New Yerk 17, N. Y. © Canadian Sales: © 
Bendix-Eclipse of Canada, Lid., Windser, Ontearie, Caneda 


pecified by More Car Manufacturers 
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Thirteen executive changes in 
Trailmobile Inc., manufacturer of 
truck-trailers, have been an- 
nounced by William A. Burns, 
president. 

Louis F, Manneschmidt, formerly 
Philadelphia branch manager, has 
been appointed eastern division 
manager. 

J. J. Mooney, Philadelphia, com- 
pany salesman, has been named as- 
sistant branch manager at Phila- 
delphia. Paul Campbell, formerly 
assistant branch manager at De- 
troit has been appointed branch 
manager at Baltimore. 

M. D. Kent, formerly assistant 
branch manager at Omaha, has 
been appointed branch manager at 
Denver, replacing Walter H. Ketel, 
who has been named assistant 
branch manager at Chicago, re- 
placing Bernard A. Ambre, who is 
on special assignment temporarily. 


D. A. Pengelly, Memphis, sales 
representative, has been named as- 
sistant branch manager at Syra- 
cuse. John D, Woollett, Pittsburgh 
sales representative, has been 
named branch manager at Youngs- 
town, O. C. L. Schweitzer, Omaha, 
company salesman, has been made 
assistant branch manager at 
Omaha. | 

Charles Gallina, formerly branch 
manager at Nashville, has been ap- 
pointed branch manager at Birm- 
ingham, Ala., Robert Weismueller, 
formerly assistant branch manager | 
at Cincinnati, has been named| 
branch manager at Nashville. 
George Willis has been named op- 
erations manager at Charlotte, 
N. C., and C. J. Strook, formerly 
assistant branch manager at Syra- 
cuse, has been appointed west 
coast operations manager in Berk- 
_ eley, on special assignment. 

+ * * 


Schilling, Osburn Promoted 
By Marquette Mfg. 


Two new sales managers have | 
been named by Marquette Mfg. Co., 
Minneapolis, Morgan H. Potter, 
vice-president, announced. 


Walter G. Schilling, formerly as- | 
sistant sales manager, has been pro- | 
moted to sales manager of the 
company’s welding division, and 
Earl 8S. Osburn, formerly export 
manager for Marquette, has been 
promoted to sales manager of the 
battery charger division. 

* - * 


Ford Promotes Johnson 


And Skinner at Canton 


Walter Johnson has been ap-| 
pointed manager of the Canton 
forge plant of Ford Motor Co. and 
R. E. Skinner has been named as- 
sistant plant manager. 

Johnson had been production 
manager at the plant and Gkinner | 
had been technical assistant to the 
divisional general manager. 

x x & 


Biggs Appointed to Manage 


New Seiberling Plant 

C. F. Biggs has been named man- 
ager of the new plastics division 
plant now being built for Seiberling 
Rubber Co. in Newcomerstown, O. 
The appointment was announced 








Edmond Takes Over— 


_L. E. Craig (right), Indianapolis zone 
manager for Chevrolet and outgoing pres- 
ident of the Indianapolis General Motors 
Club, welcomes A. W. Edmond, manager 
of the Indianapolis zone for the New De- 
parture division, to the presidency of the 
club for 1954. Other officers elected were 
J. H. McFerridge, vice-president; Ralph T. 
Mortiock, secretary, and Cari Spinnler, 
weasurer. 


Auto Personnel 
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sin, Minnesota, North Dakota, 
Montana, South Dakota and Iowa. 


* * * 


Eutectic Promotes Roehll 


by John E. Kallgren, plants man-|To Sales Vice-President 


ager for the company. 

Biggs will act as field engineer 
for Seiberling during the construc- 
tion work and, when the plant be- 
gins production next summer, will 
be in charge of the plastics oper- | 
ation there, Kallgren said. 

Biggs joined the company as a| 
mat mold designer in 1946, and for | 
the past 18 months has been work- 
ing on an engineering expansion 
program and handling special en- 


gineering assignments. 
* o x 


Maremont Appoints Roach 
As Midwest Sales Chief 


E. T. Roach has been appointed 
midwestern divisional sales man- 
ager of Maremont Automotive 
Products, Inc., according to C. A. 
Klaus, sales vice-president. 


Roach joined Maremont in 1945 
as district manager of the Detroit 
territory. Maintaining headquarters 
in Detroit, he now will cover Ohio, 
Michigan, Indiana, Illinois, Wiscon- 


| 





Fred F. Roehll, national sales 
manager of Eutectic Welding Al- 
loys Corp., Flushing, N. Y., has been 
named sales vice-president by Rene 
D. Wasserman, president. 


Roehll joined the corporation in 
1946 and was appointed national | 


sales manager four years later. 
* * * 


| 


Sieberling Appoints Reid 
Chicago Sales Manager 

John A. Reid has been named 
Chicago district sales manager for | 
Seiberling Rubber Co. 

He replaces Earl L. Luthy, who 
retired after more than 31 years 
with the company. Reid joined Sei- 
berling in 1945 as a truck tire en- 
gineer in the Atlanta district. Six 
months ago he became assistant 
manager of the Chicago sales dis- 
trict. 

® & * 


Commercial Credit Promotes 


5 to Top Executive Posts 


Alexander E, Duncan, chairman 
of the board of Commercial Cred- 








ta 





counsel, has been elected a vice- 
president, Other promotions in- 
cluded John S. Grimes, vice-pres- 
ident; W. Russell Mules, secre- 
tary, and James F. Flynn, con- 


a troller. 
fet * * ” 
A | Cheek, Gemperline Upped 


|By Wheeling Corrugating 

E. B. Carter, sales vice-president 
of Wheeling Corrugating Co. 
Wheeling, W. Va., has announced 
the retirement of Emil A. Johnson, 
Minneapolis branch manager, and 
A. C. Barackman, Detroit branch 
manager. 


| Johnson is ending 44 years with 
Wheeling. He will be succeeded by 
Neil H. Cheek, his assistant for 
seven years. Barackman’s retire- 
ment marks the close of a 42-year 
career with the firm. He will be 
succeeded by Walter C. Gemper- 
line, Atlanta branch manager. 


> * * 


\ 
WN 








Gharky 


“It’s not the $598.73 —it’s the 
principle of the thing!” 





it Co., has announced the promo- 
tion of five officers on the staff 
of the firm. 


Henry A. Cherry, former vice- 
president of the company, has 
been elected executive vice-pres- 
ident, and Berthold Muecke jr., 
former secretary and general 


Ford’s O’Brien, Wotherspoon 


Given New Assignments 


A. C. Moore, general manager of 
the Ford aircraft engine division, 
has announced the appointment of 
William M. O’Brien as manager of 
(Continued on Page 29, Col. 3) 
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CUSTOMERS SAY: “I read about it 


in the ‘Keep "Em 


Rolling’ article in Farm 


Journal. That’s why I figured it would 


be a good idea to 


Automotive dealers the country over find 
it good news that their best customers 


look forward to 


saving maintenance tips—and do some- 
thing about them. 


get the work done now.” 


Farm Journal’s money- 





WHY “KEEP ’EM ROLLING” 
MEANS MORE BUSINESS 


FOR YOU 


TIE-IN SALES OPPORTUNITY. Many dealers 
have taken advantage of the impetus “Keep "Em 
Rolling” gives their business by directly tying in with 
the program through their own advertising, through 
special mailings or special promotions. Some dealers 
simply use promotions which their suppliers make 
available. Others use small-space classified adver- 
tising. Whatever the method, it gets results! 
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Traffic Club Installs Officers— 


At the annual dinner of the Motor City Traffic Club, new officers for 1954 were 
installed. They are (from left), James Karolyi, traffic manager of Ford Motor Co.'s 
automatic transmission division, treasurer; A. Harold Durocher, assistant to the direc- 
tor of traffic of Chevrolet, first vice-president; Herb Schindler jr., general manager of 
White Star Trucking, Inc., president; Don H. Mitchell, traffic representative of the 
Detroit, Toledo & Shore Line Railroad, second vice-president, and John J. Kreiter, 
terminal manager of Dundee Truck Lines, Inc., secretary. Guest speaker at the dinner 
was Thomas R. Reid, director of civic affairs for Ford Motor Co. 


Chesire Elected by Washington Auto Club 


P. L. Chesire, owner of a Pontiac | trustees and elected a vice-presi- 








(Continued from Page 28) 


the industrial relations department, | 


succeeding W. W. Wotherspoon. 


O’Brien joined the division in 
February, 1951, as a labor rela- 
tions representative. He was man- 
ager of the labor relations depart- 
ment prior to his new appointment. 
Wotherspoon has been promoted to 
manager of the industrial relations 
department of the steel division, 
Dearborn. 

* * + 


Six Application Engineers 


Added by Reliance Electric 


Addition of six application en- 
gineers to field sales offices of Re- 
liance Electric & Engineering Co., 
Cleveland, has been announced by 
E. E. Helm, sales vice-president. 

The engineers are: 

A. W. Bridges and L. W. Kutz, 
Philadelphia district sales office; C. 
A. Emmert, Baltimore branch sales 
office; James W. Landers, Newark 
(N. J.) branch sales office; William 


dealership in Yakima, Wash., has; dent of the Automobile Club of | M. Morris jr.. New Haven (Conn.) 


been reelected to the board of | Washington. 


| branch sales office, and William J. 





Constandse, Cincinnati district sales 


office. 
* ® + 


Dr. Schoenfeld Takes Over 


New Post with Goodrich 


Dr. Frank K. Schoenfeld, with 
B. F. Goodrich Co. since 1927, has 
taken over his new position as vice- 
president in charge of research at 
the company’s research center in 
Brecksville, O. 


In his new capacity, he succeeds 
Dr. Howard E. Fritz, who retired 
Dec, 31, after serving as vice-presi- 
dent in charge of research since 
1946, 


* * * 


Ohio Rubber Picks Clements 


As Purchasing Agent 


Ohio Rubber Co., a division of 
Eagle-Picher Co., Willoughby, O., 
has announced the appointment of 
J. D. Clements as purchasing agent, 
replacing Charles L. Feely. 

Clements had been engaged in 
the purchasing of production parts 





The next “Keep ’Em Rolling” feature appears in the 
March issue of Farm Journal, which will reach more 
than 2,850,000 subscriber families around Febru- 
ary 15. Here’s a tie-in opportunity you won’t want to 
miss. Send now for your free copy of the magazine— 
for free display banners—for a list of the products 
you sell advertised in the March issue. Write Dealer 
Service Dept., Farm Journal, Inc., Philadelphia 5, Pa. 


DEALERS SAY: “My customers must 
read Farm Journal word for word. Ad- 
vertising there gets results—and so do 
the ‘Keep ’Em Rolling’ editorial features. 
It’s been a good thing for our business.” 
The majority of America’s car dealers 
and independent repair shops get an 
important part of their business from 
out-of-town families, and Farm Journal 
is the largest, most influential magazine 
in the country. 


JOBBERS SAY: “When I tell dealers 
that Farm Journal is included in our 
promotion plans, they know they’re get- 
ting the kind of support that will do them 
good—active local support.” Because it 
is the biggest thing in its field, Farm 
Journal has coverage in the better farm- 
ing areas like a local newspaper. 


MANUFACTURERS SAY: “From an 
advertiser’s point of view, Farm Journal 
has everything. It goes where it does our 
dealers the most good; it talks to nearly 
3,000,000 customer families; it has in- 
fluence with them—witness ‘Keep "Em 
Rolling’; it gives our dealers the local 
support they want.” You can’t get a bet- 
ter, more economical salesman than Farm 
Journal to sell the rural market. 


ree ey 





Farm Journal 


WASHINGTON SQUARE, PHILA. 5, PA. 
GRAHAM PATTERSON, PUBLISHER 


for Ford Motor Co.’s M-48 tank 


program. 
* x a 


National Automotive Fibres 


Names Athanson in Sales 


William J. Athanson has been 
appointed automotive. sales vice- 
president of National Automo- 


tive Fibres, Inc., it is announced . 


by R. J. Stack, president. 


Athanson was with Briggs 
Mfg. Co. for 25 years, holding 
various executive positions. 

* * * 


Rinshed-Mason Appoints 


Aikin Vice-President 


Robert C. Aikin has been ap- 
pointed vice-president of Rinshed- 
Mason Co. of Canada, Ltd., Wind- 
sor, Ont., according to Frederick 
G. Weed, president of the paint and 
varnish firm. 


Formerly with Sherwin Williams 
Co., Aikin has been in the paint 
business for 25 years. Rinshed-Ma- 
son was formerly known as Stand- 
ard Paint and Varnish Co., Ltd., 
and is being reorganized. 

ad * * 


Trailmobile Announces 


Promotions for Three 
Three promotions in Trailmobile, 
Inc., have been announced by W. A. 
Burns president. 
| William R. Hummel, formerly 
| executive engineer, has been pro- 
moted to chief engineer, which 
| title had previously been held by 
James J. Black, now engineering 
| vice - president. George Schmidlin 
|has been appointed senior credit 
manager of the Cincinnati division. 
He had previously been with the 
credit department. Adrian Siere- 
veld, former branch wage and 
labor adviser, has been promoted 
to personnel manager of the Cin- 
cinnati plant. 
* # * 


MIC Transfers Turner 


Robert A. Turner has been named 
manager of the Louisville branch 
of Motors Insurance Corp. He for- 
merly was manager of the Chicago 
south side branch. In his new post, 
Turner succeeds John F. Hamilton, 
who has been transferred to Wash- 
ington as branch manager there. 

. * * 


OTC Names del Mercado 


Owatonna Tool Co., Owatonna, 
Minn., has announced the appoint- 
ment of Carlos V. del Mercado as 
export manager. 

x 





* * 


More Duties for Hyde 


Herschel Y. Hyde, manufacturing 
vice-president for the western di- 
vision of Tide Water Associated Oil 
|Co., has been assigned the respon- 
sibility of planning and developing 
refining programs of all ‘divisions 
of the company, David T. Staples, 


president, announced. 
* * a 


Bryden Joins Coolidge 

William E. Bryden has been ap- 
pointed sales manager of Coolidge 
Corp., Middletown, O., manufac- 
turers of precision ground balls. 
|He formerly was associated with 
|Timken Steel & Tube division of 
| Timken Roller Bearing Co. 
| * * * 


| Conklin Takes New Post 


H. Rowell Conklin has been ap- 
| pointed manager of the Milwaukee 
office of Continental-Diamond Fibre 
| Co. Conklin has been with the firm 
| since 1935. 


« & ~ 


Sun Chemical Ups Craig 


Thomas J. Craig has been ap- 
| pointed technical director of Sun 
Chemical Corp. and its subsidiaries, 
according to Ralph C. Persons, 
president. Craig joined Sun in 1944 
and since 1945 has served in the 
capacity of general manager of the 
E. J. Kelly ink division. 
| e ~ * 


Sinclair Moves Office 


Robert W. Sinclair, who has rep- 
resented Casco Products Corp., 
Bridgeport, Conn., for the past 25 

| years, has moved his offices from 

the General Motors Building to 

16163 Meyers Rd., Detroit. Sinclair’s 

associates are Wendell Smith, Her- 

mann Mysing and Robert Sarver. 
* * * 


Ford Elects Chinn 


Robert C. Chinn, industrial rela- 
|tions manager of Ford division’s 
| Atlanta assembly plant, has been 
elected chairman of Ford Motor 
Co.’s Atlanta community relations 
| committee, 











Brakeblok Launches Sales Campaign— 


The American Brakeblok division of American Brake Shoe Co. has mapped a 
national advertising campaign for brake linings. Reviewing the program are (from 
left), Henry Lansdale, general manager of the National Automotive Parts Assn.; Hans 
M. Siverts,. replacement sales manager; M. B. Terry, president; Robert L. Stacey, 
assistant to Lansdale, and Ralph G. Robinson, assistant replacement sales manager. 
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Affecting Factories and Dealers... 
Auto Advertising 


By Marty Whitmyer 
Staff Writer 

The Philadelphia Inquirer and its 
television station, WFIL-TV, in co- 
operation with the Philadelphia 
Automobile Trade 
Assn., will pre- 
sent a two-hour 
televised auto 
show Saturday, 

March 26. 

This will mark 
the second con- 
secutive year 
the paper and 
television sta- 
tion have coop- ; 
erated in the ; 
presentation of Getnge Bee 
the show, according to George 
Dix, Detroit representative of the 
paper. 





been started by the sponsoring 
groups along with a radio affiliate, 
WFIL. In addition to newspaper 
advertising and television and radio 
spot announcements, each dealer in 
the association will be given win- 
dow streamers and stand cards. 

Also, the newspaper’s circulation 
trucks and honor boxes will be dec- 
orated with banners promoting the 
show. A special section will be pre- 
sented in the Inquirer on the day 
of the show. 

Many dealers are again plan- 
ning entertainment for the show. 
Among performers last year were 
George Goebel, television come- 
dian; Jinx Falkenberg, television 
personality, and Paul Whiteman. 
The show is presented without 

cost to the dealers, Dix said. The 
paper considers it as both a service 


The Inquirer granted free time|to the area dealers and the public 
to the association last year when 
the group found it impossible to 
obtain exhibition space for its show. 


A special promotion already has 


in general, he said. 

Cars will be presented on the 
show in alphabetical sequence, with 
each manufacturer being allotted 








Protect Fine Engine Performance With... 


i ; 
balanced cooling’ 


anced cooling” systems for car, truck, bus, tractor, 
stationary and diesel engines. This lifetime of 
experience assures you unparalleled engineering 
design and production skill, and the widest range 


Too little or too much heat prevent an engine 
from giving peak performance. ‘Balanced cool- 
ing” protects and prolongs fine performance. For 
over 50 years, as specialists in radiator manu- 
facture, we have been providing efficient “‘bal- 


LONG MANUFACTURING DIVISION, BORG-WARNER CORP. 


me aL! 


of radiator sizes and capacities. 


IATORS e TORQUE CONVERTERS 


UT tL aS 





@ DETROIT, MICH. and WINDSOR, ONT. 





five minutes to present his display 
The foreign-car portion will b 
handled differently than the domes 
tic cars — that section taking u; 
23 minutes. of continuous showin: 
without interruption. 

Dix explained the show at 
luncheon last week in the Detroi 
Athletic Club and attended by rep 
resenatives of the manufacturer 
and press. 

> 


* 
American Weekly Gains 

A 37 percent increase in adver- 
tising during 1953 enabled Amer- 
ican Weekly to record a $4 
million increase in revenue dur- 
ing the last year—largest gain in 
its 57-year history, 

An increase of more than 400,- 
000 circulation also was reported 
since adoption of the new color- 
gravure format on May 11, 1952. 
Circulation now tops 9,600,000, ex- 
ecutives said. 

* * = 
Walker Buys TV Time 
Purchase of the 11 p.m. Sunday 
time on WWJ-TV by Walker Mo- 
tors, Inc. (Ford), Detroit, has been 
announced by Gil Schaefer, pres- 
ident of the company. Feature- 
length movies are being shown. 
In a bid for added viewer atten- 
tion, the program for the first six 
weeks will be known as the “Ques- 
tion Theater,” with listeners being 
asked to submit a suitable perma- 
nent name for the series. The win- 
ner will receive a mink stole, val- 
ued at more than $1,000 from Ditt- 
rich Furs. 
+. * * 


Metro Ups Poole, Skinner 

W. E. Hosac, president of Metro- 
politan Sunday Newspapers, Inc., 
has announced the promotion of 
two sales executives. 

A. B. Poole jr., previously wes- 
tern manager in Chicago, becomes 
assistant to the president, ef- 
fective Apr. 1. He will be located 
in the New York office. 

The new western manager will 
be D. I. Skinner, previously ac- 
count executive in the Chicago of- 
fice. ee 


Journal-American Picks 2 
John K. Herbert, executive pub- 
lisher of the New York Journal- 
American has announced the ap- 
pointment of 
Charles L. Gould 
as advertising di- 
rector and Perry 
L. Rosenberg as 
retail advertising 
manager. Gould 
has been with the 
Hearst organiza- 
tion for 19 years 
and with the 
Fe Journal - Ameri- 
, can since 1946. 
o. &. Got Rosenberg has 
been with the newspaper for 33 
years. In 1947, he was named de- 
partment stores advertising man- 
ager, the position he held prior to 
his new appointment. 


* * x 


Skelton Seeks Sponsors 
Automotive manufacturers and 
dealers, among other firms, have 
been offered a chance to sponsor 
the transcribed radio series, “The 
Red Skelton Show,’ beginning 
March 1. The show is being pro- 
duced by Frederic W. Ziv Co., 
Hollywood. Sponsorship will be 
on the local level. 


* * * 


Ford Dealers on TV 
The Ford Dealers Assn. in New 





| York has purchased participations 


in the Monday, Wednesday and 
Thursday broadcasts of WCBS- 
TV’s “The Early Show.” The order, 
which was placed through J. Walter 
Thompson Co., runs for 13 weeks. 

* ” * 
Tips for Oil Men 

To help oil men and others re- 
sponsible for the preparation of oil 
industry displays, the American 
Petroleum Institute has compiled a 
list of exhibits which are available 
on loan in various sections of the 
country. 

The list has been published in 
the form of a catalog containing 
illustrations, details of the exhibits, 
and the identity of the individuals 
or companies to contact. 

The 20-page catalog is called 
“Exhibits About Oil.” Single copies 
may be obtained free through any 
district office of the Oil Industry 
Information Committee. 


+ a 
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Court Decisions 


| Lawsuits Affecting Dealers. . . 


By Leo T, Parker 
Attorney at Law 
READER asked, “Are expenses 
£% for education deductable from 
a person’s gross income when filing 
his income tax papers?” 

According to a Federal court 
decision, money expended for ed- 
neation which will assist an em- 
ploye to do his work more effi- 
ciently, or increase his yearly 
income is not deductible as “ex- 
penses,” unless the testimony 
shows that his employer required 
him to take this special training. 

For example, in Knut F. Larson 
v. Commissioner of Internal Rev- 
enue, 15 T. C. No. 123, it was shown 
an employe, without being required 
by his employer to do so, registered 
in the New York University eve- 
ning courses to become more effi- 
cient in his regular work. 

He continued to work for the 
same employer, and spent $479.83 
for tuition fees, $21.49 for books, 
$2 for paper, and $133.17 for trans- 
portation to and from school by 
subway, bus and street car, the 
total amounting to $636.49. 

© * * 


Deductions Refused 


TW‘HE employe listed this amount 

as being deductible from his 
gross earnings as expense to im- 
prove his earning ability. The court 


Fram Acquires 


Warner Lewis 


EAST PROVIDENCE, R. L — 
Warner Lewis Co., Tulsa, Okla., 
specialists in liquid fuel separators, 
has been purchased by Fram Corp. 
according to Steven B, Wilson, 
Fram president. 

Operations of the Oklahoma firm, 
which will be known as the Warner 
Lewis Co. division of Fram, will be 
continued in Tulsa. It is planned 
to transfer Fram’s liquid separator 
division at Richmond, Va., to Tulsa. 

Besides handling the liquid sepa- 
rator manufacture and sales, Lewis 
will sell Fram industrial filters. 

Warner Lewis becomes the fourth 
wholly owned subsidiary of Fram, 
which also owns Mason Can Co., 
East Providence; Fram Florida, 
Inec., Jacksonville, Fla., and Fram 
Canada, Ltd., Stratford, Ont. 


Booby-Trapped 
Tear-Gas Bomb Routs 


Mass. Safecrackers 


DORCHESTER, Mass. — A tear- 
gas bomb purchased 10 years ago 
paid off for David J. Delaney jr., 
president of Columbia Pontiac Co., 
when it exploded in the face of two 
safecrackers. 

Police said the men entered the 
dealership through a rear window 
and then, using an acetelyne torch 
and tools found on the premises, 
labored for more than two hours 
burning through the safe door. 


Suddenly the bomb, secreted in 
the safe door, exploded, spewing 
fumes and smoke about the area, 
forcing the criminals to hastily 
throw down their tools and flee. 

Delaney said there was no money 
in the safe. James Dello, shop fore- 
man, discovered the damaged safe. 





Pasadena Fetes Hannifin 
As ‘Young Man of ’53’ 


PASADENA, Calif.—Arthur M. 
Hannifin, general manager of 
Foothill Motors (Lincoln - Mer- 
cury), and president of the Pasa- 
dena Motor Car Dealers Assn., 
has been chosen to receive the 
Distinguished Service Award of 
the Junior Chamber of Com- 
merce as Pasadena’s outstanding 
young man of 1953. 

Jim McAdam, chairman of the 
Distinguished Service Award 
committee, in the pre- 
sentation, told specifically of 
Hannifin’s “tremendous coope- 
ration as a willing community 
servant,” in Y.M.C.A. work, the 
Pasadena Rotary club, the Com- 
munity Chest, the Tournament of 
Roses, and the Junior Chamber of 
Commerce. 





refused to allow these deductions, 
saying: 

“Reputation and learning are 
akin to capital assets, like the 
good will of an old partnership. 
For many, they are the only tools 
with which to hew a pathway to 
success. The money spent in ac- 
quiring them is well and wisely 
spent, It is not an ordinary ex- 
pense of the operation of a busi- 
ness.” 

For similar cases, see Welch v. 
Helvering, 290 U. S. 111; and Hill v. 
Commissioner, 181 Fed. (2d) 906. 

On the other hand, the courts 
hold that an employe may deduct 
from his Federal income tax re- 
turn, as valid expenses, all tools, 
special clothing, gloves and the like 
which he uses in performing his 
work, 
* * + 
Promises by Officials 
READER asked, “Is a city 
liable and responsible for prom- 
ises and contracts made by its of- 
ficials? Recently two city officials 


promised me that I could, without 
any expense or future taxation, in- 
stall gasoline pumps in the city’s 
sidewalk adjacent to my automo- 
ible dealership and service garage. 

I rely on this promise or 
agreement?” 

According to a late higher court 
decision the answer is “no.” This is 
so because neither a state, county 
or city is responsible for ultra virus 
contracts, promises or statements 
made by an official. 


For example, in Lewis Com- 
pany v. Utah State Tax Commis- 
sion, 218 Pac. (2d) 1074, it was 
shown that the officials of a cor- 
poration were verbally assured by 
members of the state tax com- 
mission that its operation would 
not be taxed. Later a suit was 
filed against the corporation to 
recover a tax, 

The higher court held that the 
verbal promise made by the officers 
of the tax commission is void. 


Many other higher court deci- 
sions are on record where city of- 
ficials have made contracts and 
agreements which exceed their au- 
thority. In other instances officials 
when making contracts failed to 
strictly comply with provisions of 
state laws. All such contracts and 
agreements are void. 





ANOTHER 


ENGINEERING 


First 





Now.. 


. out of General Motors’ 
never-ending quest for greater 
motoring safety comes the Au- 
tronic-Eye! Now you can drive 
at night with assurance that 
your lights are always on the 
right beam for safety ... that you 
will dim on time, every time! 
This amazing electronic device 
automatically dims your lights 
when an oncoming car ap- 
proaches ... and keeps them dim 





Synthetic Sunlight— 


Intensity of sunlight in various climatic 
zones is duplicated by this testing device 
in Hudson's research laboratories. Sam- 
ples of upholstery fabrics, trim materials, 
plastics and paint finishes are subjected 
to tests in the Fade-Ometer to determine 
deterioration under extreme sunlight con- 
ditions. 


McPhee Moves 
McPhee Brothers Motors 
(Ford), Canfield, O., moved to 55 
Lisbon St. 
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Engineer Predicts 
Air Conditioni 


For 10% of Cars 


HOUSTON. — Demand for auto- 
mobile air conditioning—which ex- 
ceeded the most optimistic ex- 
pectations of manufacturers last 
year — will continue to increase 
during 1954, P. J. Kent, of Chrysler 
Corp., declared last week at the 
annual meeting of the American 
Society of Heating & Ventilating 
Engineers. 


Kent, executive engineer of the 
electrical section of the Chrysler 
engineering division, added that 
“within five to 10 years, 10 percent 
of all new cars will be equipped 
with air-conditioning units. 


“With every indication that the 
market for passenger-car air con- 
ditioning will grow quite rapidly,” 
he continued, “we can expect a 
gradual changeover from present 
relatively small-scale production 
operations to large-volume manu- 
facturing methods.” 

From 1939 through 1952, approxi- 
mately 10,500 cars in the country 
were equipped with air condition- 
ing, Kent said. 





AUTRONIG-EYE 


AUTOMATIC HEADLIGHT CONTROL 


until all traffic is past. Then 
back to bright—automatically! 
See how much safer and easier 


night driving can be. Ask your 
Chevrolet, Pontiac, Oldsmobile 
or Cadillac dealer for an Au- 


tronic-E ye demonstration today! 


BSRricohttT 
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ag BRIonT Sh itomiitivallly aT NIGHT! 
merece ERT PNA RTS ES 


GUIDE LAMP DIVISION” e 


GENERAL MOTORS CORPORATION e 


BIGGEST ADVANCE IN 
NIGHT DRIVING SAFETY 


IN 30 YEARS! 


®Trademork Registered U.S. Pat. Off. 


ANDERSON, INDIANA 








Your Choice fo Sel the 


Here are FIVE Reasons why... 











The Progressive Farmer Market rural South; neither do national farm maga- 
° ines edited mainly for Northern agriculture. 

Is the RURAL South The. al South is The Progressive Farmer ¢~ 

market! 








Your advertising needs a rural magazine to sell the 
South, because the South is predominantly rural in popu- 
lation and trade. Its population is 51.4% rural; the rest of 
the U.S. is only 29% rural. The South has more than 
half of the nation’s farm people. 

Look at this map of the 16 Southern states. In the 
shaded counties, more than half the families live on farms 
or in rural communities of less than 2,500 population. The 
white counties are urban. This is a picture of your South- 
ern market. Urban media do not adequately serve the 
























The Progressive Farmer Market 
is a PROSPEROUS Market 


The South’s cash farm 
income was UP from 
$2% BILLION in 1940 to 


The Progressive Farmer is No. 1 
in EDITORIAL SERVICE to Farm Families 


The Progressive Farmer renders an editorial service to 
its readers unmatched by any other farm magazine. For 
example, The Progressive Farmer carried 45% more 
editorial matter in 1953 than any other farm magazine. 

























































$9% BILLION in 1952...and FARM MAGAZINES LINES 

bn rege Doge sage - TOTAL EDITORIAL LINAGE IN 1953 
4 —the ir e * 

largest in history and three 1. The Progressive Farmer in. 511,7 65 

times that of 1940. During th 

1940-52 period, the aa 2. Country Gentlemon............ 352,231 

country bank deposits and 3. Successful Farming. ........... 332,605 | 

farm-owned government 4. F 373,362 

bondsrosefrom$1.3BILLION . Farm Journal. ..... és «eer eos Sa 

—_ ee ee does S Ore a ww ee ess 221,445 
is vast, reserve buying pow- * 

er mean to you? Can you ber, The Progressive Farmer 6. Farm & Ranch’. . . RSs ge eal oe W51,273 

verage all editions. rce: Lio . Ha °. 










afford to overlook the fastest- dominates the rural South as 
growing big market available no other magazine dominates 
to advertisers today? Remem- a market of similar size. 







In addition to leading all farm magazines in editorial volume, 
The Progressive Farmer also tops them all in intensely-local- 
ized editorial service. A Southern magazine, edited by South- 
erners for Southerners for 68 years, The Progressive Farmer 
is published monthly in five separate editions localized to the 
five distinct farming areas of the South. Your product gains 
strong local prestige when you advertise in The Progressive 
Farmer, a local magazine to each of its 1,238,000 prosperous 
subscriber-families. 











THE SOUTH 
SUBSCRIBES TO 


The Progressive Farmer 


PAUL HUEY, Vice-President and Advertising Manager 
‘Birmingham 2, Ala. e Telephone: 54-2571. 





woe Oe 
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The Progressive Farmer is the No. ] 
Farm Magazine in ADVERTISING VOLUME 


Advertisers have made The Progressive Farmer their No. 1 
choice among farm magazines. In 1953, for the second 
consecutive year, The Progressive Farmer led all other 
farm magazines in pages and lines of advertising. 


_ FARM MAGAZINES PAGES LINES 
TOTAL ADVERTISING VOLUME IN 1953 IN 1953 
1. The Progressive Farmer 1,166 792,589 
2. Farm Journdl .. =... 1,126 482, 863 
3. Country Gentleman ...... 1,083 477,217 
4. Successful Farming ...... 1,049 472,000 
5. Capper’s Farmer ....... 687 303,635 
6. Farm & Ranch’... 509 =—s-_- 218,368 


The Progressive Farmer carried 792,589 lines of advertis- 
ing in 1953...a gain of 37,779 lines over 1952. In 1952 and 
in 1953, The Progressive Farmer was far out in front of all 
other farm magazines in total volume of advertising. And for 
1954, The Progressive Farmer continues to pile gains on top 
of gains with 10% more advertising in January than its all- 
time high for that month last year. The Progressive Farmer is 
the first farm magazine to go on many saneeng advertising 
lists today. 
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The Progressive Farmer is third among all 
monthly magazines’ in Advertising Volume 


Only two other leading monthly magazines of over a 
million circulation (urban or rural) carried more ad- 
vertising in 1953 than The Progressive Farmer. 





THE TEN LEADING MONTHLY MAGAZINES' LINES 
IN ADVERTISING LINAGE IN 1953 
1. Better Homes & Gardens ....... 1,149,961 
EEO a re ar 845,464 
3. The Progressive Farmer. . . 792,589 
4. Ladies’ Home Journdl.. =... . 768,761 
5. Good Housekeeping .......... 655,177 
i a as a at, ef ey 549,477 
7. Woman’s Home Companion... .. . 509,877 
ee Le 482,863 
9. Country Gentleman .......... 477,217 
10. Successful Farming .......... 472,000 






The high rank awarded The Progressive Farmer by Amer- 
ica’s leading advertisers indicates the importance of the farm 
market in general and the rural South in particular. Note that 
the top ten magazines also include three other farm magazines. 
If you will study this listing carefully, you’ll see why many 
media men say: “The Progressive Farmer is the hottest maga- 
zine in the business today!” 





The South i igtteierous. The South is rural. The South subscribes to The Progressive Farmer, the n ati: o. 1 


Farm Magazi in editorial and advertising volume. In the South, The Progressive Farmer offe offers you dominant 


influence... ve readership... powerful-reader loyalty and preference... high average subscriber income... 
vigorous, healthy Sirev ation growth...and far greater merchandising value than any other magazine. You 


add-the rural South to your market when you add The Progressive Farmer to your advertising list. 









Pacific Coast: Edw. S. Townsend Co . 
San Francisco e Los Angeles 


H. EARL BUTCHER, V. P. and Eastern Advertising Manager 
250 Park Ave., New York 17 ¢ Plaza 1-0160 


Other Advertising Offices: 
RALEIGH « MEMPHIS e DALLAS 


OSCAR M. DUGGER, V. P. and Western Advertising Manager 
Daily News Bidg., Chicago 6 e Central 6-3400 








Dealer 


Edward P. Scott has been elected 
vice-president of City Chevrolet Co., 
San Diego, Calif., it is announced 
by Roy J. Miller, president. Scott 
will continue to serve as general 
manager of the firm in addition to 
handling his new duties, Miller 
said. 

Also advanced at the annual 
stockholders’ meeting was Roy 
Wiley, who was named business 
manager. Wiley also was reelected 
secretary - treasurer. William Mor- 
gan, founder of the firm, continues 
as chairman of the board. 

* s 


Contra Costa (Calif.) Group 


Elects Etta President 


James P. Van Etta, Fa yon 
of Pittsburgh Motors, Inc. (Lin- 
coln-Mercury), 
will serve as president of the 
Contra Costa County Automotive 
Assn, during 1954. 

Other officers are Len Burke 
(Pontiac-Cadillac), Pittsburg, 
vice president; Don Ward 
(Buick), Pittsburg, treasurer; 
and Frank Donley (Chevrolet), 





Woodward Celebrates 25th Anniversary— 

Guy Woodward (second from left), owner of Chartiers Motor Co. (DeSoto-Plymouth), 
Washington, Pa., receives a silver tray from J. P. De Gorgue (second from right), 
DeSoto regional manager, in honor of his 25 years as a DeSoto dealer. At left is 
George H. Stewart, general manager of the dealership, and at right, Woodward's 
son, Robert. 





Burnett Expands 


Showroom space for new cars at| general manager. New cars are now 
Burnett Motors (DeSoto-Plymouth),|on display for a full block at the 
Portland, Ore., has been increased, | Burnett dealership on N.W. Broad- 
according to Roy O. Burnett jr.,| way. 
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Doings 


Martinez; Don ——, (Pon- 
tiac), Walnut Creek; Mel Smith 
(Chevrolet), Rodeo; and Clarence 
Reichhold (Chevrolet), Walnut 
Creek, directors. 


Guarisco Starts Lot 


Pete Guarisco, car and truck 
dealer in Morgan City, La., for 18 
years, has opened Pete’s Used-Car 
Lot in the 600 block of Brashear 





Ave. Pete’s Garage (Chrysler- 
Plymouth) is at Brashear and 
Seventh St. 


Codiga Staff News 


Dave Codiga, head of Codiga 
Motors (Lincoln-Mercury), Ala- 
meda,- Calif, has named Horace 
Scott as service manager and 
transferred Dave Davies, former 
service manager, to the new-car 
sales staff. 


o . * 
$200 for License Plate 
Pate Chevrolet, Inc., Peru, Ind., 


paid $200 for auto license tag 
ZY-1954 at an auction before the 


A 3-FOOT DISPLAY AREA CAN 
SET YOU UP IN A MONEY-MAKING 


MOTOROLA CAR RADIO BUSINESS! 








‘39 


for the be: 


is Motorola! 





STANDOUT BUYS 
“PERFORMANCE 














The name Motorola...PLUS... 


TRAFFIC BUILDING PRICES LIKE Ths 


brings in customers! 










Lowest price ever! Motorola Price Leader Car Radio. 
Powerful! Rugged! Dependable! Manually tuned 
receiver with five tubes, rectifier and seven tuned se- 
lective circuits. Superheterodyne receiver for razor- 
sharp selectivity. Automatic volume control. Heavy- 
duty vibrator power supply for low battery drain. 
Rich, superior tone. 














Geter See Motorola car radios fr A7RA proftc/ 


do what so many others are doing 
get that EXTRA INCOME by selling 


Motorola 


CAR RADIOS 


© TOP DISCOUNTS! 

© EASY INSTALLATION! 

© NO TRADE-IN DEALS! 

© EXCELLENT PRICE STRUCTURE! 


This year many new cars will be sold 
without radios to hold down list prices. 
Customers will be looking to you for their 
radio buys. The name they know best 
If you’ve overlooked this 
steady and profitable market, now’s the 
time to get in it! 
Sell Motorola Car Radios right off the 
display. No special equipment needed. 
For full details, see your local Motorola 
distributor at once. 


So set yourself up. 










Peru-Marion basketball game in 

Peru. Proceeds went to the Miami 

County chapter of the National 

Foundation for Infantile Paralysis. 
+ * * 


Gortsema Repairs 


Repairs are nearly completed on 
the fire-damaged building of Gort- 
sema Motors, Grangeveille, Id., ac- 
cording to John Gortsema, owner. 
The building was damaged in mid- 
December. 


> * * 


Walker Renovates 


Walker Pontiac, Inc., Pitts- 
burgh, which has had an inside 
used-car area for years, has pro- 
vided better lighting and has 
renovated the basement of the 
used-car area. 

* 


Ratner, Pittsburgh, Takes 


Kaiser Distributorship 


Samuel R. Ratner, president of 
Buyers Motors, Inc., Pittsburgh, 
has just acquired a Kaiser distribu- 
torship. The firm’s building has 


66,000 square feet on five floors. 
+ 2 + 


Dix Moves U. C. Lot 


George A. Dix, Inc., DeSoto- 
Plymouth), Etna, Pa., has moved 
its used-car lot one mile to a 200- 
by-150-foot location across from the 
dealership. Used-car manager is A. 
a * * * 


L. A. Area Dodge Dealers 


Elect McFadden President 

The new president of the Los 
Angeles Area Dodge Dealers 
Assn, is Bert McFadden, Whit- 
tier. 

Other officers elected include: 
Paul Davis, Downey, vice-presi- 
dent, and William Kinnaird, San 
Pedro, secretary-treasurer. 

* * * 


Anderson Appointed 

J. ©. Schnakenberg (Chevrolet- 
Oldsmobile-Cadillac) dealer in Em- 
poria, Kans., has appointed Rex 
Anderson as used-car manager. 
Anderson had operated a used-car 
business in Emporia for the past 
five years. 

* aa 


Weltle Elected President 


In Sandusky County, O. 


The Sandusky County (O.) Auto- 
mobile Dealers Assn. has elected 
Ray Weltle (Nash), Fremont, as 
1954 president. He succeeds E. C. 
Nieburger (Chevrolet). 

Others elected include Don Tod, 
vice-president, and Don W. Morris, 
secretary. 


. * * 


Colliau Ups Hull 


President E. H. Colliau has an- 
nounced the election of R. W. Hull 
as secretary-treasurer of Colliau 
Chevrolet Co. South Pasadena, 
Calif., to succeed R. W. Threlkeld. 
Hull has for the last two years 
been assistant to Threlkeld, who 
resigned. Arthur F. Eddins, who 
has been in the accounting de- 
partment for the last year, will be 
Hull’s assistant. 

+ + * 


Taylor Donates Car 


Jack Taylor, Oldsmobile dealer 
in South Gate, Calif., has donated 
a new Oldsmobile to the City’s 
Board of Education for use as a 
driver-training car. 

= 7 * 


Mueller Names Vedder 


James W. Mueller, president of 
Mueller Oldsmobile, St. Louis, has 
appointed Ad Vedder as sales man- 
ager. Vedder was formerly one of 
the owners of Hampton Electric 
Co. 


Flathead (Mont.) Group 


Elects Ridley President 


Arthur Ridley has been elected 
president of the Flathead (Mont.) 
Automobile Dealers Assn. Ridley 
succeeds Paul Bowman. 

Myles C. Johns was elected vice- 
president, and Theodore A. Miller, 
secretary-treasurer. 

. o e 


Spokane’s Madrens Buy Out 


Sole Studebaker Rival 


Purchase by Madren Bros., of 
the 10-year-old Studebaker dealer- 
ship of Larson -Swalwell Motors 
marks the first time in 15 years 
that Studebaker has be@én repre- 
se in Spokane by a single oper- 
ator. 

The Madren firm, a partnership 

(Continued on Page 35, Col. 1) 


meen ee ae 
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(Continued from Page 34) 


ci Gerald L. and Wayne Madren, 
originally received a Studebaker 
franchise in 1935. Wayne Madren 
will manage the new firm. A new 
name will be chosen later to dif- 
ferentiate between the downtown 
dealership and the brothers’ Hill- 
yard-area firm. 

Cc. R. Larson and W. Howard 
Swalwell plan to continue the oper- 
ation of a used-car outlet. 

* * * 


Orr Ups Jacobson 

Alex Orr, president of Henley- 
Kimball Co, (Hudson), Worcester, 
Mass., has announced the pro- 
motion of Everett E. Jacobson from 
sales manager to general manager 
of the company’s Park Ave. di- 
vision. 

- a * 


Bingler Buys Out Suppes; 


Renames Dealership 

One of the oldest and largest 
dealerships in Johnstown, Pa., has 
changed hands. 

Suppes Motor Sales Co, (Ford), 
has sold its business to Bingler 
Ford Sales Co., a newly formed 
corporation, 

The new firm is headed by Wil- 
liam Bingler jr. He formerly was 
associated with his father, William 
Bingler sr., owner of Steel City 
Motor Co. (Ford), Pittsburgh. 


* * * 


Kupp Names Boone 


Kenneth Boone has been ap- 
pointed new-car sales manager of 
Kupp Ford, Portland, Ore., ac- 
cording to Lynn Kirby, general 
manager. Formerly office man- 
ager, he has been with the firm 
two years. Earlier he was for 
four years zone manager of 
Ford’s Seattle district. 


* * * 


Stampp, Hardcastle Cited 


C. H. Weigand, Houston district 
sales manager, has presented the 
Ford Four-Letter Award to Frank 
Stampp and Bob Hardcastle, of 
Downtown Motors, Inc., San 
Antonio. 

* * * 


Dorian Moves 


Dorian Motors, Inc. (Studebaker) 
recently moved from South Orange 
to East Orange, N. J. George B. 
Dorian, president has represented 
Studebaker since March, 1949. 

* 


Williams Buys Interest 


In Jones L-M Deal 


Garland G. Williams, Royal | 
Oak, Mich., has purchased an in- | 
terest in the Marvin E, Jones 
Lincoln-Mercury dealership, | 
Portsmouth, O. 


Jones has been elected pres- | 
ident; Williams vice-president, | 
and C. C. Clark, treasurer. Mar- | 
vin E. Jones Auto Sales will con- 
tinue in business until all its used 
cars have been sold. 

* * * 


Former Hull-Dobbs Operator | 


Takes Studebaker Deal 


Beltz-Beatty, Inc., Orlando, Fla., 
has been appointed a Studebaker | 
dealer. Fred F. Beltz, president, is 
a former Hull-Dobbs operator in| 
Memphis and Minneapolis and | 
more recently owned his own Ford | 
dealership in Bloomington, Ill, 

Roy E. Beatty, formerly | 
manager for Ford dealers 
Peoria and Bloomington, - IIl., 
be sales eee a 

* 


W oodsville ( N. H.) Dealership 


Suffers $75,000 Fire Loss 


The Woodsville (N.H.) dealer- | 
ship operated by H. O. Taylor | 
suffered a loss estimated at more | 
than $75,000 when fire destroyed | 
several buildings in the heart of | 
Woodsville’s business section with 
total damage of about $500,000. 


| 

The salesrooms and garage of | 
the Taylor firm were a complete | 
| 





will | 


loss, Flames also destroyed five 
service trucks and six new cars. 
. 2 - * s 


Lucchesi Takes Deal 


Studebaker has announced the 
appointment of Joseph C. Lucchesi 
as’ its dealer in Westfield, N. J. 
Lucchesi previously represented 
Studebaker in Westfield from 1933 


N. J. 
from 1930 to 1933. Since 1942 he 
has been engaged in the tool-and- 
die business. 


to 1942 and in Bloomfield, 


Letts Opens in Dearborn 


With Oldsmobile Deal 


Jim Letts has opened a new 
dealership, Letts Oldsmobile, at 
22805 Michigan Ave., Dearborn. 

Sales manager is John Murray 
and service manager is Dan Bal- 

+ * = 


H & E Motors Opens 


Russell Evans and R. R, Hansen 
have been granted a Studebaker 
franchise in Ponca City, Okla. They 
will operate as H & E Motors. 

* * 


* 
GMC Philadelphia Franchise 


Is Acquired by Frantz 
Frantz GMC Truck Co., Philadel- 


ROYAL TRITON MOTOR OIL 
IN 5-20 AND 10-30 GRADES! 








Woodhouse, GMC truck sales man- 
ager. 

Frantz has purchased the GMC 
retail facilities in Philadelphia, in- 
cluding the former store and 
service garage, a parts and service 
station and a used-truck lot, 

William Frantz is president of 
the new dealership; James McDe- 
vitt general manager, and Bernard 
Brown, head of fleet sales. 

7 * * 


Kelloggs Acquire Deal 

Harry and LeRoy Kellogg have 
received the Studebaker franchise 
for Brookings, S. D. The Kellogg 
family has been associated with the 
automobile and farm implement 
business in Brookings for more 
than 25 years. 


Youth Capeured Robbing 


N. H. Ford Dealership 


After two safes had been smashed 
in the office of the Ford dealership 
operated by Ralph George, Concord, 
N. H., a 19-year-old Newburgh 
(N. Y.), youth was captured at gun- 
point and held on charges of 
breaking and entering. 








S> 4 pinks 


“Let’s see 9 satin ie: Scotch 
tape, glue . 


the combination on the second safe 

when a policeman spotted him 

through a window. 
- + = 

Fire Strikes Hurst 


Fire at Hurst Auto Sales & 
Service Co. (Nash), Festus, Mo., 


Police said entrance had been| damaged 10 cars, seven of them 
gained by unlatching a window.| new, and resulted in a loss to the 
phia, has been appointed a GMC}/After taking $105 from the first building estimated at $5,000, accord- 
truck k dealership, according to R. Cc. safe, the intruder _was smashing ! ing to Arthur Hurst. Firemen be- 
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lieve the blaze started from wiring 
in the ceiling. 


* * * 
Studebaker Names Barber 
A new Studebaker dealership. in 

Franklinton, La., Barber Motors, is 
owned and operated by Anslee 
Barber. Barber has operated his 
own general service garage since 
1947. 


Nash Honors Atkins 


Rupert Atkins, of Atkins Motors, 
Inc., Raleigh, N. C., has been pre- 
sented with an engraved clock by 
Nash in honor of his 25 years as a 
dealer, Atkins is the first North 
Carolina dealer to receive the 
award. ae oe 

* 


Kinsel Appoints Starr 


Robert N. Starr has been ap- 
pointed new-car sales manager for 
Kinsel Motors, Inc., 777 Calder 
Ave., Beaumont, Tex. Starr former- 
ly lived in Niles, Mich. 

* = * 


Anderson to Morrell 


Tom Anderson, head of Anderson 
Motor Car Co. (Ford), Silverton, 
Ore., has sold his interest in the 
dealership to Perry Morrell, Issa- 
quah, Wash. Anderson had been a 
| Ford dealer for 18 years. 





Combine the fast, efficient lubrication characteristics 
of lightweight oil with the protective toughness of a heavyweight 





More miles to every gallon of gas. Because revolutionary new 
Royal Triton 5-20 and 10-30 motor oils flow so freely they 
radically reduce engine friction and increase engine efficiency. 





Longer, ooulibian: engine lifé. Because 5-20 and 10-30 hold 
wear to a minimum, clean out power-robbing gums and sludge, 
owners enjoy that “new car feel” thousands of miles longer. 





Quicker response to the starter. Because free-flowing Royal 
Triton 5-20 and 10-30 reach a cold engine’s bare metal far faster 
... lubricate more completely. This saves batteries, too! 





OF 


Which grade of America’s finest motor oil 
is right for the cars you service? 


Royal Triton 5-20 is recommended for any new 
car that normally uses S.A.E. 20 oil. Royal 
Triton 10-30 is recommended for any car, new 
or old, that normally uses S.A.E. 30 or lighter. 
Both give all-weather, all-climate protection. 


Order Royal Triton 5-20 and 10-30 for your 
service department today! 


Test drive 5-20 or 10-30 in your own car! Every claim made 
here has been proved over thousands of miles of test driving. 
Put 5-20 or 10-30 in your car, and you'll see what we mean. 













UNION or company 


CALIFORNIA 





LOS ANGELES: Union Oil Bidg. e NEW YORK: 45 Rockefeller Plaza e CHICAGO: 1612 Bankers Bidg. e NEW ORLEANS: 
644 National Bank of Commerce Bidg. « ATLANTA: 401 Atlanta National Bidg. e KANSAS CITY: 921 Rialto Bidg. 
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New Studebaker Model Under Scrutiny— 


An advanced special Studebaker model with plastic top and other innovations de- 
veloped by designer Raymond Loewy is examined by (from left), C. K. Whittaker, sales 
vice-president; Paul G. Hoffman, board chairman, and H. S. Vance, president, at a 
special showing in New York. 
Te csichhaneim phsacial : | 

The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD| 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





~ Feb. 6-13 — Buffalo Auto Show, 














Coming Events== 


Dealers Auto Shows 


Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 9-12— Fremont Automolsile 
Rainbow Garden, Fremont, Ohio. 

Feb. 11-13—Endicott Auto Show, Endicott 
EJ Recreation Hall, Endicott, N. Y. 

Feb. 13-21 —San Francisco Auto Show, 
Civic Auditorium, San Francisco. 

Feb. 13-2i—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 17-20—Johnstown Automobile Show, 
Cambria County War Memorial Arena, 
Johnstown, Pa. 

Feb. 17-21—4th Annual National Autorama, 
Connecticut State Armory, Hartford, 
Conn. 

Feb. 18-2i—Jamestown Auto Show, James- 
town Armory, Jamestown, N. Y. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-26—4Ist Detroit Auto Dealers As- 
sociation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

Feb. 25-27—Ogdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

Feb. 26-28— Lowell Auto Show, Lowell 
Memorial Auditorium, Lowell, Mass. 
Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas. City, Mo. 


Show, 


In Chicago, it takes 2— 


to sweet-talk the little woman | 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must. 


be the... 


Mes 
THE Nag 





CHICAGO 


st /SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., 





March 4-4—Ogdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

March 7-10—Evansville Automobile Show, 
Evansville Armory, Evansville, Indiana. 
March 13-20—Rochester Auto Show, State 

Armory, Rochester. 

March 13-2i—Chicago Auto Show, 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-11 — Quad-City Autorama, Rock 
Island Armory, Rock Island, IIHinois. 
April 19-2§— Denver Auto Show, Denver 
Municipal Bidg., Denver 

* *¢ ® 


Dealers Conventions 


Feb. 27 - March 6—Motor Car Dealers As- 
sociation of Greater Kansas City Con- 
vention, Municipal Auditorium, Kansas 
City, Missouri. 

March 4-6—Northern California Motor Car 
Dealers Association Convention, Fair- 
mont Hotel, San Francisco, Calif. 

March 8 — Louisiana Automobile Dealers 
Association Convention, Roosevelt Ho- 
tel, New Orleans. 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30—lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 

March _30—Brooklyn & Long 'sland Auto 


Inter- 
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Dealers Association Convention, Hote 


Granda, Brooklyn. 

April 15-16—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 10-11 — Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May 11-12 — Massachusetts State Automo 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23 — North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber 
muda. 

May 18-23 —South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 27-28—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel 
Grand Rapids. 

June 3-5— Washington State Auto Deal 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, 
Maryland. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
of West Virginia, Greenbriar Hotel 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 12-14—New York State Automobile 
Dealers’ Convention, Saranac Inn, Sar 
anac, New York. 

Sept. 10-12— Maine Automobile Dealers 
Association Convention, Samoset Hotel 
Rockland, Maine. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Far- 
go, North Dakota. 

Sept. 20-2i—Minnesota Automobile Deal 
ers Association Convention, Nicollet Ho- 
tel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 
Oct. 3-5—Automobile Dealers Association 
of Alabama convention, Biloxi, Missis 

sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
— Convention, Peabody Hotel, Mem 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel Marion 
Little Rock. 

Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct.—Connecticut Automotive Trades As- 
sociation Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Asso- 
ciation Convention, Hotel Mayflower, 
Akron. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, .Kentucky Hotel, 
Louisville. 

Nov. 29- Dec. I—Idaho Automobile Deal- 
ers Association Convention, Boise Hotel, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8— Milwaukee County Automobile 
Dealers Association Convention, Milwau 
kee Athletic Club Milwaukee. 

* * > 


General 


Feb. 6-14—GM Motorama, Dinner Key Ex 
position Hall, Miami. 


Feb. 8-11—Automotive Accessories Manu 
facturers of America Exposition, Navy 
Pier, Chicago. 

Feb. 13-18 — Automotive Electric Assn. 
Edgewater Beach Hotel, Chicago. 

March 2-4—Society of Automotive Engi 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7 — Pacific Automotive Show, 
Seattle Civic Auditorium. 
March 6-14—GM Motorama, 
Auditorium, Los Angeles. 
March 27-29—National Truck Leasing Sys- 
tem Conference, The Greenbriar, White 

Sulphur Springs, West Virginia. 

March 27-Apr. 4—GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-l!—Easter Parade of Stars Auto- 
mobile Show, Waldorf - Astoria Hotel, 
New York City. 

April 26-28—1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

May 4-6 — National Highway Users Con- 
arenes. Mayflower Hotel, Washington, 


Pan Pacific 


Se. & 
May 13-15—Association of American Bat- 


tery Manufacturers, inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 


May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-11—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
ae Ritz-Carlton Hotels, Atlantic City, 


August 16-18—Society of Automotive Engi- 
neers (National West- Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(S2nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22—Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17 — American 
ence, 


Finance Confer- 
Commodore Hotel, New York 


City. 
Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 
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Hudson Dealer Speaks 
His Mind About His Franchise 


diey 
ze Ae Je He! 
Melson Motor Car, Compal 
Detroit 15, M waaitson 
In Poem 
a things ¥ + our Hi 
d occasion iy iat imports tant sbou 
The other day » 1 Mepere’s more —s 
n .” 
J rofit § standPe anki ng of © wnat "nor a 
the Pp I am thi gervice-e8= ge 


franchises father Was 7 at automo ovile 


Dear Jerry: 


operator « 
es they we 


He soon 6° are now. Tnat le . goriowed 4 
then, an? | prospereds A it, dealer 
in 1928. e oldest indepence tunity © suPPe respo 
Ss e 
we are nise gave the OPPOF and er a our communt tY 
Tat frat assure 


as Hudson " 


eral ways 


ealers 9 





SSR ten, “hi 


on 
wmore” im ® — 
4's - ye d0« 


e to see you soone sincerely» 
op of 








* This letter, from Mr. Robert Brockett, is typical of many coming to us 
regularly. If such factory relationship sounds attractive, we'll gladly send 
you information about the Hudson Dealer Franchise. Opportunities may 
be open near you. Contact: C. A. J. Hadley, Sales Manager, Hudson 

j Motor Car Company, Detroit 15, Mich. / 





BATTERY FILTER—The De-Mineralizer is 
@ special filter of activated ion exchange 
resins which, it is said, hold minerals 
and salt from water passing through the 
unit. Thus, it is stated, the filter produces 
the chemical equivalent of distilled water, 
safe and pure for battery use. The four- 
ounce size filter is said to demineralize 
about 40 gallons of water. E. Edelmann 
& Co., 2332 Logan Bivd., Chicago 47, Ill. 


SPRAY UNITS—This spray can has been 
adopted for Chromatone Stabilized fin- 
ishes. It is available in 11 solid colors. 
Application requires no mixing or brushes, 
and the spray head is easily detached 
for cleaning, according to Alumatone 
Corp., 1523 Grande Vista, Los Angeles, 
Calif. 


SPRAY PAINT BOMB — Match-it is an 
auto lacquer which comes in six-ounce 
aerosol spray guns in recent Ford, Chev- 
rolet and Plymouth colors. Auto Paint Prod- 
ucts, Inc., 2600 W. North Ave., Milwaukee 
5, Wis. 


ef RG Meet it me es 
CIGARET LIGHTER—This 12-volt lighter 
features a V-shaped coil with sufficient 
tension to create a bind which prevents 
the coil from spiraling or springing out. 
it also is said to provide uniform heat 
across the face of the element. Cuno En- 
gineering Corp. Meriden, Conn. 


Free Separator Tests 


Offered Battery Makers 

An offer to - prepaid to any 
battery manufacturer enough 
Darak to run competi- 
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tive tests has been made by the 
battery separator division of Dewey 
& Almy Chemical Co., Cambridge 
40, Mass. ; 

The firm invites manufacturers 
to send in their requirements for 
size and quantity. It says its sepa- 
rators, which are impregnated with 
synthetic resins to withstand high 
temperatures and hot-acid action, 
are made of selected fibers felted 
by a special process. 

. * ? 


PRESSURE TESTER—The Master Pressure 
Tester is designed to locate defects and 
leaks in pressurized cooling systems and 
radiator pressure caps. Recommended 
pressure level is indicated on a dial. The 
unit shows the necessity for radiator or 
heater repairs, or the replacement of rad- 
iator pressure caps, hoses, gaskets or 
water pumps. Spotrim Corp., 15301-05 
Mack Ave., Detroit 24, Mich. 


* * * 


HEADLIGHT VISOR—Model HV-321 is 
made of stainless steel and helps keep 
rain, snow or dirt from the headlights. 
It also helps shield glaring or out-of- 
focus headlamps. Ernest Peters Industries, 
Inc., 1912 S. Wabash Ave., Chicago 16, 
i. 

a * t 


Rigidized Metals Adds 


Two Designs to Line 


Rigidized Metals Corp., 716 Ohio 
St., Buffalo 3, N. Y., has added two 
new designs to its line of industrial 
metals. 


Pattern 1-SQ is available in Rig- 
id-Tex Metals in widths up to eight 
inches, Pattern 2-DD is available in 
widths up to seven iriches, Four 
finishes are offered: Mill finish as 
rolled; mill finish with highlights; 
colorized and highlighted, and 
painted or porcelain enameled with- 
out highlights. 


CAM ROLLER—This new device is said 
to eliminate the automatic brake adjust- 
ments and plugs on 1947-53 Studebakers 
and on some Nash and Kaiser - Frazer 
models. According to the maker, the roll- 
ers eliminate the scored drums caused by 
the automatic adjustment plugs, excessive 
drum-turning and replacement of adjust- 
ment units on relining jobs. Brake Parts 
Specialty Ce., 1914 W. Washington Bivd., 
Les Angeles, Calif. 


PARKING AlD—The Autoparker is said 
to take the guesswork out of parallel 
parking. The dashboard-mounted device 
indicates the exact moment when to turn 
the wheels for a perfect backing manevu- 
ver, according to Richard Whitehill & Co., 
6007 Euclid Ave., Cleveland, O. 

o * * 


BRAKE CABLE ADJUSTER — Constructed 


of 13-gauge steel and cadmium-plated. 


There are no parts to assemble, and any 
cable up to one-quarter inch in diameter 
can be shortened two inches within 90 
seconds, it is stated. McRay Products of 
California, 6808 Melrose Ave., Los Angeles 
38, Calif. 


MOUNTING BRACKET—This vacuum cup 
is designed for auto compass installation. 
A ball and socket joint in the metal stem 
permits free movement of the compass, as 
necessary for proper aligning in head-on 
and level position with the car, according 


to Hull Mfg. Co., Warren, O. 
* * od 


Catalog No. 54 


TOOL CATALOG—Electric tools, includ- 
ing drills, grinders, polishers, sanders, 
valve face grinders, valve seat grinders, 
electric saws, bench grinders and flexible 
shafts, are described in a 44-page cata- 
log issued by Albertson & Co., Inc., 
Sioux City, la. 


Clark Equipment Offers 


Heavy-Duty Towing Tractor 
A new heavy-duty towing tractor 
with a maximum draw bar pull of 
7,500 pounds, designed for general 
purpose industrial applications, is 


available from Clark Equipment 
Co., Battle Creek, Mich. 

Known as he Clarktor-75, the 
tractor is equipped with an §82- 
horsepower Chrysler 6A engine 
with fluid coupling, planetary type 
drive axle, four-wheel brakes, tire 
interchangeability, one-piece hinged 
hood and full front fenders and 
running boards as standard equip- 
ment. 


CAR WARMER—The Porter Pal, de- 
signed for quick warmups of cars, idles 
the engine at any speed. Multiple use of 
the tool, its inventor claims, enables oa 
used-car operator to do one hour's work 
in seven minutes. The Porter Pal also is 
said to prevent sticking valves and car- 
bon loadup, keep batteries up and insure 
quick starts. Porter Pal Co., Box 174, 1608 
E. Fourth St., Royal Oak, Mich. 

» 2s 


Presstite Catalog Describes 
Line of Sealing Compounds 

A 20-page illustrated catalog 
covering all Presstite sealing com- 
pounds used in the manufacture of 
auto bodies and mobile homes has 
been published by Presstite Engi- 
neering Co., 3798 Choutean Ave., St. 
Louis 10, Mo. 

The catalog includes a de- 
scription of each sealing compound, 
methods of application, and more 
than 20 photographs and drawings. 


* * * 


AIR COMPRESSOR CATALOG—This 16- 
page book covers 27 sizes in five types 
and calls attention to many new features. 
Binks Mfg. Co., 3122 Carroll Ave., Chi- 
cago 12, Ill. 


BRAKE LINING—This calculator contains 
the World Bestos brake lining set number 
for every make and model back to 1942. 
A slide inserted between two pieces of 
cardboard determines the correct numbers 
fer both front and reer drums. World 
Bestos, P. O. Box 233, New Castle, Ind. 


HYDRAULIC PUMP —The Hydra-Clutch 
pump is designed to provide hydraulic 
power for underbody hoists, elevating 
end gates and snowplow controls. The fan- 
belt-driven pump draws only one horse- 
power in dumping capacity loads, ac- 
cording to the maker. Besides powering 
lifts, the device also has wide application 
on any truck or tractor where hydraulic 
power is required, says National Lift Co., 
Ypsilanti, Mich. 


"54 KARGARD MODELS—New Erie Kar- 
gard models are available for the 1954 
Chevrolet (top), Ford (center), and Pontiac 
(bottom). A new feature is improved 
chrome plating, which is said to be rust- 
proof. Fender arms fasten to uprights and 
to the farthest belt hole at the bumper’s 
end. J & H Sales Co., 75 E. Wacker 
Drive, Chicago 1, Ill. 


ant 
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SELF-SPRAY 


METAL PRIME R—A self-spray gray 
enamel is the 36th color added to Plasti- 
Kote’s line. It is used for painting of 
metal surfaces and is available in a 12- 
ounce can with spray attachment. Plasti- 
Kote, Inc., 425 Lakeside Ave., Cleveland, 
°o. 
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With the Staff. 
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| ALONG DETROITS AUTO ROW 


it makes me happy, and we can| the threat of a new model in a 


Clean Sweep for O’Brien 

A hard-punching, “beat -the- 
bushes” sales program has pushed 

Roy O’Brien, Inc., St. Clair Shores, 
Mich., into a prominent spot among 
suburban Ford dealerships. 

The firm, headed by Roy 
O’Brien, president, and Gene 
Chamberlain, general manager, 
was the only dealership in the 
Detroit district to “sweep the 
board” in the recently completed 
“Round-the-World Sweepstakes” 
competition conducted by Ford. 


The dealership sold 1,600 new 
and used units during the 70-day 
contest period. It placed first in 
dealership sales, new-car and truck 
sales, used-car and truck sales and 
individual retail sales. 


Trip winners, besides Dealer 
O’Brien, were Harold Cable, new- 
car sales manager; Henry Landre- 
ville, used-car sales manager, and 
Roy Peterson, salesman. 

Held at the same time as the 
Ford competition was an O’Brien- 
sponsored contest for the dealer- 
ship’s salesmen. The four winners 
—Chamberlain says he won't dis- 
close their names for fear of pirat- 
ing by other firms — received a 
week’s trip to Florida for them- 
selves and their wives. 


Although the dealership placed 
sixth among all dealerships in 
the Detroit district and 13th and 
14th among all dealers in the 
nation during October and 
November, Chamberlain says 
sales were just about normal for 
the period, 

Sales contests are nothing new 
at O’Briens. Throughout most of 
the year, salesmen and service per- 
sonnel are engaged in one contest 
or another. 

2 s = 
Still Want More 

“Car buyers are chiselers,” said 
the sales manager of a Detroit 
Pontiac dealership. 

“Customers we worked on to 
clean up our ’53s are coming in 
now and trying to get the same 
discount on our new stuff,” he said. 
“What do they think we are? Don’t 
they realize they’re hurting the 
economic picture?” 

He said his firm still is giving 
discounts, up to $250, “but they 
still want more. 

“More and more people want the 
new Star Chief, Pontiac’s longer 
model,” he said, adding that most 
buyers want more luxury than ever. 

The sales manager said Pontiac’s 
introduction (Dec. 18) was ill- 
timed. “It was too soon before 
Christmas, when people were con- 
cerned with buying other things. 
That put us in a hole at the start,” 
he said. sas eae 


Sales Perking Up 


New-car sales have picked up 
and are only slightly less than dur- 
ing the same period of 1953, accord- 
ing to personnel of a Buick and a 
Ford dealership. 

But both agreed that sales are 
not coming easily and that dis- 
counts are necessary—about $150 
in each line. 

Luxury items are wanted by 
most buyers, they said, but the 
Ford salesman added that 
higher-priced options, like power 
steering, are not moving too 
well. 

“We used to be accused of over- 
loading our cars with undercoat- 
ing, windshield washers, chrome 
wheel covers, etc.,” said the Ford 
man. “Now a buyer insists on that 
stuff.” 

* * * 
Cleaning Up 

“A clean car seems to run better,” 
says Dan Ballard, service manager 
of Letts Oldsmobile, Dearborn, “but 
the wash rack has always been a 
headache in a service department.” 

Ballard, who confesses he used 

to try to talk customers out of 
car washes because the labor cost 
was greater than the customer 


been and Ballard assigns 
one man to rack at all times. 
“Tt makes the customers happy, 


turn out a $1.50 wash job in nine 
minutes,” he says. 
* 


. ” 
New Models Rumored 
One dealer for an independent 
make blames slow sales on the 
rumored possibility that the manu- 
facturer may introduce a new 
model — featuring a completely re- 
designed body and a V-8 engine— 
within the next six or eight months. 
“It’s hard enough to get sales- 
men to believe in the model 
they’re trying to sell now without 





few months,” this dealer says. 
“But then, the factory is going 
to have to give the people a better 
deal for their money. There are 
too many dealers in this line going 
out of business.” . 
= * 


Overhead Overheavy? 

A Detroit used-car dealer, who 
says he still keeps books in black 
ink although his volume has 
sagged, credits low overhead for 
his business health. 

“I’ve got a paved lot and a little 
office to take care of. Look at the 


guy across the street (franchised 

dealer with a big layout),” he says. 

“He tells me his heating bill alone 

runs $50 a day. He’s going to have 

to sell a lot of cars to stay afloat.” 
+ * * 


Grandfather There, Too 
A 40-year span is embraced ir 
the showroom of McGuire Motor 
Co, (Buick), Detroit. 
On display, alongside the sleek 
54s, is a 1914 Buick, meticulously 
restored. The car is not for sale. 


Wolfard Names Peterson 


Catlin Wolfard, president of Wol- 
fard Motor Co., (Ford), Portland, 
Ore., has appointed Robert E. 
Peterson as vice-president and gen- 
eral manager of the firm’s two 
branches. Peterson has been with 
Wolfard for six years and has been 
general manager for the past year. 





Ford’s Williams 
To Aid Crusade 


NEW YORK.— Walker A. Wil- 
liams, sales and advertising vice- 
president of Ford Motor Co., has 

, ae been appointed 

% Michigan chair- 
man of the Cru- 
sade for Freedom, 
Henry Ford I, 
national chair- 
man, announced 
last week. 

Williams will 
help coordinate 
the work of local 
re direc- 
tors and volun- 
mh teers in a drive 
to win the support of 25 million 
Americans for Radio Free Europe’s 
“truthcasts” to oppressed peoples 
behind the iron curtain. 
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The performance of the car you build and sell today may very 
well be the deciding factor in some future automobile sale. 
It is just good business, therefore, to choose your engine 
components on the basis of long-range economy. In carbu- 
retors, the name Stromberg is famous for better performance 
—it is also a fact that Stromberg Carburetors last longer. 
Judge value as your customers will and you will agree— 
Stromberg* Carburetors are the logical choice. 


ECLIPSE MACHINE DIVISION OF 
¢ Standard Equipment Sales: Elmira, N. Y. 


¢ Service Sales: South Bend, Ind. 






















*REG. U. S. PAT. OFF. 


Bendix 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd St.. New York 17, N. Y. 
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Stromberg* Carburetor 


oY 


Bendix* Electric Fuel Pump 
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* Folo-Thru Starter Drive 











r ALL our pupils are wide awake 
and thinking, will some member 
of the class tell me quickly: What 


is the greatest business in the 
world? 

It can’t be Food, since that de- 
pends upon the farmers, ranchers, 
the weather and distribution, It 
couldn’t be Shelter for that de- 
pends upon your income and the 
architects. Nor Clothing, since, 
nowadays, all you need to wear 
is a “sarong” to keep out of jail. 
Or Communication, since that 
business is so young. 

Of course, it’s Transportation, 
upon which depends every other 
human activity, from carrying 
the young bride across the 
threshold, to national distribution 
of all goods and people, upon 
which Americans spent $57 billion 
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in 1953, It’s the greatest civilizing 

factor in the world. 

If you don’t believe it, ask some 
one of the hundreds of millions of 
Russian or Chinese peasants how 
he’d like to take just one trip to 
the market where the products he 
produces are bought and later con- 
sumed by the millions of happy 


| people who don’t have to work for 
|a few kopecks a day. 


Here’s a quick picture of what 
has happened in the business of 
transportation just in the last 15 
years. Now it represents one-sixth 
of the nation’s corporate invest- 
ment. It performs services valued 
at one-tenth of all the goods and 
services produced in America. It 
absorbs one-tenth of the business 
expenditures for new plant and 
equipment. It employs one out of 
every 20 employed persons in the 


country. 
* * 


50 Million Cars 


N 1954 these arteries of commerce | 


will include not only the 50 or 
60 million motor cars in operation, 
but the basic facilities of 28,300 
miles of inland waterways, 3,326,510 
miles of streets and highways, 72,- 
328 miles of airways, 55,679 civil 
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Fisk Tire Broadens Radio Program— 

More radio advertising will be used this year by the Fisk tire division of U. S. 
Rubber Co., according to Elliot Detweiler (second from left), advertising manager. He 
is discussing plans with personnel of Broadcast Advertising Bureau. 





airports, 173,000 miles of petroleum | operated by the larger scheduled 


roads. 

Thousands of transport agencies | 
operate over these basic facilities, 
including 130 large railroads and 
50 smaller ones, operating 2,083,356 
freight cars, 41,201 passenger cars, 
and 52,447 locomotives. There are 
89,313 airplanes, of which 1,078 are 





| pipelines, and 223,427 miles of rail-| lines in domestic service. 


Other facilities include t ho.u- 
sands of local, state and inter- 
state trucking companies, with 
9,460,000 trucks of all kinds; 2,- 
847 bus companies; more than 850 
water carriers on inland water- 
ways; 18,437 tow boats, tugs and 
car floats on the nation’s rivers, 
canals and harbors, including 


Partners switch to Blue Sunoco 


...Doost gallonage by 214% 





oe 


‘*‘BUSINESS SOARED! We sold 39,494 gallons of 
Blue Sunoco in one month. Exactly 12 months be- 
~ fore, at the same station and under the same busi- 


YOU, TOO, can do what James J. Hudd 
and Kasmer Liska did: Switch to a Blue 
Sunoco dealership and materially increase 
your gasoline gallonage. Here’s why... 


Sun dealer policy protects against crowd- 
ing. Sun dealers sell against competitive 
brands; they don’t sell against each other. 


ONE GRADE—ONE PRICE 


Motorists who switch to Blue Sunoco stick 
to it because they like Sun’s principle of one 
—and only one—highest-quality gasoline at 
regular gas price. No “second-grade” gas. 


Sun dealers get the constant backing of mil- 
lions of dollars worth of strong advertising 


“You can’t dispute the facts” 


one 


ness conditions, we sold only 12,580 gallons of our 
previous brand,” say James J. Hudd and Kasmer 
Liska, Sunoco dealers in Warrensville Heights, Ohio. 


and merchandising each year. And sales 
counselors keep dealers up-to-date on 


market and sales conditions. 


CONTACT US 


A Sunoco dealership may be available in 
your territory. Call our local office or write: 
Sun Oil Company, Philadelphia 3, Pa. 





SUN OIL COMPANY, Philadelphia 3, Pa. 


that giant fleet of ore and coal 
carriers on the Great Lakes, 9,- 
352 craft on the Mississippi and 
Gulf Intracoastal waterways. 

The above figures have just been 
released by the Transport Assn. of 
America in an effort to promote 
legislation to coordinate the control 
of carriers of all kinds. 


* * * 
Foresight of Pioneers 
EN that noble old_ rebel, 
Gadsden, made his famous 


“purchase” of the richest parts of 
Arizona and parts of New Mexico 
and northern Texas (more than 
40,000 square miles) from the al- 
most bankrupt Santa Ana, he 
wasn’t thinking only of a route 
for the Southern Pacific. He 
wanted to keep out those “political 
carpet baggers” who were planning 
to build the Union Pacific to con- 
nect the north with the “golconda” 
of the west. 

When Seward promoted the 
purchase of Alaska from the Rus- 
sians for a paltry $7 million he 
wasn’t thinking of those millions of 
seals on the Pribiloff Islands which 
the Russians were slaughtering. 
Perhaps he was dreaming of the 
riches of the Klondike and the 
day when the politicians would be 
debating whether to admit Alaska 
as another state. 

No one had heard of the 
Phillipines when Seward was 
secretary of state. The pineapple 
market was stagnant, because 
the Spaniards who were exploit- 
ing the poor ignorant natives 
had no idea of the steamship 
lines which would transport their 
produce to the markets of Ameri- 
ca. 


P. S. Remember, I told you that 
Transportation is the most power- 
ful civilizing force in the world. 
| Does anyone question that the 
| progress of this nation toward 
|unity began when that owner of 
‘the old Model T took off for Cali- 
fornia and discovered that the man 
in Texas no longer carried a gun? 
The modern approach to the settle- 
ment of juvenile fears of Russia 
began when America started the 
“air lift” to Berlin. 

There’s nothing wrong. with 
France except she is operating 
under that antiquated system of 

| political selection which originated 

before the days of Caesar, when 
every small town politician wanted 
to be another Hannibal. 

You and I are most fortunate 
that we are living in a day when 
groups of college students and their 
parents are flocking to Europe on 
tourist fares. American soldiers are 
bringing home bright children 
from Korea to adopt. Have you 
noticed those good looking Chinese 
girls shopping at Macy’s and 
Gimbels? Well, think it over. 


15 Million Families 
Are Without Cars, 
Ford Aide Says 


DETROIT.—There are 15 million 
| American families without automo- 
biles, Thomas R. Reid, Ford Motor 
Co. civic affairs director, told 1,000 
| traffic and transportation execu- 
|tives at the Motor City Traffic 
|Club’s annual dinner last week. 


Proclaiming the need for confi- 
dence if the country’s economy is 
to remain prosperous, Reid cited 
other unfilled needs, including 2.5 
million American homes without 
electricity, thousands of miles of 
|}needed highways and $20 billion 
in school expansion needs in the 
next seven years. 


| “The voice of the pessimist is 
heard crying that we have come so 
far, we have no farther to go,” 
Reid said. “Such an attitude of lack 
of confidence in the future is the 
one thing which can keep us from 
progressing. It is possible that we 
can predict ourselves into a de- 
pression.” 

Reid, who served as assistant di- 
rector of defense mobilization for 
manpower from June to December 
last year, also described his 
“businessman’s observations in 
Washington.” 

He remarked, “There is a new 
awareness that government is will- 
ing to provide the background 
music for the operation of the 
nation’s economy, instead of calling 
the tune in strong, dominant 
tones.” 
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More than 2,400 General Tire & 
Rubber Co, employes became stock- 
holders Feb. 1 when the firm’s 
group stock purchase plan went 
into effect. 

In announcing the plan, W. 
O'Neill, president, said “The pur- 


pose is to provide a means by 
which employes who so desire may 
become the owners of common 
stock of the company. Also, it will 
assist them in a long-range pro- 
gram of savings.” 

Under General's plan of group 
purchases in 100-share lots, the 
employe will save broker’s fees plus 
“odd-lot” charges. Payment is by 
payroll deduction. 

The cost of the plan is being ab- 
sorbed by General. This includes 
all expenses of preparing and oper- 
ating the plan, registration under 
the Federal Securities Act of 1933 
and such qualifications under state 
securities laws as may be required. 
The company also furnishes each 
participant with a quarterly state- 


ment. 
2 + 


Firestone Sales 
Top $1 Billion 


Harvey S. Firestone jr., chairman 
of Firestone Tire & Rubber Co., 
told stockholders at their annual 
meeting in Akron that he looked 
forward to a year of “substantial 
progress” and reported the highest 
net sales in the history of the com- 
pany—$1,029,402,035. 

The largest program of modern- 
ization and expansion ever under- 
taken by the firm was carried out 
during 1953, Firestone said. 

Development of many new prod- 
ucts, including tubeless tires, safer 
and longer-wearing truck and car 
tires, new vinyl resins, Velon plas- 
tic yarns and Butaprene synthetic 
rubbers, will open up new markets, 
he added. 

The net sales compared with 
$965,364,427 for the previous year. 
Net income amounted to $46,748,971, 
compared with $43,081,717 the year 
before. 


* 


Parkersburg-Aetna Merger 


Is Put Into Operation 

Merger of Parkersburg Rig & 
Reel Co., Parkersburg, W. Va., and 
Aetna Ball & Roller Bearing Co., 
Chicago, which was approved at 
special stockholder meetings, has 
been placed in effect. The combined 
company now is known as Parkers- 
burg-Aetna Corp. 

The two concerns will be operated 
as divisions of the West Virginia 
corporation. Parkersburg Rig & 
Reel manufactures equipment used 
in the production, processing and 
storage of petroleum products. 
Aetna manufactured ball and roller 
bearings and related products. 

A. Sidney Knowles, formerly 
chairman and president of Parkers- 
burg, is chairman of the board of 
the merged corporation, and Wil- 
liam A. Wood, Aetna president and 
treasurer, holds the same offices in 
the new organization. 

ok x oe 


Carborundum Set to Buy 


American Tripoli Corp. 


Agreement has been reached for 
Carborundum Co., Niagara Falls, 
N. Y., to acquire the capital stock 
of American Tripoli Corp., Seneca, 
Mo., according to Gen. Clinton F. 
Robinson, president of Carborun- 
dum. 

Robinson said American Tripoli 
owns deposits of and a plant for 
the production of “Seneca 
Standard” Tripoli, an unusual form 
of silica found in the Ozark 
Mountains, It is used as a catalyst 
carrier in petroleum cracking and 
other industries. 

x * + 
Miller Reports $11,433,851 
Sales; $555,398 Profit 


Miller Mfg. Co. reported net in- 
come after Federal taxes of $555,398 
_ the 1953 fiscal year ended Sept. 

0. 

Sales for the fiscal year totaled 
$11,433,851, In fiscal 1952, Miller re- 
ported a net income of $556,594 and 
net sales of $10,466,523. 

s 7 on 


Alltime Record in Sales 


Set by Dayton Rubber 


Dayton Rubber Co., Dayton, O., 
established an alltime record for 


On the Financial Front 


net sales in 1953, A, L. Freedlander, 
president, wrote in the 48th annual 
report to stockholders. 

Freedlander announced the new 
high in sales, recorded for the 
fiscal year ended Oct, 31, to be $57,- 
922,461, compared with the previous 
high of $54,602,954 in 1951. In 1952 
the total was $54,023,245, 


Net earnings for 1953 totaled $1,- | 


602,203, compared with a 1952 net 
profit of $1,500,875, 
* + 


Continental Motors Reports 


Sales Up, Earnings Down 


Continental Motors Corp., De- 
troit, and its consolidated subsidi- 


* 


CT eM CU mC Lhiving 
ML ET Dyn 





in the fiscal year ended Oct. 31, C. 
J. Reese, president, has reported. 
This compares with $264,219,009 in 
1952, 

Net earnings for the 1953 fiscal 
year were $6,023,812, against $6,126,- 
021 in the previous year, he said. 
Federal and state taxes on income 
were $13,840,000 in 1953 and $14,- 
900,000 in 1952. 


* * * 
Bendix Sales, Earnings Set 


Record for Peacetime 
Dollar sales volume and net earn- 


troit, attained new peacetime peaks 
in the fiscal year ended Sept. 30, 
according to Malcolm P. Ferguson, 
president. 
Net sales, 
operating income were $638,544,637, 
compared with $508,701,892 for fiscal 





1952. Earnings rose to $17,352,710, 


--- another instance of Borg-Warner 


Engineering 


that helps sell cars 


The famous Borg-Warner Overdrive, offered on 


thirteen leading makes of cars, has many advantages 


that strengthen the dealer’s sales story. For here is 


the advanced type transmission that lets the engine 
laze along at 28 miles an hour with the speedometer 


showing 40. Or, at 


42 while moving along at 60. 


You can feel the smoother performance—quiet, free 


ings of Bendix Aviation Corp., De- | 


or $8.20 a common share, from $15,- 

295,159, or $7.22 a share, in 1952. 
Bendix's volume of $99 million in 
automotive products represented an 
alltime peak, up $23 million from 
sales in the same category in 1952, 
Ferguson said. 
+ * * 


Inland Steel Boosts Income 


To $33,867,184 for 1953 
Inland Steel Co. reported a net 
income of $33,867,184 for 1953, com- 
pared with strike-depressed earn- 
ings of $23,755,218 in 1952 and a net 


| of $34,398,585 in 1951. 


Consolidated sales totaled $576,- 
486,971, up 25.9 percent from 1952 
and 11.1 percent above the previous 
record of $518,684,618 established in 


| 1951, 
royalties and other | 


* * + 
Ford of Canada 
Directors of Ford Motor Co. of 





Canada have increased the quar- 





41 


terly dividend to 75 cents a share. 
They have also declared an extra 
dividend of $1.25 a share, as com- 
pared with $1 for the past two 


years. 
* * 6 


Lee Rubber Sales Up 
Net sales of Lee Rubber & Tire 


| Corp., Conshohocken, Pa., for the 


fiscal year ended Oct, 31 were $46,- 
302,361, compared with $45,335,579 
for 1952, Earnings before taxes 
were up $523,249 or 16.8 percent. 
Inventories were reduced 4.8 per- 
cent during the year. 





Greenleaf Changes Status 


Greenleaf Motor Co. (DeSoto- 
Plymouth), Greenleaf, Kans., is now 
a direct dealer, having operated an 
associate dealership formerly, The 
firm’s showroom has been re- 
modeled and redecorated. 





from engine vibration, restful — as B-W Overdrive 


cuts engine revolutions 30%. 

The customer is well satisfied to know that engine 
wear is greatly reduced, with longer life and fewer 
repair bills. And he gets the thrill of a perpetual 
bargain—saving gas on every Overdrive mile. 

B-W Overdrive, product of B-W’s Warner Gear 
Division, is a good example of the “design it better— 
make it better” policy applied to every Borg-Warner 
product. Proof again that .. . B-W Engineering 
makes it work—B-W Production makes it available. 


Year by year you find B-W Overdrive on the cars with 
the best mileage per gallon in the Mobilgas Economy Run. 


Almost every American benefits every 
day from the 185 products made by 


BorG-WARNER 


ENCINEERING 
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Gemy T T rath Orders 
Cut by $140 Million 


WASHINGTON.—The army has 
cancelled truck and trailer orders 
totaling $140 million, in keeping 
with the plan of Defense Secretary 
Charles E. Wilson to cut military 
spending by $1 billion during the 
remainder of the 1953 fiscal year. 

Six companies are affected by 
the slash. 

Of these, four firms now are 
expected to end their defense 
work in the middle of 1954, rather 
than March, 1955, producing less 
than 50 percent of the vehicles 
now on order. 

They are Pontiac and Reo, pro- 
ducing 2%-ton trucks; Willys, pro- 
ducing Jeeps, and Dodge, produc- 
ing %-ton trucks. 

Production schedules were cut 
by one-third for Checker Cab, of 
Kalamazoo, Mich., producing 1%- 
ton cargo trailers, and Freuhauf 
Trailer Co., Cleveland, making 1%- 
ton water trailers. 

These two companies were for- 
merly scheduled to remain in pro- 
duction until late in the fall but 
now will wind up their Army out- 
put near midyear, according to an 
Army spokesman. 

The spokesman explained that 











Dealers Reveal 
Car Mysteries 


To Conn. Women 


HARTFORD, Conn.— The Hart- 
ford Automobile Dealers Assn. is 
sponsoring a course in simplified 
mechanics for women drivers, a 
project deemed to have considera- 
ble public relations value, 

The 10-week course, given in 
cooperation with the Hartford 
Regional Technical School and the 
local Young Womens Christian 
Assn., includes both classroom and 
practical work. 

According to Lee Isenberg, HADA 
executive secretary, the women are 
grounded in preventive mainte- 
nance and emergency road service. 
They work on mockups at the 
technical school, and on real cars 
in the service departments of co- 
operating dealers. 

A similar course was given last 
year, and public interest was so 
high that the YWCA reported a 
waiting list of more than 200 
women. The course is open to “Y” | 
members at no cost; nonmembers | 
pay a $2 fee. 

Instruction is provided by| 
members of the HADA Parts &| 
Service Managers Club, who donate 
their services. The instructors 
stress the reliability of authorized | 
dealers, and spend one session of | 
the course analyzing ‘the new-car 
warranties. 

Women who complete the course 
successfully receive a graduation 
certificate from the association. 








Omaha Dealers | 
Pick McFayden | 


OMAHA. — Richard McFayden, 
McFayden Motors (Ford), has been 
elected president of the Omaha | 
New Car Dealers Assn. 


Other officers are Edward Hulac, | | 
Hulac Chevrolet Co., vice-president, | 
and Edward A. Rosen, Rosen-Novak | 
Co, (Hudson), secretary-treasurer. | 





Automation Called Boon 


To Small Firms, Too 


ERIE, Pa.—Contrary to popular 
belief, the automatic factory will | 
be a boon to the small producer, R. | 
C. Sollenberger, executive vice- 
president of the Conveyor Equip- | 
ment Manufacturers Assn., de-| 
clared at a meeting of the Ameri- 
can Materials Handling Society. 

“A stabilized product and a con- | 
tinuing market with but minor | 
fluctuations in demand are two | 
conditions that make the economics | 
of automation show profit,” Sollen- 
be said. “These conditions are 
as to be found in a small; 

Specialized plant as in a large 
corporation setup.” 


the cuts were made possible by 
the adjustment in Army strength 
and the improved production 
base. 

It now appears, he added, that 
orders for five-ton trucks and 


tanks will not be affected. 


Following the Administration 
economy line, the Bureau of the 


| Budget announced last week that 


the Government’s operating fleet 
of autos will have been cut off from 
55,249 to 51,719 cars by July 1. 


Counting the vehicles disposed 


|of and not replaced, the total re- 
|duction by July 1 will be 7,055 


cars, the statement said. This, it 
was pointed out, will reduce the 
Government’s capital investment in 
automobiles by approximately $10 
million and cut operating costs 
about $2 million a year. 

An accompanying breakdown 
showed the Department of De- 
fense would lose the most cars— 





New Yorkx—This story-and-a-half house has two bedrooms, 
living room, kitchen, dinette and bath. It was built by the John 
Ottenschots, Cortland County. 





Missourr—In just three months, Eugene Anderson, of Schuyler 
County, built this house himself. It has 3 bedrooms, 14 x 17-foot 








Propeller-Driven Racing Car— 


The Aerocar, an Argentine racing car, which uses a propeller as a supplementary 
force and is said to reach a speed of 154 miles per hour, was recently demonstrated 
Designed by Reinhard Horten, 
bombs, the auto was built by the Institute of Aeronautics and 


in an Argentine race. 
Germany's V-1 
Mechanics in Cordoba —United Press Photo. 


about 1,700 out of a fleet of more 
than 30,000. 

Wilson said his department is | 
working on plans to keep the air- | 
craft industry on a sound level | 


living room, full basement, breakfast nook. 





ILttino1s—The Andrew Bechtels house, Woodford County, has 
3 bedrooms and bath in right wing; living and dining rooms 
center; kitchen, eating area and utility room in left wing. 


one of the 


inventors of 


Atlanta Dealers 
Set Apr. 4-10 as 
‘New Car Week’ 


ATLANTA.—New Car Week, Apr. 
4-10, will be observed here with 
open houses at all dealerships affili- 
ated with the Atlanta Auto Dealers 
Assn. 

Dealerships will remain open in 
the evenings. Showrooms will be 
specially decorated, and prizes and 
favors will be given visitors. The 
week’s special showings will be 
kicked off by a proclamation of 
Atlanta’s mayor. 

Appearing on Apr. 4 will be a 
| special 18-page rotogravure section 
in the Atlanta Journal-Constitution 
featuring 1954 models and empha- 
sizing the role dealers play in con- 
tributing to the economic and civic 
stability of Atlanta. 





Moore Quits Business 


Moore Motor Co. (Dodge-Plym- 
outh), Osawatomie, Kans., has held 


“without. the feast and famine” “of ja “quitting-business” auction sale. 


past years. 


He declared the Administration | real 


Included in the sale were the firm’s 
estate, buildings, fixtures, 


is anxious to prevent further costly | equipment and parts. The auction 


“dislocation of management. re 


was conducted by Judy Auction Co. 








IowA—The Martin Sixt house, Osceola County, was built from 
SuccessFUL FARMING plans. Bedrooms, living quarters, recreation 


room and work areas are on three different levels. 


nese are 








INDIANA—Many closets, large workroom, office, fruitroom make 
basement unnecessary in the Earl Potts house, Boone County. 
Ceilings have radiant heat. Breezeway connects garage. 


~~ 


Minnesota—Bert Hanson, Blue Earth County, built this stone- 
walled, flat-roof, fireproof house with 2 bedrooms, bath, den on 
lower level; kitchen, living and work rooms on ground floor. 


2 6 
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But Discounting Continues... 








Business Perks Up in Gotham 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Although the re- 
tail picture here is far from rosy, 
several things have occurred re- 
cently to give rise to some hope. 

Dealers report that business is 
not what it should be, but they 
are willing to admit that things 
have picked up some since the 
first of the year. Discounting, 
however, continues in most lines. 

It apparently has a fairly good 

hold on many ’54 lines. 

On the Friday and Saturday pre- 
ceding the recent snowstorm, busi- 
ness was brisk in many dealer- 
ships. 

Dealers in some lines, who hadn’t 
been doing any business at all, said 
they sold a substantial number of 
cars. Along Broadway, in partic- 
ular, reported an increase in the 
number of good deals written. 


Probably even more interesting 
is the fact that dealers are begin- 


who reported strong business on 
the two days mentioned above, also 
stated that the used-car deals they 
wrote exceeded their expectations. 
This same condition exists through- 
out the area, for the most part. 


Brittsh Trade Pair 
To Start May 3 


LONDON.—The British Industries 
Fair, Britain’s annual new-products 
show, will be held May 3-14 in 
London and Birmingham. Two 
thousand exhibitors representing 
nearly 100 different industries will 
demonstrate to home and overseas 
buyers a cross-section of British 
production, 

Consumer goods will be shown 
at two halls in London — Olympia 
and Earls Court—while heavy in- 
dustry will exhibit its products at 
the exhibition hall at Castle Brom- 
wich, Birmingham. 

Information for prospective 








Speculation has arisen that the 
used-car market might be much 
healthier this year than in 1953. 

One dealer said that he thought 
1954 would be a fairly good used- 
car year, for several reasons. It 
was his observation that prices 
of used cars have become far 
more realistic than in past years. 
This in turn, he thought, would 
bring more people into the mar- 
ket. 

Further, he stated that the de- 
crease in the amount of overtime 
being paid would take many people 
out of the new-car market. 

These same opinions, with minor 
variations, are being expressed by 
other dealers. 

Another interesting fact has been 
brought to the fore recently, with 
rather startling clarity. 

In the present market there are 
two schools of thought on how a 
dealer should conduct his merchan- 


ning to notice a fairly strong used- 
car market. Each of the dealers 


consulates. 
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visitors is available at all British 





dising campaign. 


Wisconsin—This ultra-modern SuccessFUL FARMING Home No. 82101, built 


by Les Manke, Columbia County, has 2 bedrooms, workroom, living room, dining 
area, efficient U-shaped kitchen facing farm court. All traffic bypasses rooms. 


Once the well kept barn and ill kept house 
were evidence of the prosperous and provident 
farmer . . . but no more. 

A revolution in farm living has been under 
way since World War II, A dozen years of 
high prices and profits have given support to an 
unprecedented boom of new building, and 
remodeling of farm homes. 


Every year SUCCESSFUL FARMING families 
build tens of thousands of these new houses . . . 
good looking enough to belong in any smart 
suburb; with central heating, modern kitchens 
and bathrooms, liberal lighting and attractive 
color schemes. 

The farm home is also a part of the farm 
plant, allied with farm business; and these new 
houses differ from urban dwellings in design 
and plan; include work and utility rooms, 
more storage space and closets, often offices. 
The trend is to segregate sleeping, living and 
working quarters and channel traffic around 
the various units. 


Home surpie is easier, less expensive 
for the farmer. He can choose from scores of 
practical, proven, SuccEssFUL FARMING plans, 
drawn by some of the country’s best architects. 


_ Cleveland, Detroit, San Francisco, 


Thousands of SF House Plans, priced at $2.50 
to $5.00, have been sold in recent years. 

He buys the materials and equipment he 
needs direct from dealers. He works on his 
house in his spare time, and is helped by his 
neighbors, needs a minimum of skilled labor, 
escapes many of the restrictions that make 
building more costly in urban areas. And his 
finished house often costs thirty percent less 
than the custom or speculative built house of 
the same size in the city. 

In the new home the old furniture is often 
largely replaced, new furnishings, decoration, 
and appliances are installed. 

The home market is hot today among SF 
farmer families. Eight out of ten are in the top 
bracket—the 39% of farms which earn 88% 
of the total US farm cash income. 

In SucceEssFUL FARMING alone, the new car 
advertiser has a market equivalent to another 
national suburbia! This magazine balances 
national schedules, taps buying power little 
touched by general media. Ask any SF office 
for the facts. 


MEREDITH PUBLISHING COMPANY, 
Des Moines... New York, Chicago, 


Atlanta, Los Angeles. 


“Razzle-dazzle” 
techniques are supported by one 
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Atkins a Nash Dealer 25 Years— 


A clock is presented to R. E. Atkins (second from right), president of Atkins Motors, 
Inc. (Nash), Raleigh. N. C., in commemoration of his 25th year as a Nash dealer. 
With him are (from left), V. T. Sarver, Nash sales promotion manager in the Charlotte 
zone; M. F. Beasley, district manager; C.C. Lupton, secretary of the firm, and A. R. 


Seaburn, assistant Charlotte zone manager. 


school, while the opposite contin-| odically to acquaint the dealer 
gent propounds the theory of a 
more conservative, long-range ap- 


proach. 


Various surveys, available 
through line groups and other 
sources, show a dealer’s relative 
position, profitwise, with that of 
other dealers in his area. Tabu- 
lations are sent by factories peri- 


















jin that order, 


with his standing in his group. 

The most interesting indication 
here is that the dealers who have 
consistently shunned trick mer- 
chandising methods appear at the 
top of the reports. 

One dealer, quite proud of his 
standing, said he made the top of 
the list in spite of the fact that he 
sold fewer units than some others. 
He felt that in the long-range view, 
the factory was happier to see a 
strong dealer organization. 





Tupman Issues 
Check List for 
Car Shoppers 


LOS ANGELES.—A check list of 
things to watch for in buying a 
new car has been published for 
prospective purchasers by Tupman 
Motors (Lincoln-Mercury). 

The folder is Tupman’s answer to 
the Los Angeles-area_ situation 
where 27 L-M dealers spiritedly 
compete for business. 

The check list represents an ef- 
fort to aid the prospective ouyer 
to find out the actual retail price 
of a car and its accessories. Hilt 
Tupman, president of the firm, in- 
tends to promote the lists in the 
company’s newspaper, radio and 
direct-mail advertising. 

The folder suggests that the 
buyer carefully check the price of 
the car, price of the accessories, fi- 
nance charges, insurance costs, 
taxes included, tradein allowance, 
delivery date, service charges, 
dealer’s service facilities, dealer’s 






location and his reputation. 


Under each point to be checked, 
the folder informs the prospective 
buyer exactly what he should re- 
ceive and what pitfalls he may en- 


| counter. 


Canada Speeds Up 


Road Construction 


‘Trans-Canada highway construc- 
tion was speeded up in 1953 and 
contracts on the 5,000-mile road 
tutaled $137,825,000 by the end of 
tue year, the Public Works Minis- 
try announced. 


Nearly every one of the nine par- 
ticipating provinces, except Quebec, 
nas added substantially to the mile- 
age of completed, paved highways 
last year. 

Ontario, Saskatchewan, Alberta, 
British Columbia and Manitoba, 
have the longest 
stretches of completed highways 
but Prince Edward Island, with 
better than 44 percent of its total 
proposed mileage completed, leads 
the field in this respect, it was re- 
ported. 

Contracts valued at $46,343,500 
were approved during 1953, more 
than $12 million above 1952. 


Engineering Association 


Plans Cleveland Unit 


CLEVELAND. — The National 
Assn. of Engineering Cos. has called 
a general meeting of independent 
engineering companies for 8 p.m. 
Feb. 22 at the Cleveland Hotel to 
discuss the formation of a Cleve- 
land chapter of the association. 

The association presently num- 
bers approximately 60 firms as 
members, 















Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars broke sharply last 
week, falling $25 to a new low level of $639, according to Automotive 
News’ index. 

The loss was the biggest in two months. 

The one bright spot in the index was the average price of 1948 
models, which climbed $20. It was the second consecutive gain for ’48s. 
All other models declined. 

Losses were as follows: ’53s, down $112; ’50s, down $31; ’51s, down 
$29; ’4%s, down $25; ’46s, down $9; '49s, down $8 and ’52s, down $4. 

Auction action continued brisk last week, with the ratio of sales 
running at 68 percent of offerings. At nine representative auctions 
last week, 1,479 cars were offered and 1,009 sold, At the same number 
of sales a week earlier, 1,496 cars were offered and. 1,001 sold, 
Prices marked with an * indicate a unit equipped with an automatic 

transmission or overdrive, and (ps) indicates power steering. 


ALBANY '47 Special sedan, $300. '46 Super sedan, 
$130. 


(Tim Anspach Auto Auction. Sale every | CADILLAC—'51 (62) sedan, $2,040*. '50 
Monday. Prices are for sale of Jan. 25.) (61) sedan, $1,900*. "49 (62) sedan, $1,- 

(More activity and higher prices. 250*. "48 (62) conv., $910*. "46 (62) se- 
Largest crowd of the past six months dan, $320*. 
but small run of cars. Prices higher on | CHEVROLET—’54 Bel Air sedan, $2,120*; 
clean low mileage cars, other kinds (210) sedan, $1,965*. °52 SL Deluxe se- 
steady and easier to sell. Sold 74 cars dan, 2 at $1,090; 2 at $1,050. '51 Bel 
out of 88 offerings.) Air sedan, $1,000; SL Deluxe sedan, 
BUICK—’53 Special sedan, $1,950*; Super $880, $840*, $830. ‘49 SL Special sedan, 





sedan, $1,400*. "50 RM sedan, $860", coupe, $300; FM sedan, $280. 
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ENGINEERING CORPORATION 
19000 W. 8 Mile Rd. ¢ Detroit 19, Mich. 





Riviera sedan, $2,180*. '52 Super Riviera $560. '48 SM sedan, $340. '47 SM club | 


| 
$770*, $650*; Super sedan, $685*. °49| CHRYSLER—'52 Windsor club coupe, $1,- 
Special sedan, $450; RM sedan, $440*. 000*. 





— '52 Custom sedan, $950*. ’51 


Custom sedan, $880*. 


DODGE — ‘50 Coronet sedan, $460°. °47 
Custom sport coupe, $260. 

FORD—’52 Custom (6) sedan, $1,120*. ‘51 
Custom (8) sedan, $860*; Deluxe (6) se- 
dan, $700, $610. °50 Custom (8) sedan, 
$500. "49 Deluxe (8) sedan, $440, $250; 
Custom (8) sedan, $425*; (6) ‘%-ton 
pickup, $380. '47 Deluxe (8) sedan, $220. 
46 Super Deluxe (8) club coupe, $270; 
sedan, $225. 

MERCURY—’54 sport coupe, $2,650*, $2,- 
390*. ’53 sedan, $1,570*. '51 club coupe, 
$850*. °49 sedan, $550, $410. 

OLDSMOBILE—'49 (76) sedan, $510*. ‘48 
(98) conv., $350*. '46 (76) sedan, $210*. 

PACKARD—’52 (200) sedan, $1,080. 

PLYMOUTH — ‘53 Cranbrook sedan, §$1,- 
080*. ’51 Cranbrook club coupe, $645. 
’47 Special Deluxe club coupe, $210; De- 
luxe sedan, $225. 

PONTIAC—’ 54 Chieftain Deluxe (8) sedan, 
$2,000*. °53 Chieftain Deluxe (8) sedan, 
$1,670*. '52 Chieftain Deluxe (8) sedan, 
$1,360*. '51 Chieftain Deluxe (8) sedan, 
$1,150*; (6) sedan, $980. °49 Chieftain 
(8) sedan, $450*. °47 Torpedo (6) conv., 


$180. 
STU DEBAKER—’50 Champion sedan, $350. 


DENVER 


(Denver Auto Auction. Sale every Sun- 
day and Tuesday. Prices are for sale of 
Jan. 24 and 26.) 

(More cars offered for sale. ’54s slight- 
ly lower. Older units steady. Sold 255 
cars out of 416 offerings.) 

BUICK — ’54 RM Riviera 2-dr., $3,400* 


(ps); Super conv., $3,185* (ps); Super | DeSOTO — (6) 
Riviera 2-dr., $3,125*, $2,920*; Century | DODGE — ’54 Royal (8) 
4-dr., 2 at $2,875*. ‘53 RM Riviera 2- Coronet (8) $2,105*. 
dr., $2,200* (ps); Super Riviera 2-dr., (6) 4-dr., *51 Coronet 
$2,150*; RM 4-dr., $2,050* (ps). "52 RM $700*. 

Riviera 2-dr., $1,400* (ps). FORD "54 Country 
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4-dr., 
4-dr., $2,745* (ps). 
100. 

| CHEVROLET—’'54 Bel Air 4-dr., 
$2,190*, 
$1,885, $1,815; 
conv., 


(ps). 
Imperial Newport, 
Windsor 4-dr., $735°. 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$3,240°. 
’50 (60S) 4-dr., $2,- 


sport coupe, 2 at $2,200; 
(210) Handyman, $2,050; 
4-dr., $1,950*; 2 at $1,900*. 
CHRYSLER—’54 NY Deluxe 4-dr., $3,200* 
"53 NY 4-dr., $1,965* 
$1,340, 


Squire $2,505*; 
| CADILLAC—’'53 (62) coupe, $3,520* (ps); Country sedan, $2,450*, $2,395*, $2,370*, 








ee 
Ou organization, the largest independent experimental 
engineering company in the country today, has a three-fold aim: 
“To relieve periodic congestion in the experimental 
departments of large manufacturers . .. 
“To provide smaller manufacturers with both experienced 
personnel and modern development facilities at a 
fraction of normal year-round operating costs, and ... 
“To permit centralization of responsibility for your 
entire experimental program within 
a single qualified organization. 
“Our clients have found that a most important 
consideration is the fact that our experimental work, 
from designing and engineering to the final metal 
working model, is all done under one roof. Nothing 
is farmed out. Large and small manufacturers of all types 
of products . . . automobiles, trucks, appliances, etc... . 
avail themselves of our skilled specialists and unique facilities. 
“If you think we might be of assistance to you, 
we'll be glad to furnish you with more details 
concerning our complete creative services in an 


entitled: From Start to Finish, 


President 





All under one roof . . . offering complete facilities, from de- 
signing and engineering to finished metal working models. 


ory of Product Development.” : , 


“Our Job is Creating 
New Products for 
Tomorrows Markets 
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Feb. 1954 Jan, Dec. 

Model To Date 1954 1953 
1953 $1,598 $1,710 $1,816 
1952 1,076 1,080 1,122 
is retcivesvee 754 783 827 
1950. ‘ 560 591 637 
1949. 432 440 463 
1948.. 308 288 310 
1947. 206 231 254 
1946 181 190 216 


Average $ 639 $ 664 $ 706 













$2,240; Skyliner 2-dr., $2,280*, $2,215, 
$2,210; Victoria, $2,380, $2,375*, $2,360°, 
$2,325*, $2,305*, $2,275*, $2,255*, $2,- 
240*; conv., $2,330*%; Ranch Wagon, §$2.- 
265*, $2,250*; Custom (8) 4-dr., §2,- 
205*; Crest (8) 4-dr., $2,230*. 

HUDSON—’51 Pacemaker 4-dr., $630*. ‘50 
Commodore (8) 4-dr., $540. '49 Commo- 
dore (6) club coupe, $370. 


LINCOLN — ’'54 4-dr., $2,540* (ps). '53 
Cosmopolitan sport coupe, $2,570*. 
MERCURY — ’54 Sun Vailley, $2,815*; 


Monterey sport coupe. $2,600*; Custom 
4-dr., 2 at $2,430*; 2-dr., $2,345*. ‘52 
Monterey 4-dr., $1,520*. 

NASH—’52 Super Statesman 4-dr., $935*. 
’51 Super Statesman 4-dr., $500*; Ram- 
bler station wagon, $500; (6) 4-dr.. 
$495. 

OLDSMOBILE—’54 Super (88) 4-dr., $3.- 
020° (ps). °53 (88) 4-dr., $1,980°. °51 
Super (88) 4-dr., $985*. '50 (88) 4-dr., 
$585*; 2-dr., $580*. ‘49 (98) Holiday, 
$745°*. : 

PACKARD—’52 (200) 4-dr., $1,045*. ’51 
(200) 4-dr., $900, $830, $695*. 

PLYMOUTH — '54 Plaza 4-dr., $1,825*; 
Savoy 4-dr., $1,740. °52 Cambridge 4- 
dr., $745. °51 Concord sedan, $745; 
Cambridge 4-dr., $680. 

PONTIAC — '54 (8) conv., $2,700*; Star 
Chief 4-dr., $2,680*, $2,600*, $2,675*, 
$2,550*, $2,540; Chieftain Deluxe (8) 4- 
dr., $2,420*; 2-dr., $2,.245*. '53 Custom 
(8) Catalina, $2,155; 4-dr., $2,055* (ps). 

STUDEBAKER—'53 Champion club coupe, 
$1,475. ’°51 Champion 4-dr., $575*; 2-dr., 
$545*. ’°50 Champion 4-dr., $430*; 2-dr., 
$425*. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale every 

Monday. Prices are for sale of Jan. 25.) 
(Market holding its own. Sold 32 cars 
out of 76 offerings.) 

BUICK—’51 Super 4-dr., $910; RM Rivi- 
era, $825. 

CHEVROLET—’53 Bel Air 4-dr., $1,630*: 
(210) 4-dr., $1,380*. "50 SL Deluxe club 
coupe, $585. °49 SL Deluxe 4-dr., $525; 
2-dr.. $500; station wagon, $500. 

DODGE—'50 Coronet 4-dr., $500. *48 Cus- 
tom 4-dr., $300. 

FORD—’54 Crest (8) 4-dr., $1,985*: Cus- 
tom (8) 2-dr., $1.870*. °53 (8) Ranch 
Wagon, $1,500. °52 Custom (8) 4-dr.. 
$960. °51 Custom (8) 2-dr., 2 at $740. 
$730; 4-dr., $710. '49 Custom (8) 2-dr., 
$495. ‘47 club coupe, $155. 

KAISER—’49 4-dr., $215. 

MERCURY — '51 4-dr., $895. °'50 4-dr. 
$675, $670. ’°49 sedan, $525. 

OLDSMOBILE—’50 (SS) 4-dr., $590. 

PLYMOUTH — ’51 Cranbrook 4-dr., $595. 
$345. °49 Special Deluxe 4-dr., $400. °47 
Special Deluxe 4-dr., $305. 

PONTIAC—-'53 Chieftain Deluxe (8) 2-dr., 
$1,675. 

STUDEBAKER —’50 4-dr., $445. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 29.) 
(More buyers than cars. New car of- 
ferings are gaining every week.) 
BUICK—’51 Super Riviera sedan. $1,110*: 
4-dr., $%50*. '43 Super sedan, $560. 
CHEVROLET—’5i Bel Air sedan, $1,960*: 
Hard Top, $2,200*; conv., $1,915; (210) 
sedan, $1,800. ‘52 SL Deluxe station 
wagon, $1,295; club coupe, $1,130. ’51 SL 
Deluxe sedan, $720. "50 SL Deluxe sedan. 
$585; club coupe, $730. "49 SL Deluxe 
sedan, $450; SL Special sedan, $4€5. '47 
FM sedan, $325, $300; club coupe, $360: 
FL sedan, $320; SM sedan, $300. °46 
SM business coupe, $225. 
DeSOTO—’50 Deluxe sedan, $645. 
DODGE—’'48 Custom sedan, $315, $195. 
FORD —'54 Main (8) sedan, $1,625: 
Custom (6) Victoria. $2,150* (ps). ’51 
Custom (8) sedan, $860*. ’50 Custom (8) 
sedan, $650, $600: Deluxe (8) sedan, 
$545, $485. '48 Custom (8) sedan, $320. 
MERCURY—’54 sport coupe, $2,300*, $2,- 
200. 51 sedan, $1,000. '49 sedan, $590. 
OLDSMOBILE—’49 (98) 4-dr.. $330*: (88) 
sedan, $730*. '47 (78) sedan, $250. °46 
(78) sedan, $230*: (76) sedan, $190*. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,615*. 
"52 Chieftain (8) Catalina, $1,.450°*. ’51 
Chieftain (8) sedan, $1,100*, $1,020*. ’50 
(8) sedan, $630. 
STUDEBAKER — '51 Commander sedan, 
$525*. '50 Champion sedan, $390. 
WILLYS — ‘°49 station wagon, $460. °48 
Jeep with plow, $525. 


OAKLAND 


(Pollock’s Used Car Auction. Sale every 

Wednesday. Prices are for sale of Jan. 27.) 

(Weather fine. Strong market on all 

sharp cars. Sold 111 cars out of 165 
offerings.) 

BUICK—’51 Super Riviera 2-dr.. $1,335°. 
"50 Super 4-dr., $890*, $980*; 2-dr., $625°: 
conv., $810°. °49 Super 4-dr., $570*; RM 
2-dr., $435*, $595*. °47 RM 4-dr., $240. 

CADILLAC—’52 (60) 4-dr., $2,980°. °51 
(62) conv., $2,155*; club coupe, $2,300°; 
(61) club coupe, $1,875*. 50 club coupe. 
$1,.930*. °49 (62) 4-dr., $1,240*. "48 (62) 
conv., $955*. '47 (62) 4-dr., $525*; conv., 
$550*. 

CHEVROLET — '53 (210) 4-dr., $1,155; 
panel, $1,200. '51 SL Deluxe 2-dr., $630; 
4-dr., $815*. '50 SL Deluxe 4-dr., $750*; 
2-dr., $655. '49 SL Deluxe 4-dr., $450. 
*48 conv., $330. °47 FM 4-dr., $325; 
conv., $210; club coupe, $155; 2-dr., $310. 

CHRYSLER—'50 Windsor Newport, $910. 
’49 Windsor 4-dr., $610; conv., $625°*. 

DeSOTO — ’52 Custom 4-dr., $1,100*. °50 
Custom club coupe, $665. °49 Custom 


(Continued on Page 45, Col. 1) 








































































MBsiview. 






Ve 











Used-Car Auction Prices 








(Continued from Page 44) 


club coupe, $325*, $555. °48 Custom 4-dr., 
$460. "47 Deluxe 4-dr., $245. 

DODGE — ’53 Coronet (8) 4-dr., $1,485*. 
50 Wayfarer (6) business coupe, $505; 
Coronet (6) 4-dr., $685, $650*. 49 club 
coupe, $585*. 


roRD—’53 Main (8S) 2-dr., $1,295. "52 (8) 
Victoria, $1,425*. °51 Custom (8) 2-dr., 
$805, $760, $795, $930; club coupe, $810; 
conv., $1.070* (8) Victoria, $1,145*; 
coupe, $1,000; panel (6), $535. "50 (8) 
conv., $730, $425; 4-dr., $730; (6) 4-dr., 
$585. °49 (8) 4-dr., $470; club coupe, 
$440, $485; ‘%%4-ton panel, $510; 2-dr., 


$455; (6) 2-dr., $405. '48 (6) 2-dr., $255. 


46 (8) 2-dr., $140, $155. 

HUDSON — '50 Commodore coupe, $545; 
Super (6) 4-dr., $475. 

KAISER—'48 4-dr., $145 

LINCOLN — '54 Capri coupe, $4,190*. °50 
2-dr., $800. '49 4-dr., $665. 

MERCURY—’53 club coupe, $1,965; Mont- 
erey, $2,255*. °51 4-dr., $975; station 
wagon, $1,230*. ‘50 4-dr., $800, 775, 
$530; club coupe, $700. 

NASH—’52 Statesman 2-dr., $1,015; Ram- 
bler, $945. °51 Statesman 4-dr., $625*, 
$800. "50 Ambassador 4-dr., $385; (600) 
4-dr., $425; Statesman 4-dr., $420; Ram- 
bler, $375. °49 (600) 4-dr., $375, $275. 

OLDSMOBILE — ’51 (98) 4-dr., $1,305*, 
$1,180%. "50 (88) 4-dr., $910. "49 (98) 
4-dr., $675, $660. °48 (76) 4-dr., $335, 
$325; conv., $355. °47 (98) 2-dr., $250; 
conv., $145. 

PACKARD—'47 4-dr., $180. 

PLYMOUTH — '51 Cranbrook 2-dr., $665, 
$650; 4-dr., $575. °50 Special Deluxe 2- 


dr., $620, $550. 48 station wagon, $245; 

4-dr., $260. "47 Special Deluxe club coupe, 

$305. 
PONTIAC—’52 (8) 


4-dr., $1,170*. '51 (8) 


4-dr., $1,050*. °50 (6) sedan, $530*, 
$760; conv., $930*. "49 (8) 2-dr., $640. 
"48 (6) conv., $270. ‘47 (6) 4-dr., $225. 
"46 (6) 4-dr., $270. 


STUDEBAKER—’53 (8) Commander 4-dr., 
$1,450. °51 Land Cruiser 4-dr., $710*. 
50 Champion 2-dr., $510; conv., $470; 
4-dr., $525. °47 (6) 4-dr., $355. 

WILLYS — ’52 (6) station wagon, $875; 
Aero Ace 2-dr., $870. 

MISCELLANEOUS - ’°563 English Ford 
Zephyr (6) 4-dr., $750. 


VALDOSTA, GA. 
(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 22.) 
(Prices are still high on clean cars. 
Sold 235 cars out of 313 offerings.) 
BUICK—’'54 RM sedan, $3,100. '53 Super 


sedan, $2,200*, $2,060, $1,750; Riviera | 
coupe, $2,090, $1,625. ‘51 Special sedan, 
$950*; conv., $940*. °50 Super sedan, 


$665, $660*; Riviera sedan, $645*, $600°*. 
"49 Super sedan, $425*. 

CADILLAC—’53 coupe, 
coupe deVille, $3,500*; 
450*. "52 (62) conv., 
sedan, $1,150*. 

CHEVROLET— 54 Bel Air sedan, $2,035*, 
$1,985*, $1,935*, $1,950*, $1,735, $1,850, 
$1,835; (210) sedan, $1,935, $1,750, $1,- 

$1,700; sport coupe, $1,975*; (150) 

sedan, $1,600. '53 Bel Air coupe, $1,600, 

$1,530; sport coupe, $1,550; (210) sedan, | 
$1,400. "52 Bel Air, $1,250*, $980*; FL 
Deluxe sedan, $1,075; SL Deluxe sedan, | 
$1,000*, $950*, $900*; station wagon, | 
$725. '51 FL Deluxe sedan, $850; Bel Air, | 
$850*. 

CHRYSLER—’'50 Windsor sedan, $850. “46 
NY sedan, $200. 

DeSOTO—’'46 sedan, $255. 

DODGE—’53 Coronet sedan, $1,000; Mea- 
dowbrook sedan, $950. '52 Meadowbrook 
sedan, $560. '51 Coronet sedan, $535. °50 
Wayfarer sedan, $445, $425. 


$3,750*, $3,425*; 
(62) sedan, §$3,- 
$2,805*. °49 (62) 





FORD ’54 Custom (8) station wagon, 
$2,475*; Sunliner, $2,475*; sport coupe, 
$2,190*; Main (8) Ranch Wagon, $2,080; 


Custom (8) sedan, $1,870, $1,830, $1,800; 


Crest Victoria, $1,900. ‘53 Custom (8) 
sedan, $1,500. ‘52 Custom (8) sedan, 
$1,300*, $1,115", $840, $1,115*, $1,150, 
$900*; Victoria, $1,280; ‘-ton pickup, 
$730. "51 Custom (8) sedan, $860, $725, 
$550; Victoria, $800, $650; conv., $725, 
$600. '50 Custom (8) sedan, $720, $650; | 


club coupe, $600. 
LINCOLN—'53 Capri, $3,000*. 

$1,875*. °49 sedan, $240. 
MERCURY—’54 club coupe 

sport coupe, $1,750*, $1,600*; 


"52 Capri, 


$2,405*. °53 
sedan, $1,- 


650*, 2 at $1,600, $1,5.5. 51 sport coupe, | 
$1,105*, $975; sedan, $900. 
NASH—’'53 Rambler, $1,450*. "52 Rambler, | 
$800. "51 Rambler, $700, $625. | 
OLDSMOBILE—'53 (98) sedan, $2,260*; | 
(SS) sedan, $1,805*. °51 (88) Holiday, | 
$1,100*; sedan, $1,035*. °50 (98) Holi- 
day, $850; (S88) sedan, $1,035*. 
PACKARD—'52 sedan, $1,100. 
PLYMOUTH ‘54 Cranbrook Belvedere, 


$1,875. "53 Cranbrook club coupe, $1,350. 
‘52 Concord suburban, $900; sedan, $675. 
’51 Concord sedan, $660; Cambridge club 
coupe, $650. °50 Deluxe suburban, $685. 

PONTIAC—’'54 Chieftain (S) sedan, §$2,- 
380*. '53 Catalina, $2,025*, $1,975*, $1,- 
950°, 2 at $1,675*; (6) sedan, $1,625*, 
$1,605*. °52 Chieftain (6) sedan, $1,050*. 
51 (8) sedan, $1,000*, $940*. 

STUDEBAKER—'53 Commander hard top, 
$1,650*, $1,610; sedan, $1,075. '50 Cham- 
pion sedan, $400. 

WILLYS — ’51 station wagon, 
station wagon, $580, $525. 


EBENSBURG, PA. 


(Edensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 28.) 
(Market shows little change. Attend- 
ance and interest continues high. Sold 56 
cars out of 82 offerings.) 
BUICK—’50 Super 4-dr., $720*. 


$550. °49 


CHEVROLET—’54 Bel Air 2-dr., $1,830*. 
"53 Bel Air sport coupe, $1,475. °52 Bel 
Air coupe, $1,110; SL Deluxe 4-dr., 


$950*; %-ton pickup, $680. ‘51 ‘%-ton 
pickup, $500. '49 FL Deluxe 4-dr., $500; 
SL Deluxe club coupe, $450; business 
coupe, $350; 1-ton stake, $355. "47 FL 
Aerosedan, $240. '46 SM 2-dr., $160. 
CHRYSLER—’52 Saratoga 4-dr., $1,180*. 
DeSOTO — ‘51 Custom 4-dr., $995*; club 
coupe, $800*. ‘48 Custom 4-dr., $340. 
DODGE—’51 Custom 4-dr., $370. 
FORD—’53 Custom (6) 4-dr., $1,300*; %- 
ton pickup, $1,137. '51 Custom (8) 2-dr., 
$755; %-ton pickup, $595. °50 Custom 
(8) 2-dr., $485; Deluxe (6) 2-dr., $490; 
%-ton pickup, $405 (8) ‘%-ton pickup, 


$495. 
FRAZER—'48 Manhattan 4-dr., $150. 


HUDSON—'49 (6) 4-dr., $200. "48 Commo- 
dore (8) 4-dr., $265. 

MERCURY — '51 4-dr., $800*. °50 4-dr., 
$705. '49 4-dr., $455. 

NASH—’50 (600) 2-dr., $265. '49 (600) 4-! 
dr., $280. 

OLDSMOBILE—'49 (76) 4-dr., $430*. ‘47 
(98) 2-dr., $195*. 

PACKARD—'50 4-dr., $400*. 

PLYMOUTH—'54 Belvedere 4-dr., $1,775* 
‘53 Cranbrook club coupe, $1,105. ‘51 


Belvedere 4-dr., $840; Cambridge 4-dr., 


$710. °50 Special Deluxe 4-dr., $550. °49 
Special Deluxe 4-dr., $450. °47 Special 
Deluxe club coupe, $250. °41 2-dr., $135. 


PONTIAC—'51 Chieftain Deluxe (8) 4-dr 
$980*, $960*. "50 (8) club coupe, $395* 
"48 (8) station wagon, $170. '46 (6) 


dr., $106. 

STUDEBAKER '52 Commander 4-dr 
$805. '51 Land Cruiser, $635*; Comman- 
der (8) conv., $560*. "47 Champion 4-cr 
$100. 


WILLYS—'47 station wagon, 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 22.) 
(Sold 169 cars out of 264 offerings.) 
BUICK—'53 Super Riviera, $2,140*. ‘52 
Super Riviera, $1,450*. '51 Super Riviera, 
$1,230*; RM Riviera, $1,145*. '50 Super 
Riviera, $900*, $800*; Special sedan, 
$535, $650*. '49 RM sedan, $480*, $390": 
Super sedan, $430, $470, $220. 


$390. 


CADILLAC—’53 (62) conv., $3,790* (ps). | 





A Pittsburgh OranVision 








‘51 (60 8) sedan, $2,250*. 50 (62) conv., | 


$1,800*; (61) sedan, $1,500°*. 
CHEVROLET — '53 (210) sedan, $1,080, 
$1,485. "52 SL Deluxe sedan, $950, $940*. 
‘51 SL Deluxe sedan, $700, $615, $525, 
710, $725. "50 SL Deluxe sedan, $615*, 


$435, $630, $615, $555. $570; Bel Air | 


coupe, $930, $670. '49 FL Deluxe sedan, 
$485, $125. °48 FM coupe, $290. '°47 FL 
sedan, $270, $240. 

CHRYSLER—’51 Windsor sedan, $925*. ’47 
Windsor sedan, $175. ‘46 Windsor coupe, 


$230. 

DeSOTO—'51 Custom sedan, $795*, $700*. 
"48 Custom sedan, $200. °47 Suburban 
sedan, $180. : 

DODGE—'52 Coronet coupe, $855*, $900°*. 
"51 Meadowbrook sedan, $655; Coronet 


sedan, $650*. °49 Coronet sedan, $415*; 
coupe, $345. 

FORD — '54 Crestline (8) sedan, $1,800, 
$2.125*; Victoria, £2,150. °53 Custom 
(8) sedan, $1,355. $1,340. '52 Custom 
(S) sedan, $1,025 $1,180; Victoria, 
$1,.350*. ‘51 Custom (8) sedan, $775 
$850. $705, $750, $700. '50 Ford Custom 
(8) sedan, $500, $540, $450. '49 Custom 
sedan, $390, $425*. 


FRAZER—'49 Manhattan sedan, 


HUDSON — ‘51 Pacemaker sedan, 
‘48 Commodore (6) sedan, $195. 


KAISER—'51 sedan, $535*. 


$185*. 
$555° 


LINCOLN—’51 Cosmopolitan sedan, $700*. | 


"49 Cosmopolitan sedan, $315*, $240*. 
MERCURY—’'54 Sun Valley coupe, $2,790* 
(ps), $2,800* (ps); Monterey coupe, 
$2,325*, $2,680* (ps); sedan, $2,335. ‘53 
coupe, $1,975*. "52 Monterey sedan, $1,- 


305*. '51 sedan, $850, $730. 
NASH — ‘52 Ambassador sedan, $1,290*. 
"50 Statesman Super sedan, $305. °49 


(600) sedan, $330. 


OLDSMOBILE — ’52 (98) sedan, $1,590*. 
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“He figures if he’s got enough 
work on the bottom, it’s worth 
the extra effort to get ’er ina 
comfortable position.” 





sedan, $740*. '49 (88) 
(98) sedan, $125*. 

PACKARD—'50 sedan, $345*, $320. 

PLYMOUTH—’' 54 Belvedere conv., $2,050; 
Savoy coupe, $1,505. '53 Cambridge se- 
dan, $960; Cranbrook sedan, $1,250. '52 
Cranbrook sedan, $780, $795, $865, $835. 
’50 Super Deluxe sedan, $465, $650. 


sedan, $430*. '47 


"51 (98) sedan, $1,130*, $1,115*. °50 (88) | PONTIAC—’53 Chieftain (8) Deluxe se- 


Opens shoppers’ eyes... 


7 automobile showroom that puts 
up a good front makes a good sales 
showing, especially if it’s an inviting 
Pittsburgh open-vision front. Your en- 
tire showroom—front to back—is on 


display through an unobstructed, 


open-vision front. Your automobiles 
and accessories are exhibited attrac- 
tively, persuasively, night and day .. . 
even after hours, your showroom goes 
right on selling! An open-vision front 
banishes shadows and dark corners, 





PITTSBURGH 


Store Fronts 
and Interiors 
by Pittsburgh 









PAINTS «+ GLASS - 


ee ee : 


gives your showroom a bright, inviting 
look that catches the eyes of the pass- 
erby .. . stops him, sells him. 

Make your bid for increased business 
now by modernizing with sales-win- 
ning Pittsburgh Products. Remember: 


rN 
SINKg 





CHEMICALS - 


Pittsburgh Plate Glass Company 


Sells.” 
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BRUSHES - 
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Room 4142, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, “How To Give Your Store The Look That 


PLASTICS - 


45 


dan, $1,700*, $1,500, $1,745*. °51 Cata- 
lina coupe, $1,060; Chieftain (8) Deluxe 
sedan, $810*, $800*, $1,025*, $950*. "50 
Chieftain (8) Deluxe sedan, $560, $580*, 
$640*. '49 SL (8) sedan, $385". "48 SL 
(8) Deluxe sedan, $225*. 

STU DEBAKER—’51 Champion coupe, $500. 
’50 Champion sedan, $375*. 

WILLYS — '49 %-ton 4-cyl. panel, 
"48 \%-ton 4-cyl. panel, $130. 

MISCELLANEOUS — '48 Austin Dorsette 
sedan, $145. 


N. PLAINFIELD, N. J. 


(Lebanon Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 27.) 

(Market continuing steady with heavy 
buying. Dealers building inventories with 
spring season spurt starting. Sold 72 
cars out of 99 offerings.) 


BUICK—’53 Special Riviera, $1,900*. ‘52 


$160. 


Special sedan, $1,275*. °50 RM _ sedan, 
$400. '47 Super sedan, $240. 
CADILLAC—’53 (62) sedan, $3,610*. ‘51 


(62) sedan, $2,100*. ’50 (62) sedan, $1,- 
900*. °49 (62) conv., $1,325*. 

CHEVROLET—'53 SL Deluxe Bel Air, $1,- 
700*. '52 SL Deluxe sedan, $935, $875. 
’51 SL Deluxe sedan, $830, 2 at $800, 
$575; SL Special sedan, $740, $705, 2 at 
$700, $675. °50 SL Deluxe sedan, $630; 
FL Special sedan, 2 at $500. '48 FL 
sedan, $240. 

CHRYSLER—’50 Windsor sedan, 
*47 Saratoga sedan, $320. 

DeSOTO—’50 Custom sedan, $720. '49 Cus- 
tom sedan, $510. 

DODGE — ‘51 Coronet sedan, $880. °49 
Wayfarer sedan, $400. 

FORD —’53 Crest Country Squire; $1,780*. 
’52 Main (8) Ranch Wagon, $1,350; Cus- 
tom (8) sedan, $1,040. '51 Custom (8) 
Victoria, $925. °50 Custom (8) sedan, 


(Continued on Page 46, Col. 1) 


$1,050*. 





Store Front 





Push back the walls .. . pull in the customers with an open-vision front like this one in Beau- 
mont, Texas. An expanse of Pittsburgh Polished Plate Glass makes this showroom a giant display 
case. An entranceway featuring sturdy Herculite Tempered Plate Glass Doors and Herculite Door 
Frames completes the open-vision design. And the eye-catching glass-holding and decorative mem- 
bers are Pittco Store Front Metal. 


modernization is a custom that means 
more customers. 
real estate value of your property, too. 
For examples of other Pittsburgh mod- 
ernization jobs, fill in and return the 
coupon below. No obligation, of course. 


And it adds to the 
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Used-Car Auction Prices 


(Continued from Page 45) 


$630, $610; Deluxe (6) sedan, $525, 
$510. ‘49 Custom (8) sedan, $555; De- 
luxe (6) sedan, $400. 

HENRY J—’51 sedan, $300. 

LINCOLN—’49 sedan, $150. 

MERCURY—’54 Monterey sedan, $2,850*; 
Custom sedan, $2,325*. ‘53 Custom se- 
dan, $1,600*. '52 conv., $1,440*. '49 se- 
dan, $530, $250. 

NASH—’'50 (600) sedan, $250. °47 (600) 
sedan, $220, $100. 

OLDSMOBILE—’49 (76) conv., $460. '48 
(98) conv., $170; sedan, $500. °46 (66) 
sedan, $210. 

PACKARD —’51 sedan, $760. 

PLYMOUTH — ‘54 Savoy sedan, $1,725*, 


$1,710*, $1,685*; Plaza station wagon, 
$1,735; Belvedere sedan, $2,000*. ‘53 
Belvedere sedan, $1,350*. '51 Special De- 
luxe sedan, $650, $475. °50 Deluxe sedan, 
$450. '49 Concord sedan, $490, 


PONTIAC—’53 Chieftain (8) Catalina, $2,- 
100*. '52 Chieftain (8) sedan, $1,300*. 
‘49 (6) sedan, $225. '46 (8) sedan, $145. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 26.) 


(Market steady. Plenty buyers bidding 
good, Sold 101 cars out of 132 offerings.) 


BUICK—’53 Super Riviera 2-dr., $2,090*. 
"51 Special 4-dr., $875; Super 4-dr., 
$975*; RM 4-dr., $1,000*. ‘50 Super 4- 
dr., $685*; Special sedanet, $610. °49 
Super 4-dr., $440; sedanet, $500*; RM 
4-dr., $400*. ‘48 Special 4-dr., $240; 





Super 4-dr., $350, $305. '46 Super 4-dr., 
$185. 


CADILLAC — '50 (62 4-dr., 
(62) 4-dr., $1,005*. 


$1,545*. °49 


CHEVROLET—’51 SL Deluxe club coupe, 
$635, $595; 2-dr., $790, $785*, $735, 
$700; 4-dr., $805. °50 FL Special 2-dr.,. 


$475; FL Deluxe 4-dr., $705; SL Special 


4-dr., $670. '49 SL Deluxe 4-dr., $420, 
$300. '48 FL 2-dr., $270. 

CHRYSLER — °51 Imperial 4-dr., $1,145. 
'47 NY 4-dr., $320. 

DeSOTO—-'50 Deluxe 4-dr., $420. '48 Cus- 
tom 4-dr., $300. 

DODGE 53 Coronet (8) 4-dr., $1,430°*. 
'50 Coronet (6) 4-dr., $560. 


FORD—’53 Victoria, $1,700* (ps). '°52 Cus- 
tom (8) 2-dr., $1,040, $1,050*. '51 De- 
luxe (8) 2-dr., $615, $580; Custom (8) 
2-dr., $680. ’50 Deluxe (6) 2-dr., $455; 
Custom (8) 2-dr., $515. '49 2-dr., 2 at 
$400; Custom 4-dr., $405; club coupe, 
$365. 


KAISER—’51 Henry J 2-dr., $320. '49 De- 
luxe 4-dr., $165. 

MERCURY—’54 2-dr., $2,205*. '52 Mont- 
erey 2-dr., $1,030*. ‘51 4-dr., $775*. °50 
club coupe, $550. '49 club coupe, $430. 

NASH—’53 Country Club sedan, $1,330*. 
’52 Rambler Delivery, $655; Statesman 
Super 4-dr., $900. '51 Rambler Suburban, 
$640; Statesman Super 4-dr., $475. '50 
Statesman Super 2-dr., $365, $330. 

OLDSMOBILE "53 (88) 2-dr., $1,650*. 
"51 Super (88) 2-dr., $1,090*%. '49 (88) 
club coupe, $400*. °46 (6) 4-dr., $110. 
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Fan Belt... 
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prices 


Oil Resistant 
Heat Resistant 
Abrasion Resistant 
Longer wearing { 





with any other Fan Belt! 


Neoprene cover—extra pro- 
tection 


Precision molded—no ragged 
edges 


Heavy rayon cords— 
Neoprene tie-gum 
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PACKARD—’51 4-dr., $875*, $815. '49 4- 
dr., $450, $315. '48 4-dr., $100. '46 4-dr., 
$100. 

PLYMOUTH 
‘52 Cranbrook conv., 


~54 Belvedere 2-dr., $1,950". 
$545. '51 Concord 


2-dr., $500; Cranbrook 4-dr., $650. °50 
Deluxe 4-dr., $490. ’47 Special Deluxe 2- 
dr., $135. 

PONTIAC—’53 (8) 2-dr., $1,640*%. '52 (8) 
conv., $1,400*%; 4-dr., $1,150*; 2-dr., 
$1,005. °51 (8) 4-dr., $940*%; club coupe, 
$1,010*. °50 (8) sedanet, $680; 4-dr., 
$700*, $670*. '46 (6) sedanet, $150. 

STUDEBAKER — '52 Commander coupe, 


$650*. '50 Champion 2-dr., 2 at $350. 
WILLYS—’48 Jeep station wagon, $210. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 25.) 

(Market steady. Sold 44 cars out of 
74 offerings.) 


BUICK—’53 Special Riviera, $1,330. 
Super Riviera 2-dr., $755*, $900*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,000; 
SL Special 2-dr., $950. °51 SL Deluxe 
2-dr., $785*. 50 SL Deluxe 4-dr., $725. 
"41 Deluxe 2-dr., $120. 

CHRYSLER—’50 Windsor conv., 

DODGE —’50 Wayfarer 2-dr., 
Coronet club coupe, $570. 
4-dr., $210. 

FORD—’52 Custom (8) 4-dr., $1,005, $970. 
’51 Deluxe (6) 2-dr., $765, $755, $725. 
"50 Custom (8) 2-dr., $620; Deluxe (6) 
2-dr., $480; %-ton pickup, $575. ’49 
Custom (8) 2-dr., $500; '46, $445. '48 
Deluxe (6) 2-dr., $340. '47 Deluxe (6) 
2-dr., $305, $150, $145. '46 Deluxe 2-dr., 
$150. 

HUDSON—’49 Super 2-dr., $255. 

KAISER—’49 Deluxe 2-dr., $200. 

MERCURY—’50 4-dr., $760. '46 4-dr., $265. 

NASH—’51 Statesman 2-dr., $650*. 

OLDSMOBILE—’50 Super 2-dr., $780°*. 


"50 


$680*. 
$475. ‘49 
’46 Deluxe 
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Chauffeur is the French word 
for stoker. It first was applied 
to drivers of early coal-burning 
autos, who actually were stokers. 





PONTIAC—’52 station wagon, $1,220*. '49 


(8) 4-dr., $575*. °48 4-dr., $390. 
STUDEBAKER ’51 Commander 2-dr., 
$565*. 


WILLYS—’47 station wagon, $275. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 27.) 
(Continued level prices. Active buying 
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Pre-Stretched Fan Belts 


Neoprene 
Covers 


Now, the heavy duty covers of Thermoid 
Fan Belts are impregnated with Neoprene. . . to provide 
tougher, more dependable Fan Belts that are highly 
resistant to oil, heat, and abrasion. 


Thermoid Premium Fan Belts are pre-stretched 
to prevent stretching, slipping and sagging. 32 sizes 
fit 96% of all popular cars. Faster turnover . . . 
less inventory . . . greater profit! 
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Thermoid Company °* Trenton, New Jersey 


Brake Linings « Fan Belts + Radiator 
Hose « Hydraulic Brake Parts and Fluid « 
Car Mats « Clutch Facings » Thermoid 
Precision Process Equipment. 





















at wholesale. Retail sales picking up. 
Sold 47 cars out of 85 offerings.) 


BUICK — ’52 Special sedan, $850; Super 
Riviera sedan, $1,350*. '51 Super sedan, 
$1,060*. °49 Super sedan, $320. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
100. '51 SL Special club coupe, $460; FL 
Deluxe sedan, $655. '50 SL Deluxe sedan, 
$575. '49 \%-ton pickup, $410; SL Deluxe 
sedan, $530. '48 FL sedan, $375. ‘47 %- 
ton pickup, $325. 

DODGE — '53 Coronet (8) sedan, $1,400*. 
’48 \%-ton panel, $230. 


FORD—’53 Custom (8) 2-dr., $1,230. ‘52 
Main (8) 2-dr., $550. °51 Custom (8) 
2-dr., $620. '50 Custom 4-dr., $625; De- 
luxe (8) 2-dr., $460. '49 Deluxe (8) 2- 
dr., $385; 4-dr., $385. ’48 Deluxe (8) 2- 
dr., $200, $295; 4-dr., $260; club coupe, 
$285. °47 Deluxe (6) sedan, $225; (8) 
club coupe, $310. '40 sedan, $175. '39 se- 
dan, $115. 

MERCURY — ‘52 Monterey sedan, $1,080. 
48 club coupe, $190. ‘47 conv., $265; 
club coupe, $230. 

NASH—’'51 Ambassador sedan, $550. 

OLDSMOBILE—’50 (98) conv., $755*. °47 
(98) sedan $260*. 

PLYMOUTH—’51 Cambridge sedan, $660. 
‘50 Deluxe sedan, $400. '47 Special De- 
luxe sedan, $250. 

PONTIAC — '49 (8) sedan, $610. '47 (6) 


sedan, $290. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Jan. 28.) 
(Market strong. Sold 39 cars out 

62 offerings.) 

BUICK—’50 Super Riviera, $750*. 

CADILLAC—’49 (62) sedan, $965*. 

CHEVROLET—’53 Bel Air sedan, $1,420*; 
(210) sedan, $1,225*, $1,270*, $1,220. °52 
%-ton pickup, $800; SL Deluxe sedan, 
$1,010, $965. °51 Bel Air, $935*, $885; 
SL Deluxe sedan, $860*. 50 FL Deluxe 
sedan, $655, $595. '47 FL sedan, $335. 

DeSOTO—'49 Custom sedan, $550. 

FORD ’53 Custom (8) sedan, $1,630*, 
$1,480; station wagon, $1,750. '50 Cus- 
tom (8) sedan, $620, $560, $545. ’°49 Cus- 
tom (8) sedan, $470, $420, $360. 

KAISER—’50 Custom sedan, $160. 


of 


NASH — '50 Ambassador sedan, $485. °49 
Ambassador sedan, $350. 

PACKARD—’50 Clipper sedan, $415. 

PLYMOUTH—’51 Concord sedan, $555. °49 


Special Deluxe sedan, $410, $395. 
PONTIAC—’53 Chieftain Deluxe (8) Cata- 

lina, $1,865*. °50 Chieftain (8) sedan, 

$565. °49 SL sedan, $265. 
STUDEBAKER - ’49 Champion sedan, 

$390; %-ton pickup, $300. °47 Comman- 

der sedan, $350. 
MISCELLANEOUS—'52 GMC %-ton pick- 

up, $620. 

FLINT 
(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Jan. 27.) 
(53s were off a little. All others held 

to last week’s prices. Weather was all 

bad, blizzard. Sold 57 cars out of 85 

© .erings.) 

BUICK—’53 Riviera 2-dr., $2,025*, $1,965*, 


$1,945*; 4-dr., $1,965*, $1,955*. "52 Spe- 
cial 4-dr., $1,150. ’51 Riviera 2-dr., $1,- 
015*, $625. 

CHEVROLET—’53 Bel Air 2-dr., $1,550", 
$1,475*, $1,385*; (210) 2-dr., $1,450*; 


(150), 2-dr., $1,010. '52 FL Deluxe 2-dr., 


$840. °'51 Station wagon, $950; Bel Air 
2-dr., $900; SL Deluxe 2-dr., $715. ‘50 
Bel Air 2-dr., $635; SL Deluxe 4-dr., 
$575; 2-dr., $545; FL Deluxe 2-dr., $530; 
4-dr., $500. '48 Aerosedan, $270; SL 4- 
dr., $215. 

DODGE — ’°51 Wayfarer 2-dr., $540. ’50 
Coronet 4-dr., $520. 

FORD—’52 Custom (8) 2-dr., $1,000. °51 
Custom Deluxe (8) 2-dr., $740, $730; 4- 
dr., $580. ’50 Custom (6) 2-dr., $450; 
Deluxe 2-dr., $425; pickup, $395. ’48 
Custom 2-dr., $180. 

KAISER—’51 Custom 4-dr., $510. 


MERCURY—’' 54 Sun Valley 2-dr., $2,900*. 


"50 club coupe 2-dr., $395. 

OLDSMOBILE—’51 (98) 4-dr., $1,000. ‘50 
(76) 2-dr., $490. 48 (68) 4-dr., $215; 
(78) 2-dr., $140. 

PACKARD — ’51 (200) 4-dr., $765. °49 
Super 4-dr., $365. 

PLYMOUTH — '51 Suburban 2-dr., $725; 


Cranbrook 4-dr., $650. '50 Deluxe 4-dr., 
$485. °49 Special Deluxe 4-dr., $380. 

PONTIAC-—’52 (8) club coupe, $1,400*; 
Super Deluxe Catalina 2-dr., $1,260*. "50 
Chieftain (8) 4-dr., $640; Streamliner, 
2-dr., $575. 

MISCELLANEOUS—’51 Henry J (6) 2-dr., 
$310. 


FTC Denies Claim 
Of Sav-A-Battery 


WASHINGTON. — An initial de- 
cision by a Federal Trade Commis- 
sion examiner prohibits, as false 
and misleading, advertising claims 
that the battery additive “Sav-A- 
Battery” will end recharging and 
lengthen the life of automotive 
storage batteries. This is not a final 
decision of the Commission. 

The initial order was entered by 
Hearing Examiner Webster Ballin- 
ger against Elvin P. Courant, trad- 
ing as Courant Distributing Co., 
4610 Troost St., Kansas City, Mo. 
This order may be stayed, appealed 
or docked for review. 

Examiner Ballinger said tests of 
the product by the National Bureau 


|of Standards and by the Midwest 
| Research Institute of Kansas City 


failed to substantiate Courant’s ad- 
vertising claims. 


Black & Decker Opens 


New $2 Million Plant 


HAMPSTEAD, Md.—The $2 mil- 
lion addition to the Hampstead 
branch plant of Black & Decker 
Mfg. Co. has been opened. 


This new addition, covering 126,- 
000 square feet, more than doubles 
the size of the original Hampstead 
plant. 
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ALBANY.—A bill pending in the 
New York Legislature would re- 
juire used-car dealers to certify 
that the vehicles sold by them 
were properly equipped and in safe 
driving condition. 

Designed to discourage the 
dumping into New York State of 
vehicles which cannot meet inspec- 
tion requirements in other states, 
the bill was one of 14 measures ap- 
proved by the State Bureau of 
Motor Vehicles. 

Other bills introduced would 
make dangerous driving a reason 
for revocation of a license on three 
convictions in 18 months; permit 
auto dealers to lend their plates to 
out-of-state buyers for five days, 
and make Jan. 15 the deadline for 
commercial registration. 

* * * 


Toronto’s Mayor 
Lashes Bid to 
Regulate Dealers | 


TORONTO. — The City would be | 
interfering with “democracy and 
free enterprise” if it tried to regu- 
late used-car dealers to prevent 
fraud and corrupt practices, Mayor 
Lamport told the Board of Control. 


He said such regulation was a 
matter for the courts. “We cannot 


| 





turn everything into a licensing 
procedure,” he declared, accusing | 
Controller Brand of trying to 
“socialize everything.” 

Brand told the board he had | 
heard of several cases of fraud. One 
used-car dealer, he said, had taken 
50 deposits from teen-agers for one | 
car. 

“We have to consider everybody 
is honest,” said Lamport. “If some- 
thing is wrong, then the courts can | 
be used. That’s the only way we| 
can preserve democracy and free 
enterprise.” 


Flint Deukane 
Elect Wiltz 


FLINT. — Jack W. Wiltz, a/| 
partner in North Dixie Used Car 
Lot, has been elected president of | 
the Flint Used Car Dealers Assn. | 
He succeeds Nate Myers. 

Other officers elected were W. W. | 
McConnell, vice-president, and | 
Duane Budd, secretary-treasurer. 

oa * * 


Cleveland Group Takes Steps 


To Bolster Public Relations 


CLEVELAND. — The Cleveland | 
Used Car Dealers Assn. has acted | 
to improve relations with the public | 
and the Better Business Bureau. 

The move includes additional 
meetings and conferences where 
disputes arise. Setting up the plan 
were Morton Venig, president of 
CUCDA, and Seymour Terrell, 
counsel. 





* * 


Seattle Dealers Elect 


Cook as New President 


SEATTLE. — Phil Cook jr. has 
been elected president of the In-| 
dependent Auto Dealers Assn, of 
Seattle. 

Other new officers are William 
Peterson, vice-president, and 
Thomas Fraser, secretary - treas- 
urer. 





* * * 


Dobbins Elected President 


Of Oregon Association 


PORTLAND, Ore.— The Oregon 
Used Car Dealers Assn, has elected 
Joe Dobbins as president for 1954, 
succeeding John Othus, 

Other officers named at the 
annual meeting were vice - presi- 
dent, Bob Hillis; secretary, John 
Rabbs jr., and treasurer, Bill Paetz- 
hold. 

The new group said it will be- 
come more active in the highway 
safety program of the State, and 
will work for a stronger law to re- | 
quire liability insurance of motor- 
ists. 


* * * 
Worcester Council Rejects 


Dealer Bonding Proposal 


WORCESTER, Mass.—The Wor- | 
cester City Council has turned 
down a proposal by George J. 
Abdella, used-car dealer, to re- 
quire used-car dealers to post a 





Used-Car Notes 





$20,000 bond as a condition for a 
city license. 

Abdella said that the bond pri- 
marily would protect buyers and 
dealers in the event a stolen car 


should be purchased in good faith | 


by either one. He said the idea 
came after a stolen-car ring, oper- 
ating outside the state, victimized 
a Worcester dealer with a number 
of stolen cars. 

Abdella will take the proposal to 


the Worcester License Board in the | 


rear future, he said. 
* * * 


Miami Dealer Found Guilty 


Of Deceit in Sale of Taxi 


MIAMI.—Alexander Scott, oper- 
ator of Scott Motors here, was 
found guilty of illegally selling a 
former taxicab without telling the 
buyer the car had been used as a 
cab. 

After fining him $250, the court 
agreed to withdraw the sentence 
upon request of Scott’s attorney to 
pass sentence again at a later date. 

Under Florida law, Scott should 
have posted a six-inch card in the 








PRESSURE 
PUMP 
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greater economy and | 
through dual-cylinder 
LO saves time, savesair 


tion... low pressure 
all fittings ... 


windshield of the car saying it had 
been a taxi. 
* * * 


Curry Cleared of Charge 


Of Malicious Prosecution 

DENVER. — Tom Curry jr., a 
Lakewood (Colo.) used-car dealer, 
| has been cleared of malicious prose- 
cution charges in a civil case 
brought against him by a Denver 
man who had sold a car to Curry. 

The seller sought $13,925 damages 
|for losing his job after Curry had 
|}accused him of false pretenses 
| when he could not get title to the 
car, 

Curry denied he was informed 
|that the car was mortgaged and 
was awarded $170, the amount of 
mortgage he had to pay in order 
to get the title, 








Cadmium Battery Output 


VANCOUVER, B. C.— Canadian 
Aviation Electronics, Ltd., has 
started production of a _ nickel- 
cadmium storage battery at its 
plant here. The battery, it is stated, 
is a new-type unit which will last 
longer than lead-plate varieties. 
Introductory models for use in in- 
dustry are expected to be available 
in March. 


‘Hi-pressure piston 50-to-1 ratio 
on stationary pumps . . . 42-to-4 
on portable units. 
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Nash Presents Conservation Awards— 


Advertising and magazine executives gather for the first annual Nash Conservation 
Awards dinner in Washington. Shown (from left), are Michael Hudoba, chairman of 
the awards committee; Jack Huntress, Nash advertising manager; Ed Zern, vice- 
president of Geyer Advertising, Inc., and toastmaster at the dinner, and Russell Z. 
Eller, of Sunkist Growers, Inc., one of 20 recipients of the awards. Plaques and 
checks were presented by George W. Mason, Nash president, for achievements in 
the conservation of natural resources. 


India Distributor 
MINNEAPOLIS. — Appointment|been announced by Eugene J. 
of Pashabhai Patel & Co., Ltd.,| Vineyard, export manager of St. 
Bombay, India, as a distributor has | Paul Hydraulic Hoist. 


Here’s the MODERN LOW-COST way to expand 
your service facilities and INCREASE PROFITS! 


Clear your floor for ACTION ...use ARO Reels 


overhead! More “‘bend-over” space... reduce 
hose wear... all control nozzles handy for chassis 


grease, gear oils, motor oils, water and air. 


SEE YOUR ARO JOBBER 
The Aro Equipment Corporation, Bryan, Ohio 


Aro of Canada, Ltd., Toronto, Ont. 


LUBE EQUIPMENT 


ALSO...AIR TOOLS... 
AIRCRAFT PRODUCTS... 
GREASE FITTINGS... 











48 





AUTOMOTIVE NEWS, FEBRUARY 8, 1954 _ 





New Passenger Car Registrations, 44 States for December, 1953-1952 


Car registrations by states are 


released here weekly, as com- 
= by R. L. Polk representa- 
ives in state capitals. 
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New Commercial Car Registrations, 38 States for December, 1953-1952 












capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 




































iter 
269.36; Riviera, $3,373.05 
Skylark sports car, $4,483 
standard on Roadmaster, 
$192.50 on all other models.) 


CADILLAO—Series 62 — 4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; oe de Ville, 
$4,261.01; a $4,404.31. Series 60 
Special—4-ar. $4,683. 32. Series 
8-pass. sed.. $5,274. 78; lim., $6,090.17. 
Eldorado — conv., $5,738. (Hydra - Matic 


standard on all models.) 


CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed. 


539; 6-pass. stat. wag., 


4-dr. sed., FORD — Mainline Six — 4-dr. sed., $1,- 

om. $3,492.25); cl. cpe., $2,- | 700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 

; $30.75; conv., $3,- | 2-dr. stat. wag., $2,029. Customline Six— 
75; sia wae $3,321. New 4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
tS 15 (8-pass, $4,368); cl. | cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
$3,202; , $3,503; wag., | 4-dr. stat. wag., $2,202. Crestline Six— 
sed., | 4-dr. $1,898; hardtop, $2,054.50; Sky- 
; Cl. epe., $3,406.25; Newport, §$3,- | liner, “fate, conv., $2,164; 4-dr. stat. 


"optional 


15— 


, $1.- 


$2,020. 
—4-dr. sed., $1,771; 2-dr. sed., snr: 


to the | 4-dr. 
Port, $4,560.25. 
sed., $6,921.50; lim., $7,043.75. 
Flite standard on all ‘eight-cylinder models, 
optional at $189 on Windsor Deluxe.) 
DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., e. 
364; stat. wag., $3,107.75; Fire Dome V: 
$3,- | —4-dr. sed., $2, 673 (8-pass., $3,558. 1) 
; conv., $3,520. 56; | cl. 3 


cpe., 


conv., 


4-dr. 





Ww $3,144.25; $3, 
at | (PowerFlite optional at $189 on all models. ) 
DODGE—Meadowbrook Six — 4-dr. sed., 
$1,983. Meadowbrook 
cpe., $2,- 

° $2,136; cl, 
wag., $2,228.50; 
$2,719.25; 4-dr. 
3-seat stat. wag., $2,190.25. Coronet V-8— 


707.25; conv., $3,938.25. Custom Imperial— 
sed. .259.50; lim., $4,797; New- 
Crown 


pass. 
~ (Power- 


$2, 651. 50; sportsman, $2,922.50 


sed., 


$2,024.75; cl. cpe., 
V-8—4-dr. 
154.25. Coronet Six—4-dr. sed. 
cpe., $2,109; 2-dr. stat. 
2-seat stat. 


4-dr. sed., $2,244.50; 


$2,349; 
(Fluid 


Drive 


and club coupes. 


stat. 


wag., 


$2,175.75; lake 


cl. cpe., $2, 
pe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag.. $2,517; 4-dr. 2-seat stat. wag. $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., 
spt. cpe., 
optional 
;: | Meadowbrook Six and Coronet Six sedans 
PowerFlite optional at 
$189 on all models except Cororet Six 
station wagons.) 


$2,372.75; cl. cpe., 
$2,632. 
on 


cl, 


at 


wag., 


$2,503; conv., 
$20.40 


381. 


223; spt. 


wag., 


at 


$1, 
$1, 


boy 4 $1,836.75. 


Super 
$1,9 2-dr. sed., -_ 932.75. coho 


$184.) 


561.18. 


International 


Kenworth 





Peterbilt 





Studebaker 





Willys- 
Overland 





R. 
capitals. 


L. 





Truck registrations by states are re- 
leased here weekly, as compiled by 
Polk representatives in sate 



















































































(For V-8 models, add 
$76.50. Fordomatic optional on all models 


9g ‘sed., $2,056.60; 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 


sed., $2,209.43; cl. 
— 4-dr. 
$2,413.28; cl. 
$2,704; conv., 
sed., $2,768.86; cl. 


Wasp 


wood, $2,987.75; conv., 
Matic optional at $178.03 on all models in 
: category. Borg - 


Je 


transmission optional at 


other models.) 
KAISER — 


Carolina 
372.69; 2-dr. sed., $2,312. 


sed., $2,512.79; 


club 


Traveler, $2,618.55. 


$2, 
4-dr. sed., 
$3, 


668. ( 


649.63; club sed., 


$3,923.91. 


cpe., 


$2, 465. 84; Hollywood, 
$3,004.20. Hornet — 4-dr. 
cpe., $2,741.99; Holly- 
$3,287.70. 


HENRY J — Corsair Four — 2-dr. sed., 
399. Corsair Deluxe 


Six — 2-dr. sed., 


HUDSON—Jet—4-dr. sed., $1,858; 
Jet — ‘4-dr. 


7. 


2-dr. sedan, §$2,- 


$2,256.11. Super 
sed., 


465.84; 2-dr. 


(Hydra- 


Warner automatic 


sed., 


$2,596.76. 
Darrin 
Overdrive standard on Darrin. 


$178.03 on all 


— 4-dr. sed., $2,- 
56. Deluxe—4 
$2,459; 


-dr. 
4-dr. 


-dr. sed., 


Dragon— 


161—conv., 


Hydra-Matic standard on Dragon, optional 
at $178.55 on other models.) 


LINCOLN—Lincoin — 4-dr. sed., $3,522; 


hardtop cpe., $3,625. Lincoln Capri—4 
$3,711; hardtop cpe., $3,869; conv., 
(Hydra - Matic standard on all 


sed., 
$4, 


030.50. 


models. ) 


MERCUR 
250.50; 2-dr. 


-dr. 


¥Y — Custom — 4-dr. sed., $2,- 
sed., $2,193.50; sport cpe., 


$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; Sun Valley, $2,581.50; 


conv., $2,609.50; stat. wag., $2,776. (Merc- 


Current Prices on New Cars 


$2,338.50. 





O-Matic optional at $189.77 on all models.) 


NASH—Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 


dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
$1,980; 2-dr. stat. 


hardtop, $1,950; conv., 
stat. 
Statesman Super—4-dr. sed., 


wag., $1,950; 
sed., $2,110. 


sed., $2,332; hardtop, $2,423. Ambassador 
$2,412; 2-dr. sed., $2,- 
360. Ambassador Custom—4-dr. sed., 
$2,730. 


Super—4-dr. sed., 


595; hardtop, 


4-dr. 


Statesman 


wag. 


» $2,050. 


$2,158; 2-dr. 


Custom — 4-dr. 


tional at $178.85 on all models.) 


Series 


88 — 4- 


$2,337.09; 2-dr. sed., $2,271.62; Holiday, 


$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
$2,410.25; Holiday, 
Series 98—4-dr. 


dr. sed., 


conv., $2,867.59. 


$2,688.39; 
sed., $2,- 


805.82; Holiday, $2,826; Deluxe Holiday, 


$2,041.75; Starfire conv., $3,248.84. (Hydra- 


Matic optional at $178.35 on all models.) 
PACKARD—Clipper Special—2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 


2-dr. sed., $2,645; Sportster cpe., 


Clipper Super—4-dr. sed., 
sed., $2,765; Panama hardtop, 
Packard — Cavalier 4-dr. sed., 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., 3. 935; Caribbean conv., 


$6,100; 8-pass. 


$2,830 


$2,815; 2-dr. 


$6,900; lim., 


$3,125. 
$3,344; 


$7,250. 


(Ultramatic a in Patrician, Pacific, 


convertible and Caribbean; optional at $199 


on other models.) 


PLYMOUTH — Plaza 4-dr. 
cl. sed., $1,727.25; bus. 


stat. wag., a Savoy—4- -dr. 
$1,835; cl. cpe., (21,842.56; 
spt. cpe., $2,064; conv., $2.220; 


872.50; cl. sed. 


sed., $1,765; 
cepe., $1,617.50; 


t. wag., 


$2,- 
(Hydra-Matic op- 


dr. sed., 
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spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe—4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat’ stat. 
wag., $2,504. Chieftain 8 Special—4-dr. 
sed., $2,101.62; 2-dr. sed., 043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat 
stat. wag., $2,579. Star Chief 8—Deluxe 
4-dr. sed., $2,301; Custom 4-dr., sed, 
$2,394; conv., $2,630. Catalinas—Chieftain 
6 Deluxe, $2,316.30; Chieftain 6 Custom, 
$2,382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., Pees: 2-dr. sed., $1,758.07. 

Deluxe — 4-dr. sed., $1,918.18, 
2-dr. sed., $1,875.18; 5-pass a. cpe., $1,- 
971.93; stat. wag., $2,187 
Regal — 4-dr. sed., Sites: 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass, cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98; Land Cruiser 4-dr. sed., $2,- 
438.28. (Automatic Drive optional at $216 
on Champion, $226.50 on Commander. ) 

WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Faicon—— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed. , $2,038.82; 2-dr. sed., 
$1,963.50. Aero Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1, 862.70 
a drive, $2,304.55); é-cyl., $1,- 
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CIO Wants Job Action... 


Reuther As 
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sails GOP 


As Prophets of Doom 


(Continued from Page 2) 


nenefit the big corporations and 
that the U.S. economy is not geared 
to the people’s needs. 

There is enough work to keep 
the American labor force busy 
for many years, Reuther stated. 
Asked how he proposed to finance 
the building of new schools, roads, 
housing and hospitals, he skirted 
the answer by pointing to the 
“resources” of this country. 

As he had done earlier in a letter 
to President Eisenhower, Reuther 
urged that a national conference 
be called to discuss the economic 
problem “without name-calling and 
politics.” He intimated that a reply 
from the White House indicated 
his proposal was under considera- 
tion. 

* ” * 

N THE meantime, President 

Eisenhower wrote Reuther that 
the Administration’s program is 
designed to keep the entire econ- 
omy at a high level. 

He did neither accept nor re- 
ject Reuther’s proposal to call a 
national conference, but declared 
that his Council of Economic Ad- 
visers was “pooling ideas and ex- 
periences of all segments of our 
population. 

“IT am well aware of those areas 
presently experiencing certain eco- 
nomic hardships,” wrote Eisen- 
hower. “I believe the most im- 
portant attack on the situation is 
from the standpoint of fostering 

the overall health and vitality of 
our economy.” 
* * + 
Bot unions and management 
were cautioned in a 7-to-2 de- 
cision last week of the U. S. Su- 
preme Court in three Taft-Hartley 
cases, 

The court held that: 

1. A union violates the act when 
it refuses to approve a member for 

a job he got without going through 
the hiring hall. 

2. A union may not reduce a 
member’s seniority standing for 
falling behind in dues. 

3. A company violates the act 





Clouser Directs 


Muskegon Sales 


MUSKEGON, Mich. — Walter A. 
Clouser has been elected vice-pres- 
ident in charge of sales of Muske- 

gon Piston Ring 
Co. to fill the va- 
cancy created by 
the recent resig- 
nation of Paul S. 
Lane. 

Harold G. Vaug- 
han, Muskegon 
president, pointed 
to Clouser’s 30 
years of experi- 
ence in all phases 
of the piston ring | 
business. 

He joined Muskegon in 1944 as 
special representative in the com- 
pany’s Detroit sales office. In addi- 
tion to original equipment sales 
activities, he developed some of the 
most important service piston ring 
sales programs with automobile, 
truck and engine parts depart- 
ments. 

Since 1952, he has been carrying 
out special assignments for the 
Muskegon management. 


Cassidy to Expand 
Edward Cassidy, Ford dealer in 
Fowler, Ind., plans to move to 
larger quarters this spring. 





W. A. Clouser 








Auto Stocks 





Feb. Jan. 1953-54 

3 27 High Low 
Chrysler 59% 59 96% 56% | 
GM 63% 64 69% 53% 
Hudson 10% 10% 17 9% | 
Kaiser 2% 2% 5% 2% 
Nash 16% 16% 25% 16 
Packard 3% 4 6% 3% | 
Stude. 21% 20% 48% 20 
Average 25.29 25.21 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





when it grants vacations to union 
employes only. 

Justice Reed noted that “these 
are the first cases to reach us in- 
volving the problem of encourage- 
ment of union membership by em- 
ployers.” He emphasized the court 
has “on many occasions considered 
actions by employers aimed at dis- 
couragement of union membership. 

“An employer’s protestation that 
he did not intend to encourage or 
discourage union membership must 
be unavailing,” wrote Justice Reed, 
“where a natural consequence of 
his action was such encouragement 
or discouragement. Concluding the 
encouragement or discouragement 
will result, it is presumed that he 
intended such consequence.” 

+ * * 
NUMBER of election results 
have been certified recently by 





Russ Dawson Leases 


Bert Baker Lot 


DETROIT.—Russ Dawson, Inc., 
one of Detroit’s largest Ford 
dealerships, has taken over the 
Livernois -Grand River lot for- 
merly operated by Used-Car 
Dealer Bert Baker. 

Dawson is leasing the 360,000 
square - foot area, including the 
50-car shop, from Baker for a 
reported $42,000 a year. 

The new acquisition is Dawson’s 
fourth used-vehicle lot, two of 
which are at his dealership. 
Dawson has also operated a truck 
lot across from Baker for some 
time. Henry Karnes, who had 
been with Baker for 20 years, 
has been named manager of the 
new Dawson lot. 





the National Labor Relations Board. 


They include a 20-to-3 vote cast 
by the shop employes of Reading 
Automobile Co., Reading, Pa., 
against Local 429 of the AFL In- 
ternational Assn. of Machinists; a 
15-to-13 vote of the shop men of 
Whiteway Motors Corp., New York, 
in favor of Local 259 of the UAW- 
CIO, and a 5-to-5 tie vote of the 


shop men of Walton & Williams 
Motor Co., Sikeston, Mo., on rep- 
resentation of the AFL Machinists 
and Teamsters. 

Mechanics at Brockman Motor 
Co., Sikeston, Mo., voted 3-to-1 
for the Machinists and Teamsters, 
while in the same town the me- 
chanics of Jarvis Motors & Equip- 
ment Co. voted 3-to-2 against 
these unions, 

The shop employes of J. F. Cox 
Motor Co., Sikeston, Mo., unani- 
mously rejected the Machinists and 
Teamsters. 

An election among used-car sales- 
men of the members of the Fresno 
Motor Car Dealers Assn. in Van 
Ness and Ventura, Calif., showed 
47 votes for Local 431 of the Team- 
sters and 52 against. 


Snowplow Controls 


WAYNE, Mich. — “How to Cut 
Snow Removal Costs Up to 50%” 
is the title of a catalog available 
from National Lift Co., Customer 
Service Department, Wayne, Mich., 
covering Snowlift hydraulic snow- 
plow controls. The catalog is desig- 
nated as Form NL-116. 


offers you 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 


shop personnel, guarantee 
to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this paspese alone, h 

the highest known 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 





‘The Car That Steals The Show! 





utomaticalh, 


Thousands of new owners are saying: “‘It’s the greatest 
car I’ve ever driven!“ In this exciting show time of the 
year, one car has already taken the spotlight for °54. 
The great new De Soto Automatic has captured the 
enthusiasm of thousands of new owners. They know its 
performance is unmatched—because they’ ve been driving it! 

And what are these owners saying? That PowerFlite, 
the newest, finest automatic drive, is smooth, silent, swift 
in acceleration. There is no clutch. 

They're saying that Full-Time Power Steering really 
does do all the work of steering and parking. And they 
note that the car’s always on even keel, thanks to 
No-Sway Ride Control. 


At DeSoto showrooms how / 





FIRE DOME V-8 


Xe 
- > 
NY 


Ri 


They’re excited about those luxurious new interiors that 


are decorator-matched to body colors. 


The real automobile show of 1954 is at De Soto dealers 
now. See the 170h.p. Fire Dome V-8 or Powermaster Six! 


THE 1954 
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POWERMASTER SIX 


49 


en ee ee 
Service Gontrol 


100% to 200% Absorption 


SERVICE CONTROL SYSTEM 


1112 South Wabash Avenve 
Dept. AN-79, Chicago 5, Illinois 











50 


Survey of the Showrooms .. . 
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Are Your Salesmen Selling? 


(Contirued from Page 9) 


murmured: “Would you let me 


“We're not delivering anything be-| take it off the floor for a few 


for®" May.” 

I let him know I had money 
available (a fictional approach), 
and his interest flamed a bit. He 
refused to pick up the conversation, 
however, and I had to lead it all 
the way. 

I finally asked him the price of 
the car on display. He sniffed and 
quoted the figure. I leaned over 
in a confidential manner and 


K-W Names Carlin 
To Chicago Zone 


CHICAGO.—Robert E, Carlin has 
been named Chicago zone manager 
for Kaiser-Willys, succeeding 
Charles P. Noonan, who resigned. 

Carlin, who will make his head- 
quarters at 2020 State St., was pre- 
viously assistant zone manager. The 
zone, which has a roster of 225 
dealers, takes in two-thirds of Illi- 
nois, half of Wisconsin and 78 
counties in Iowa. 


hundred extra?” 

He swallowed hard and croaked: 
“That one’s sold, but call me next 
week and maybe we can find some- 
thing for you.” 

Deauer H. (Low price. Big Three.) 
The salesman dispensed with all 
preliminaries and, taking me into 
his office, got right down to figur- 
ing. Even when I said that dollar 
price wouldn’t be the final deter- 
minant in my car purchase, he de- 
clined to discuss or describe his 
car. Neither did he offer to let me 
drive it. 

He made no effort to sell me into 
a deluxe model or to sell any acces- 
sories, After figuring out the price 
of the car I wanted, he said, “Now 
I can get you this car for about 
$100 less.” 

“Is that all?” I asked. 

* * = 

The Plot 
= LL, make it $125.” He paused 
a moment. “Tell you what 
we'll do,” he went on. “We'll just 


Flys 


When acarbureter replacement is needed 
you’re doing yourself and your customer 


a good turn when you recommend a gen- 
uine, new CARTER carbureter. You can 
always depend on a CARTER for per- 
fect, factory flow-tested performance. . . 


CARTER CARBURETOR CORPORATION © St. Louis 7, Mo. 


Division of American Car and Foundry Company 


write up the deal for an even $2,000 
(a cut of $160) and throw it on the 
sales manager’s desk. He'll prob- 
ably go for it.” He gave me a big 
wink. 

As I was leaving he asked — in 
what appeared to be an after- 
thought—for my name and address. 

Deater I. (Low and medium price. 
Big Three.) The salesman met me 
at the door. When I explained my 
car-buying plans and asked for the 
cheapest two-door sedan, he priced 
it at $2,330, eyed me narrowly for 
a@ moment, and then said, “Of 
course, I can deliver that to you 
for $2,130.” 

I sprung my trap: “How about 
that sign on the window that says, 
‘Sedan, $1,810 delivered’?” 

“That?” he said, his voice mir- 
roring shock and disbelief. “That? 
You don’t want that car. It 
doesn’t have anything on it. 
That’s no car.” 

I asked him to explain the differ- 
ence between the car the window 


@@9 CARBURETERS 


is 





Arnolt-Bristol Ready for U. S$. Debut— 


One of the attractions of the International Motor Sport Show to be held in New 
York's Madison Square Garden Feb. 6-14 will be this British Arnolt-Bristol sports car. 
it weighs less than 2,000 pounds and develops 130 horsepower. It is the result of 


the combined efforts of S. H. Arnolt, of 


Warsaw, Ind., well-known sportsman and 


importer of European cars, the car division of Bristol Aeroplane Co., Ltd., Bristol, Eng- 
land, and Carozzeria Bertone, body designer of Turin, Italy. 


ad priced at $1,810 and the one he|none in stock, it would be difficult 


offered me at $2,130 net. 

Except for the fender trim, the 
upholstery and a deluxe steering 
wheel, he didn’t know. He did his 
best to steer me away from the 
$1,810 job by telling me they had 


and you’ll avoid comebacks. Your cus- 
tomers are sure to recognize CARTER 
quality because CARTER products are 
nationally advertised in leading maga- 
zines. Call your CARTER supplier to- 


day for full information. 





to order one, etc. He kept repeat- 
ing that the car really wasn’t one 
I'd want to buy. 

He did such a good job convincing 
me that his $1,810 model was no 
good that, had I been an ordinary 
buyer, I would have been certain 
that nothing else in his line was 
any good either. 

> 


* * 


Nothing New 


At THAT point he apparently 
realized what he had done, for 
he led me into the backshop and 
tried to sell me a brand-new '53, 
which he offered to discount from 
$2,750 to $1,950. 

Here, again, he sold me off his 
entire line by saying: “This car’s 
a lot cheaper and the ’54s don’t 
have a thing this ’53 hasn’t got. In 
fact, you get a lot more car for the 
money.” 

He failed to ask my name and 
phone. He offered no ride, no busi- 
ness card, no literature on the car. 

Deater J. (Low and medium. In- 
dependent.) The dealer himself ap- 
proached me, although he was a 
bit slow about it. 

Before I had a chance to tell him 
I was looking for the cheapest two- 
door model available, he skipped 
his low-priced car, which is sup- 
posed ¢o be the line leader, touched 
briefly on his ’54s in the expensive 
models and then herded me into 
his used-car department. 

He showed me an unused ’53, 
which listed at approximately 
$3,600, and offered to let it go at 
a discount of $1,300. He did a 
good job of selling on the car’s 
features, but it was all geared to 
the 1953 model. 

He kept saying: “Why do you 
want a '54? There’s no difference. 
This is a nice buy. A real car. You 
don’t want a ’54.” 

Although I told him, as I was 
leaving, that I was definitely inter- 
ested in his offer, he did not ask 
for my address or phone or give 
me his card. He didn’t offer to let 
me drive a car and he had whisked 
me out of his new-car showroom 
so fast that I never really got a 
good look at the ’54s. 

Deater K. (Low and medium 
price. Big Three.) There was no 
selling of any kind in this dealer- 
ship. 

When I said I wanted to buy a 

(Continued on Page 54, Col. 1) 





New Nash Outlet— 

Ralph Hardwick (right), owner of Hard- 
wick Nash, Fort Worth, signs his franchise. 
With him are R. M. Hendrixson (le f t), 
Dallas zone manager of Nash, and J. E. 
Woosley, sales promotion manager. Dur- 
ing opening ceremonies, approximately 
2,500 persons visited the new dealership. 
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Automotive Washington 





(Continued from Page 18) 


jaw. The House program, they fear, 
will add several restrictions. 
« + 


Ba 


VLRB Changes Seen 


= is believed the House commit- 
tee will give the President more 
flexibility in dealing with national 
emergency disputes and _ strikes. 
And there is said to be powerful 
group sentiment for a thorough re- 
vamping of the present administra- 
tion and interpretation of the Taft- 
Hartley Law. This would mean 
sharp changes in the National 


13 Firms Cited 
For Excellence 
Of Management 


NEW YORK.— Thirteen compa- 
nies in the automobile industry and 
related fields have been certified 
as “excellently managed” by the 
American Institute of Management. 

Twelve of them received the 
award for the fourth consecutive 
year—Borg-Warner Corp., Briggs & 
Stratton Corp., Chrysler Corp., 
Electric Auto-Lite Co., Electric 
Storage Battery Co. Fruehauf 
Trailer Co., General Motors Corp., 
International Harvester Co., Ray- 
bestos-Manhattan, Inc., A. O. Smith 
Corp., Studebaker Corp. and Trico 
Products Corp. Thompson Products, 
Inc., received the designation for 
the third year in a row. 

According to Jackson Martindell, 
president of the Institute, only 348 
of the 3,000 leading concerns whose 
methods were studied by that non- 
profit foundation, were found eligi- 
ble to receive the designation. 

“Recognition of superior manage- 
ment in particular companies is the 
first step in improving corporate 
practices generally throughout the 
country,” he said. 

“The philosophy behind these 





awards is to focus attention upon | 


those companies whose practices 
should be emulated by others, to 
increase efficiency and insure sta- 
bility for employes, 
and the economy as a whole.” 


When auditing a management, | 


Martindell explained, the Institute 
uses a point system for rating 10 
key factors in each company: 
Economic function, corporate 
structure, health of earnings 
growth, fairness to stockholders, 
directorate analysis, research and 
development, fiscal policies, pro- 
duction efficiency, sales vigor and 
executive evaluation 


Ford Enlarges 


Canton Forge 


shareholders | 





DEARBORN.—Completion of an | 


expansion and modernization 
program at the Canton (O.) Forge 
plant of Ford Motor Co. has been 


announced by Robert J. Hampson, | 


chassis parts division general man- 
ager. 

The plant has been enlarged by 
66 percent, or 127,400 square feet, 
in its manufacturing and die-mak- 
ing area, Hampson said. Its forging 
presses and other metal - forming 
and heat-treating equipment also 
have been rearranged. 

A two-story, 119-foot long ad- 


dition to the plant’s administration | 


building is nearing completion and 
will more than double the office 


area. It will house a training de-| 


partment and classrooms, engineer- 


ing and testing laboratories, and | 


a hospital. 


Woman's Touch 
Firm’s Feminine Partner 
Handles Sales 


METUCHEN, N. J.—The sales 
department of Lang Buick Co., 85 
Central Ave. has the woman’s 
touch. 

Mrs. Harold Lang, a partner in 
the firm, is sales manager and 
spends much of her time in active 
selling. 

Mrs. Lang says she has had to 
learn her job the hard way, and 
finds customers more instructive 
than books. The Langs purchased 
the business a year ago after Lang 
retired as sales manager of Abra- 
— & Strauss, New York textile 

rm. 


Labor Relations Board setup. 

Chairman Sam McConnell of 
Pennsylvania said he hopes to re- 
port out a bill to the House in 
March. 

President Eisenhower's conserv- 
ative philosophy on economic af- 
fairs was reflected in his eco- 
nomic report to Congress. It is, 
perhaps, best set forth in this 
excerpt: 

“No government can of itself cre- 
ate real and lasting prosperity. A 
thriving economy depends funda- 
mentally on the enterprise of mil- 
lions of individuals, acting in their 
own interests and in the interests 
of their families and communities 

. the best service that the Gov- 
ernment can render to our economy 

. is therefore to create an en- 
vironment in which men are eager 
to make new jobs, to acquire new 
tools of production . . . design new 

products and develop new markets.” 


* * * 


Less, More 
you Republican leaders last 


week predicted that the Eisen- 





district sales manager. 


hower Administration is going to 
get a little less than it asks in 
appropriations, more than it wants 
in tax cuts, but much of the re- 
mainder of its program. 

That forecast came out of a 
closed meeting of GOP members. 
One participant said there were 
no decisions, votes or vigorous 
disputes. The main development 
reportedly was the generally fa- 
vorable response to strong hints 
from Republican Leader Charley 
Halleck that support of the Pres- 
ident’s major proposals is essen- 
tial if Congress is to stay Repub- 
lican next year. 

At the annual Business Outlook 
Conference of the Washington 
Board of Trade, Mel Sanders, of 
Hill and Sanders (Ford), told the 
conference that automobile dealers 
would be on solid ground if they 
estimate that volume this year will 
be about 95 percent of last year 
“and then struggle to beat that.” 
Sanders is treasurer of NADA. 


Rodney W. Markley, recently ap- 
pointed manager of Ford Motor 
Co.’s Washington office, last week 
was named chairman of the com- 
pany’s local community relations 
committee. He succeeds Maj. Henry 
M. Cunningham, Lincoln - Mercury 











First in Kaiser Contest— 


Robert Kohout (right), salesman at 
Northwest Kaiser-Willys, Inc., Minneapolis, 
is presented with the keys to a Darrin 
sports car by Edgar F. Kaiser, president 
of Kaiser Motors. Kohout won a nation- 
wide saies contest and was honored at 
a dealer preview in Chicago attended by 
more than 1,500 dealers, distributors and 
salesmen of the midwest region. 
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Clayton Launches 
Budget Purchase 


Plan for Dealers 


EL MONTE, Calif.— Concurrent 
with the announcement of plans for 
expanded distribution under a 
system of regional sales manage- 
ment, Clayton Mfg. Co., El Monte, 
Calif. will launch a new budget 
purchase plan to stimulate time 
buying of equipment through auto- 
motive jobbers, according to J. A. 
Cortright, sales vice-president. 

Under the plan, a dynamometer 
can now be financed with a down- 
payment as low as 10 percent of the 
purchase price, and a steam 
cleaner with a downpayment as low 
as 20 percent. Payment on the 
balance can be extended for as iong 
as 24 months, 


Assistance in installation, 
merchandising, and promotion is 
given by the factory. 

Detailed plans on the most profit- 
able utilization of both the dyna- 
mometer and the steam cleaner 
are given to dealers. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


SELL as youd Buy... 


on Thvift Terme! 


But stretched-out, 3 or 4 year “easy terms” will finally slow your 
profits. They keep many paying customers out of the market 

for years. Meanwhile, their cars grow old and lose trade-in values 
that encourage repeat buying! 














Shorter terms speed your repeat business. 


They help the buyer. Their cost is low. 


You build lasting business by encouraging more short-term 


financing. If you arrange short, thrifty terms on the GMAC Thrift- 
Guard Plan, you give the greatest financing value at low cost. 


This plan saves your customers expense and 
time in financing, and worry and trouble in paying. 
And you gain: 1. Control of the whole 


GENERAL 


transaction. 2. Gross from time contracts. 
3. Extra business from satisfied customers. 
4. Repeat sales from GMAC service. 


Motors 


ACCEPTANCE 
CORPORATION 


GMAC 


yo MOTORS ACCEPTANCE ite 


— sana 


PLAN 


The « GMAC Thrift-G Thrift-Guard Plan 
available to General Motors Dealers: 
CHEVROLET * PONTIAC « OLDSMOBILE 
BUICK « CADILLAC 








Wag \\ 
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Purolator Slates. 
Oil-Filter Check 
e . * 

Drive in April 

NEW YORK. — Service stations, 
garages and auto dealers will unite 
during April to educate motorists 
on the need for regular inspection 
and replacement of oil filter’s as 
insurance against ‘undue engine 
wear and costly repair bills. 

It will all be a part of Filter 
Check Time, sponsored by Puro- 
lator Products, Inc., Rahway, N. J. 

April was selected to tie in with 
the spring changeover business 
done at that time. Another ob- 
jective is to call retailers’ attention 
to the sales and profit possibilities 
in filter changes. 

To help dealers in this campaign, 
Purolator has prepared a Filter 
Check Time “Bonanza” package 
containing 31 of its filter refills; 
three window streamers; one wall 
chart, and a 16-piece set of dinner- 
ware. 

Following an introduction in 
trade magazines, advertisements 
will appear in the Saturday Evening 
Post, Life, Colliers, and Look to 
make car owners aware of filter 
check time. 
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But °53 Fatalities Still Top °52... 





Gift for Boys— 
Ernest Ingold (left), San Francisco Chev- 





| Highway Death Rate at New Low 


(Continued from Page 2) 
from 1952, six had no change, and 
23 had increases, 

Of 487 cities reporting in 1953, de- 
creases were reported by 192, no 
change by 96, and increases by 199. 
Among cities with more than 200,- 
000 population, Omaha had the 
largest reduction in fatalities — 48 
percent below 1952. Denver was 
next with a 37 percent drop, and 
Jacksonville, Fla., followed with a 
33 percent decrease. 

Seventy-six cities of 10,000 popu- 
lation or more completed the year 
without a traffic death. Mount 
Vernon, N. Y., with a population of 
71,900 was the largest city to 
achieve this record. Raleigh, N. C., 
was second and Norwalk, Conn., 


rolet dealer, receives a check for $1,500) was third. 


from Bill Madigan, Mechanics Union No. 
1305, for the San Francisco Boys Club, of 
which Ingold is president. This was the 
concluding gift of approximately $500,000 
which Ingold had raised. 


FOB Factory — for a behind-the-scenes 
view of factory news. 


Auto Leaders to Attend 


Ike’s Safety Parley 


WASHINGTON.—The automotive 
industry is well represented on the 
business group of the White House 





FENDER SKIRTS—FENDER SHIELDS 
THAT OUTSELL ALL OTHERS! 


FOR CHEVROLET, FORD, PLYMOUTH, MERCURY, PONTIAC, DE SOTO, CHRYSLER 


* BeautiFLARE Custom Fitted Fender Skirts with Exclusive Dual 
Locking Device for snug, rattle-proof fit. 

*® BEAUTIFLOW Highly Polished Stainless Steel Fender 
Shields. For that de luxe look. 


These fender skirts and fender shields are the recognized No. 1 sellers 
. most popular with car owners. Stock the skirts and shields which 
outsell all others. 


















~ "54, "53, "52 Ford and Mer- 
cury Flared Bottom Stain- 
less Steel Custom Skirt. 
Replaces Ford Part No. 
18973 but INSTALLS 


exclusive Erie feature). Also 
available finished in red 
oxide. prime. 


“54, '53, ’52 Ford and Mer- 
cury Front Fender Shield. 


DRILLING, {an 





lee i cacwsai Front 
“Fender Shield. Replaces 
Part No, 986782. 


Front and rear fender shields also available for some earlier models of Chevrolet, 
Chrysler, De Soto, Dodge, Ford, Plymouth and Pontiac. Fender skirts also available 
for many earlier car models. 
Order from your jobber or write for further information today. 


ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR COMPANY, INC. 


WORLD'S OLDEST GRILLE GUARD MANUFACTURER 
General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 


a 
ge 








Conference on Highway Safety to 
be held Feb, 17-19. 

Members include Harlow H. 
Curtice, president of General 
Motors, who was named chair- 
man; Henry Ford II, Paul G. 
Hoffman, L. L. (Tex) Colbert, 
William F. Hufstader and other 
industry leaders. 

Purpose of the conference is to 
develop nationwide public support, 
at the community level, for proven 


methods of improving street and | 


highway safety. 

President Eisenhower has asked 
all governors to participate, and 
to designate outstanding citizens 
as delegates, including representa- 
tives of agriculture, business, labor, 
women, public officials, media of 
public information, and organi- 
zations (service, fraternal, religious, 
veterans, etc.) 

The complete membership of the 
business group, named last week 
by Secretary of Commerce Sinclair 
Weeks, general chairman of the 
conference, is as follows: 

Ways and Means Committee— 
T. S. Peterson, president of 
Standard Oil Co. of California, 
chairman; Walter F. Carey, presi- 
dent of Automobile Carriers, Inc., 


20 Car Dealers 
Listed as Brand 


‘Names Finalists 


NEW YORK. Twenty new-car 


|dealers have been announced as 


finalists in the Brand Name car 


| retailer -of-the-year competition 


sponsored by Brand Names Found- 
ation, Inc. 

The announcement was made by 
Stephen A. Douglas, chairman of 
the foundation’s retail advisory 
council, who said that finalists have 
been invited to submit detailed de- 
scriptions of their 1953 presentation 
of manufacturers’ brand names. 


The foundation will award a 


| Brand Name retailer - of - the - year 


bronze plaque and four. certificates 
of distinction to the five top auto 
dealers at the Brand Names Day 
dinner Apr. 28 at the Waldorf- 
Astoria Hotel in New York. Five 
awards will also be made to firms 
in each of 24 additional retail cate- 
gories. 

The judging committee will be 
composed of 22 retailers who won 
retailer-of-the-year plaques last 
year. Among them will be T. G. 
Mennen, formerly vice-president of 
Masters Pontiac Co., Long Beach, 
Calif. 


The auto finalists are Palomar 
Motors, Escondido, Calif.; A. J. 
Dingeman, Oxnard, Calif.; Hastings 
Chevrolet, Santa Monica, Calif.; 
Poudre Chevrolet Co., Fort Collins, 
Colo.; Sullivan Motor Co., New 
London, Conn.; Tony Piet Motor 
Sales, Chicago; Brents Buick Co., 
Lebanon, Ky.; Vicory Motors, 
Mansfield, Mass.; Charles Chevro- 
let, Worcester, Mass.; Grand River 
Chevrolet, Detroit. 

Nelson Motor Co., Warren, Minn., 
Chapp Chevrolet Corp., Bronx, N. 
Y.; Spitzer Motors, Elyria, O.; 
Westrick Motor Co., Carrolltown, 
Pa.; West Side Lincoln-Mercury, 
Philadelphia; Truex Chevrolet Co., 
Jackson, Tenn.; Godfrey Motor Co., 
Spur, Tex.; K. C. Currey Motor Co., 
Fairmont, W. Va.; McBride’s 
Motors, Adams, Wis., and King 
Braeger Chevrolet Co., Milwaukee. 


Ford Expands 
Truck Facility 


EDGEWATER, N. J. — A new 
chassis production line for the as- 
sembly of Ford trucks was put into 
operation here last week at the 
Edgewater Assembly plant of Ford 
Motor Co. 

By separating car and truck as- 
sembly lines, Harris said, a total 
of 122 more units per day will roll 
off the two lines during an eight- 
hour period. He said truck units 
would be increased approximately 
26 to a total of 144, and the car as- 
sembly line would raise its pro- 
duction 96 to a total of approxi- 
mately 360 cars in eight hours. 

The increased truck production 
will include heavy trucks not previ- 
ously assembled at Edgewater. 


Flint; C. McDowell Davis, presi- 
dent of Atlantic Coast Line Rail- 
road; William J, Grede, presi- 
dent of Grede Foundries, Inc., 
Milwaukee; Eugene Holman, 
president of Standard Oil Co, of 
New Jersey; Hufstader, chairman 
of the Inter-Industry Highway 
Safety Committee and distri- 
bution vice-president 6f GM, and 
William S. Richardson, executive 
vice-president of B, F. Goodrich 
Co. 


Apvisory Committee — Wright 
Bryan, president of The Atlanta 
Journal; Robert I. Catlin, vice- 
president of Aetna Casualty & 
Surety Co.; Colbert, president of 
Chrysler Corp.; Ford, president of 
Ford Motor Go.; Earl H. Gam- 
mons, vice-president of Columbia 
Broadcasting System, Inc., Wash- 
ington; Robert W. Sarnoff, execu- 
tive vice-president of National 
Broadcasting Co.; New York; Hoff- 
man, board chairman of Stude- 
baker; Leroy A. Lincoln, board 
chairman of Metropolitan Life In- 
surance Co.; W. C. Schumacher, 
vice-president of International 
Harvester Co., Chicago; Charles F. 
McCahill, president of the Cleve- 
land News; Wade G. McCargo of 
H. V. Baldwin & Co., Richmond, 
Va.; C. L. Austin, president of 
Jones & Laughlin Steel Corp.; 
Richard Slocum of The Evening 
Bulletin, Philadelphia, and Lyle C. 
Wilson, vice-president of United 
Press Assns., Washington. 


Secretary of the business group 
is Light B. Yost, of GM’s field 
operations section. 
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9 SYSTEMS 
TO CHOOSE FROM! 


» Underfloor See single type—3” 
> Underfloor aon ate type—3” 
° Overhead disappearing wring type 3" 
. oa Sentalaee wat plain yr : ee 
. tir Gaon on trucks and buses). 

(for trucks buses). 


Write for ovr new ilivstrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
ee AS OSE Se 


License Plate Bolts 


PLATED FOR 
RUST RESISTANCE 


500 
iG MATTOS 
iste 


~Y 


Se ae bene CO. 


NSON, KANSAS 





VER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 


¢ t it AC 1281 SO. CHEROKEE 


DENVER, COLORADO 
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Distributor Qvale Expands | 


SAN FRANCISCO. — British 

stor Car Distributors, Ltd., has 
moved into larger quarters at 1800 
Van Ness Ave. According to Kjell 
Qvale, owner, the firm has an 
organization of 25 dealers between 
Fresno, Calif.. and the Oregon 
border. 


RY Ta 


Double reinforced metal 
eyelets—Hang keys from 
either gnd—Complete 
information. 


TAGS & RINGS 
Priced At 


Enclose Check with 
Order. 


Shipments Prepaid. 


Free Used Cer Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE 
Ro etid harley b) 


Sta. ‘‘A'', Box 1037, Cleveland 2 


SPRAY-INKS 


Permanent, Flexible, Non- 
Crocking, Water - Proof, Inks 


Old Cars Like New Without New Panels 


Used to re-color the interior upholstery fabrics 
in automobiles, when faded, soiled, stained, 
or water-marked. 

These INKS provide the car dealer with a 
fast and economical way, to recondition fab- 
rics. Will not adhere to chrome, therefore 
does not require excessive masking. However, 
lacquered or enamelled surfaces must be 
protected. 


Five beautiful automotive colors— 
GREEN, GRAY, BROWN, BLUE 
AND TAUPE 
Price $2.10 per quart—-$7.00 per galion 


Century Products Co. 


DETROIT 38, MICHIGAN—WU.S.A. 
Prices slightly higher in western United States 


POSITIVE REAR DOOR 


SUGGESTED 
RETAIL 
$1.57 
Per PAIR 


REMOVE 
HANOLE— 
INSTALL SAFETY 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be opened from outside as usual. 
No Mechanical Changes To Make. 
Handle can be replaced if desired. No 
Delicate Parts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 

This New Design HOUSER’S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 


Veh t ht 2 Ge een 


Bluffton, Indiana 


1949 and up. All 
Chryster built 


100 Feet of 54-12” 18” Pennants 
All-Weather Durafiilm Only $6.00 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th Cleveland 13, Ohie 


Seal of Craftsmanship .. . 


Studebaker Guarantee 
Backed by Workers 


(Continued from Page 1) 


” 


of this car,” will be placed on every 
car leaving Studebaker plants. 
* * * 

ee the ceremony, at 

which the first seal was affixed, 
were Paul G. Hoffman, board chair- 
man; H. S. Vance, president, and 
Louis Horvath, president of Local 
5, UAW-CIO. 

The program is based on a code 
which states that “every man 
and woman who works for Stude- 
baker will maintain the high 
standards of quality and skill 
that have characterized Stude- 
baker for five generations.” 


Vance, speaking to an audience 
composed largely of employes, said: 
“We hear a lot about the mechani- 
zation of entire plants that sup- 
posedly takes the human element 
out of the building of a car. 

Oo * * 
" E HAVE mechanization at 
Studebaker equal to any 
other, and, as time goes on, we will 
have more. But there is something 
more than mechanization. 


“I refer to craftsmanship, the 
kind that comes only after years 
of experience — the kind that is 
passed on from father to son, and 
that thrives on love for one’s work 
and unswerving devotion to it, day 
after day. No machine that man 
has ever invented, or will invent, 
is a substitute for such craftsman- 
ship.” 

Horvath, whose local has more 
than 16,000 members, declared: 
“We count on the company to do 
its part in making our quality 
seal a living thing. 

“In turn, the membership of Local 
5 assures management it will do its 


Car Exports Rise 
Slightly in 1953; 
Trucks Show Dip 


DETROIT. — U. S. makers last 
year exported 186,159 cars, com- 
pared with 167,048 in 1952, accord- 
ing to final figures released last 
week by the Automobile Manu- 
facturers Assn. 

It was noted, however, that the 
gain in car exports failed to match 
the increase in production. 

Shipmcnts to foreign markets in 
1953 accounted for only 3.04 percent 
of factory sales totaling 6,121,787 
cars, AMA said. The previous year’s | 
exports represented 3.86 percent of | 
a total of 4,320,794 cars. 

Declines were reported in truck | 
and bus exports. 

Sent abroad in 1953, AMA said, | 
were 138,615 trucks, or 11.53 percent 
of a total of 1,202,196, comparea | 
with the previous year’s 161,666 
trucks, or 13.33 percent of a total | 
of 1,212,790. Bus exports last year | 
were 326 units, or 8.03 percent of | 
a total of 4,057, compared with 872 | 
buses, or 16.22 percent of 1952’s 
total of 5,375. 

Overall, AMA said, U. S. vehicle 
exports in 1953 declined to 325,100 
units of all types, or 4.43 percent of 
factory sales totaling 7,328,040. The 
figures for 1952 were 329,586 units, 
or 5.95 percent of a total of 5,538,- | 
959. 


IH to Open Office 
In Lubbock, Tex. 


LUBBOCK, Tex. — International 
Harvester Co. will open a truck 
district sales office here March 1, 
Duane F. Kuntz, southwest regional 
truck sales manager, announced 
last week. The office will be located 
in the Stanolind Bldg. 

Kuntz said that the new sales 
facility would serve the approxi- 
mately 125 International truck 
dealers and four company - owned 
truck sales branches in west Texas 
eastern New Mexico and 
western Oklahoma, 

Establishment of the office marks 
the second company operation to 
be established here. A retail sales 
branch was opened in January, 
1952. 


south- 


part to hold high the ideals and 
principles that made such a code 
possible at Studebaker—and possi- 
ble nowhere else. 


“We know the importance of 
craftsmanship not only to the in- 
dividual’s own self-esteem and 
pride in his job, but also to the 
entire Studebaker family — men, 
management and stockholders 
alike.” 


+ * * 


OINTING out that since World 
War II the notion has often 
been expressed that the people— 
management and labor alike—who 
make and sell things to the public 
just don’t care any more, Hoffman | 
stated: 
“We at Studebaker want to) 
dramatize the fact that we do care, 
just as Studebaker people have | 
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Studebaker Stresses Craftsmanship— 

H. S. Vance (left), president of Studebaker, and Louis J. Horvath, president of 
Local 5, UAW-CIO, place the first Quality Seal on a new car during ceremonies in 
South Bend, inaugurating a quality code program which Vance said reaffirms the 


company's tradition of craftmanship. 
. = Ss 


cared for 102 years, and have cared 
during these years since World 
War II.” 

Hoffman called the 
ment-laber ceremony “unprece- 
dented in industry” and said, 
“We want the world to know that 
here management and labor 


manage- 


Angeles and Hamilton, Ont. 


* * * 


stand firmly united in the resolve 
to continue giving the highest 
value in material and workman- 
ship in the products we build 
together.” ; 

Similar ceremonies are to be held 


at the company’s plant in Los 


Newspaper 
horsepower 
IS up too! 


@ Booth Michigan Newspapers can help you take many a 


sales hill when the going gets tougher. 


Whether it’s cars, accessories, gas, oil or other automotive 


supplies, you’ll 


find 85% 


of your total Michigan sales 


potential (outside of Wayne County and the Upper Penin- 


sula), in the 8 Booth Michigan Newspaper Markets. 


Let Booth Papers show you how they work with you, 


through your Michigan dealers. Put Booth Michigan Mar- 


kets on your next schedule. 


For latest market folder, call — 


TMT US ET Ca 


“YOUR MICHIGAN MARKET OUTSIDE DETROIT” 
GRAND RAPIDS PRESS @ FLINT JOURNAL e KALAMAZOO GAZETTE @ SAGINAW NEWS 
JACKSON CITIZEN PATRIOT e MUSKEGON CHRONICLE e BAY CITY TIMES e ANN ARBOR NEWS 
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Survey of the Showrooms 


Are Your Salesmen Selling? 


(Continued from Page 50) 


car, the salesman took me directly 
into his office, where he excused 
himself and disappeared for nearly 
15 minutes. There were no other 
customers in the showroom. 

He did not mention a single fea- 
ture about the car he was sup- 
posedly selling, and I had to ques- 
tion him closely to find out whether 
he really did or did not have a two- 
door model in the 1954 line. 


s * * 


Here’s Our Offer 


H® KEPT his price list secret 
and didn’t use the word “dis- 
count” or indicate he was offering 
one. He merely said, with a take- 
it-or-leave-it air: “Here’s our best 
price.” Actually, at the price he 
quoted, he was discounting his car 
about $265. 

I indicated some doubt as to 
whether I could make up my mind 
about his car on the basis of what 
little he told me about it (price 
only), and he said: “That’s a good 
deal. I ought to know; I've been in 
the business long enough.” 

Despite the 20 years he claimed, 
he miscalled his car by model and 
make (kept referring to it by the 
name of a competitive line) and 
he failed to ask for my name or 
phone. 


He priced his more expensive car 
at $3,346, but in the same breath 
he said he’d sell it at dealer cost, 
which he placed at $2,485. I pro- 
fessed disinterest and he dropped 
that car quickly and switched to 
his lower-priced line. 

Here he did a top selling job. He | 
went over the car with me, inside | 
and out, stressing its smart styling, | 
comfort, seat and head room and 
good handling characteristics. Lift- | 
ing the hood, he gave me a solid | 
rundown on the engine and plunked | 


particularly hard on the economical | |» 


operation I could expect. 

He was rather reluctant to get | 
around to prices, but finally quoted | 
a figure of $1,740, which he said | 
was a discount of $198 from the | 
regular price. But even as he of- | 
fered the discount, he emphasized 
he was able to “make such an at- 
tractive offer” because of his clean- 


up. 





ee 8 
Down Again 
ye I tested the soundness of 

his offer, he came down another 
$90 on the price, and pointed out 
that I'd be able to get immediate | 
delivery. 

“Drive it right off the floor,” he | 
said. “Matter of fact, drive it right | 
through the window, if you pay for 
it” I presumed he meant the car 
as well as the window. 

He was one of the few salesmen 
I met who convinced me that he | 
had a good product to offer — at | 
any price. 

Deater M. (Low and medium) 
price. Independent.) The salesman | 
I met here turned in one of the 
best all-around jobs of anybody. 

' He did a particularly good job | 

on selling the exclusive features | 
of his car, and slid easily into an 

of why the car wasn’t 
in the high-horsepower class. 

That led naturally to a discussion 
of the car’s economy, which he | 
plugged heavily. He kept returning | 
to the economy angle throughout | 





In merchandising his car, he kept 
making direct references—by make 
and model—to competitive cars and | 

and force- | 
car was better. In 
feel I had ground to 
comparisons, so skilled 
pitch. 





“Well, let’s take a look.” 
7 ° ” 

Keeps Selling 
HE WENT to great lengths at 
pencilling figures, constantly in- 
terrupting his own arithmetic by 
going back to sell the car’s features 
and to emphasize the loyalty owners 

have for the car. 

He finally figured out that he 
could discount the car $296.87, and 
then, appearing to warm up to the 





L-M Presents $1,500 
To 7 U. C. Ad Writers 


DETROIT.—Cash awards total- 
ing $1,500 have been presented to 
the seven winners in Lincoln- 
Mercury’s “Best Dozen” ad- 
builder contest, William A. Keller, 
used-car division manager, has 
announced, The prizes’ were 
awarded for the 12 best used-car 
ads published in October and 
written with the aid of L-M’s ad- 
builder service. 

First prize of $1,000 was won by 
T. H. Rieder, sales manager of 
Turner & Herrmann, Vancouver, 
Wash. Second prize cf $250 went 
to Edson Gillette, Dalsis Motors, 
Elmira, N.Y. Five prizes of $50 
each were won by Arthur J. Can- 
tara, Lowell, Mass.; Blair Thomp- 
son, Alliance, O.; Merrill Smith, 
Rochester, N. Y.; Ed Mas- 
sillon, O., and John A. Boyle, 
Tampa, Fla, 


again about a discount. He said, 





idea of a discount, gave me de- 
tailed instructions on how to work 
with him on writing up the deal to 
pry another $100 out of the sales 
manager when it came to approv- 
ing the deal. 

When he said goodby, I felt that 
I had really been taken—but neatly 
—over the sales hurdles. 

Deater N. (Medium and high 
price. Big Three.) Here I met an 
even better salesman—the best of 
the lot. Although he was slow in 
approaching me, he sold hard while 
he had me on the firing line. 

Asking my name first of all, he 
did a job on selling his car on its 
merits, confining himself to fea- 
tures new on the car for 1954. 
He stressed “the value of invest- 
ment” in his car, and emphasized 
its history of good tradein value. 

He tried again and again to sell 
me accessories other than the 
heater I asked for, and tried also 
to sell me into a _ higher - priced 
model. Throughout, he talked with 
me on a first-name basis. 

One of his strong sales points— 


and this was one which appealed 


to me—was used by no other sales- 
man. He took me into the service 
department to show me how large 
and well-equipped it was, and 
named the specially skilled men 
who worked there. He stressed the 
importance of buying a car from 
a dealer who is well set up to serv- 
ice it. 

Before we could get around to 
discussing delivery and price, he 
insisted I drive the car, although 





Gold Rush Winner— 


William A. Moore (right), district man- 
eager of Textileather Corp., Toledo, re- 
ceives a trophy and cash award from G. 
H. McGreevy, soles vice-president, for 
placing first in a “Gold Rush” sales con- 
test of the firm. 


|the weather and the streets were 
extremely sloppy. Back from the 
drive, he sat down, ran briefly 
through the car’s features again, 
and quoted a price of $2,595.40. 


* * * 


Slow to Cut 


E MADE no offer to discount 
the price, and when I asked 
about that he stalled, declined to 
cut the price, but finally said he’d 
throw in a radio and a wax job if 
Td take immediate delivery. 
When I said I didn’t care for 
either, he agreed to reduce the total 





Ford Central Region Gives World Tour to 60 Dealers, Employes— 

Winners of the “Round the World Sweepstakes” sales contest of the Ford division's central region were honored recently at| — 
a luncheon in Detroit. A total of 60 Ford dealers, sales managers and salesmen won the grand prize. Shown here are (seated, | f4ir. In addition to the cars them- 
from left), Martin Daher, Detroit; Floyd Rice, Detroit; Walter F. Bloess, Howell, Mich.; Joseph F. Sinkule, Milan, Mich.; John | Selves, GM is presenting a musical 


Bischa, Davidson, Mich.; Fred Weldon, Davidson, Mich., and Jack Campbell, Davidson, Mich. 
Second row: Howard Crocker, Marlette, Mich.; Carroll J. Searfoss, Arlington, O.; Roy Peterson, St. Clair Shores, Mich.; 


ton C. Bixel, Bluffton, O.; Paul K. Ritter, Bay City, Mich.; Lewis F. Brown, Detroit, and Albert Charles, Highland Park, Mich. 
Third row: Eddie Steele, Birmingham, Mich.; Fred Sprav, Kalamazoo, Mich.; Henry Landreville, St. Clair Shores; Roy O'Brien, 


| St. Clair Shores; Dave Holland, Bay City; Harold Cable, St. 
+ 


DETROIT. — Sixty Ford dealers, | 
sales managers and salesmen in | 


won a 34-day world tour climaxing | 
the region’s two-month “Round the | 
World Sweepstakes” car and truck 


sales contest. 


sales | 
manager, said competition among | 
and 


ps 
4,500 salesmen in the nine-state 
region was “vigorous and healthy.” 
“As a result of the well-planned | 





Clair Shores, and Lester 


= * 


Michigan, Ohio, Kentucky, In- 


Rich, Archbold, O. 
* 
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60 Win Ford Round-World Tour 


Joseph F. Sinkule, Lester Rich, 


price by the amount of the whole- 
sale cost of the radio, but he em- 
phasized that he didn’t think the 
sales manager would approve any 
deal which didn’t involve the full 
list price. 

When I said I wanted the cheap- 
est car available in his line, he said 
that would be smart buying as I'd 
“be getting the same engine, sus- 
pension and heavy frame” as I 
would in a model costing 50 per- 
cent more. 

He told me, as I was leaving, 
that he had formerly been a me- 
chanic. This doubtless explains 
the skilled presentation of the 
car’s mechanical features and his 
obvious interest and respect for 
the car he was ‘selling. 

Perhaps dealers are missing a 
bet by not turning more ex-mechan- 
ics loose in the showroom. 

Deater O. (Low price. Big Three.) 
Despite heavy showroom traffic 
here, I got immediate attention. The 
salesman gave me a rapid, sketchy 
rundown on the car’s styling fea- 
tures, but there was no mention of 
mechanical points. 

He indicated a willingness to dis- 
cuss discounts, so, as a test, I was 
very blunt. He gave me a quick 
$200 cut and hinted that I could 
probably do better when we got 
down to brass-tacks negotiations 
with his sales manager. 

He asked my name, but didn’t re- 
quest my address or phone number. 
He didn’t offer to let me drive a 
car and I had to ask for his busi- 
ness card. Only then did he ask 
me to get in touch with him before 
I made any decision on buying. 

Did I buy a car? Having put 
myself in the buyer’s shoes, I'm 
still there. They feel pretty com- 
fortable, but right now I know 
what dealers mean when they say 
the consumer is too confused to 
buy. 


as 
‘Biggest Motorama 
a . 2 
Opens in Miami; 
. 7 
Exhibits Added 

MIAMI. — The General Motors 
Motorama began its road show here 
Saturday (Feb. 6) for a run which 
will last until Feb. 14. 

This is the biggest Motorama 
of them all. The Dinner Key Audi- 
torium, with its 90,000 square feet 
of exhibition space, not only pro- 
vides more elbow room for the 
spectators, but accommodates ex- 
hibits which could not be squeezed 
into the Waldorf-Astoria Hotel in 
New York. 

Huge moving vans converged on 
Miami from both New York and 
| Detroit, bringing the various at- 
| tractions which GM had to offer. 
| At times us many as a dozen of 
| these vans drove into the audi- 
}torium itself to unload exhibits 
| right on the spot which had been 
selected for them. 

The exhibition is not a static af- 


automotive extravaganza, “Going 


. | Places”—five acts of dancing, sing- 


ing and acrobatics. 

On stage, on a mobile platfcrm, 
}is a 31-piece orchestra, a 14-voice 
| chorus, dancers, five cars—Chevro- 
let, Pontiac, Buick, Oldsmobile and 
Cadillac — and a 13- by - 17 - foot 
motion picture screen. 
| Five “dream cars” are being ex- 
hibited — Pontiac’s Bonneville 
| Special, Buick’s Wildcat I, Chevro- 


diana, Tennessee, West Virginia Clayton C. Bixel, Jack Campbell, | let’s Nomad Corvette, Oldsmobile’s 


The world tour winners are: 


Frank Stanton, Fred Laubie, Byron 


,the Ford division’s central region, and sections of adjacent states. Charles L. Huard, William Power, Cutlass and Cadillac’s El Camino. 


| On a turntable in the middle of this 


Deaters—Lewis F. Brown, Floyd V2" Atta, C. T. Foxworthy, Perry | group is the XP-21 Firebird, first 


Rice, Roy O’Brien, Paul K. Ritter, 


Continental Frees 


‘Military Engines 


MUSKEGON, Mich.—The high- 


| sales programs by dealers,” he said, output internal-combustion engines 


W. Lewis, Stanley Kesler, Harold 
| K. Taylor, T. R. Hardenbrook, Carl 
Watson, George Blaga, Gene Byard, 
R. T. Bales and Seth T. Williams. 
New-Unit Sales Managers 

Harold Cable, Dave Holland, 
Fred Weldon, Eddie Steele, Tom 
| Byan, James Southard, Chet Can- 
nady, W. H. Skees, C. B. Reasor 


“our dealerships experienced the developed by Continental Motors; and H. H. 


biggest sale of new and used cars| Corp. in collaboration with Army | 


Roberts. 
Usep-Unrr Sates Manacers—Rod- 


and trucks in a 60-day period of | Ordnance, as power for tanks and erick Arnold, Henry Landreville, 


any similar period in the history military vehicles, are now available Sylvester Meola, 


of their organizations.” 


In addition to the 60 top winners, | president, has announced. 
who will fly to London, Paris,| The units range from 375 to 1,040 
Rome, Hong Kong, Hawaii and | horsepower. Reese said that high 


many other places, there were 77 
Grand Award winners, each of 
whom will receive luxury merchan- 
dise valued at $1,500. 
Four-hundred runners-up and 
their wives will spend a week-end 
in New York City. 
The central region includes 


output, combined with light weight, 
compactness, versatility, and ease 
and economy of servicing, are ex- 
pected to find assignments for the 
engines in several commercial 
fields, including transportation, 
highway prime and 

struction equipmen 


off- 


movers con- 
t. 





R. P. Dellen, 


for commercial use, C. J. Reese,| Harry Longo and R. H. Johnson. 

| §atesmMEN — Roy Peterson, Fred 
| Sprau, Albert Charles, John Bisaha, 
| Walter F. Blaess, Carroll J. Sear- 


foss, Martin Daher, Howard 
Crocker, Anthony R. DeMarco, 
William DeMarsh, Alexander Van 
Cover, Al Jordon, James Loudon, 
T. A. Wray, Walter Lemmon, Evert 
R. Hiatt, Frank Knight, John Bald- 
win, R. D. Williams, Marvin Morti- 
mer and J. A. Burton. 








— car produced in the 
| The Motorama this year displays 
more than 100 science, research and 
| engineering exhibits, including a 
| “Kitchen of Tomorrow.” It drew 
320,000 spectators last year. 

GM President Harlow H. Curtice 
| was host at a luncheon prior to a 
preview of the show. Other top 
| executives of the corporation were 
}on hand. 
scenic ait a 
| Cambridge Alters Name 
| NEW YORK. —St. Regis Paper 
|Co. announces that the name of 
the company’s plastics subsidiary, 
Cambridge Molded Plastics Co., has 
been changed to Cambridge- 
Panelyte Molded Plastics Co. The 
Cambridge company will continue 
to operate under the same manage- 
ment, with the St. Regis Panelyte 
organization acting as its exclusive 
sales outlet. 
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Car Renting 


AUTOMOTIVE NEWS, FEBRUARY 8. 1954 


Up 15% 


Operators Predict Biggest Year in °54 
Despite Rising Costs 


By George Barclay 
Staff Correspondent 

CHICAGO. — The car rental in- 
justry will have its biggest year in 
1954, although rising maintenance 
and depreciation costs will be major 
problems, according to leading car 
rental executives who attended the 
seventh meeting of the National 
Car Rental System last week. 

Operators generally reported a 
15 to 20 percent increase in busi- 
ness in 1953, with one or two 
executives reporting gains of 40 
to 60 percent. 

The operators predicted that 
Americans will spend $45 million 
on car rentals this year, with 
NCRS members getting a third of 
the volume. 

The new officers are H. Earl 
Smalley, Miami Beach, president; 
Charles Hillard, Fort Worth, vice- | 
president; Robert Miller, San An-| 
tonio, Tex., treasurer, and Joe Saun- | 
ders jr., secretary. 

More than 78 car rental execu- | 
tives, representing firms in 175 U.S. 
cities and 21 foreign countries, par- | 
ticipated in the three-day meeting. 
A number of the companies also 
lease trucks. 

Speakers at the meeting said the | 
upsurge in car renting was due to: | 

1. Increased air travel. 
2. More use of rented cars by 
traveling salesmen and business | 
executives. | 

3. Greater public recognition of | 
the convenience and economy of | 
car renting. 

4. Steadily increasing travel by 
Americans. 

Some car rental men said that 
the poor parking situation in big 
cities is cutting down inter-city | 
car renting, but this is being 
more than balanced by a gain in 
out-of-city car rental 

One-way trips are helping build | 
business for car rental companies, | 
it was reported. This enables a cus- 
tomer to rent a car for a trip to 
virtually any point in the U.S.,| 
leave it at his destination, come | 
home any way he chooses, and pay | 
the car rental system only for his | 
one-way trip. 

Depreciation is a continuing | 
problem, the rental men said, be-! 


| 
| 


Vancouver Eyes 
License Law 
For U.C. Dealers 


VANCOUVER, B. C.— Action to 
clean up operations of alleged dis- 
reputable used-car dealers here is 
gaining headway in the wake of a 
series of newspaper articles out- 
lining sharp practices by a small 
number of independent dealers. 

The Vancouver Motor Dealers 
Assn. has suggested a study of 
licensing methods which might pro- 
tect the public. 

Edwin T. Orr, association man- 
ager, said that most used-car 
dealers in the Vancouver area were 
reliable, but that a few “black 
sheep” gave the business a bad 
name. 

If methods can be found which 
would afford public protection with- 
out hampering free enterprise and | 
initiative, he said, they should be 
used. 

Robert Bonner, attorney general 
of the province, suggested that the | 
industry might police itself in the 
interest of the great majority of 
reputable used-car dealers. 


Standard Steel Forms 
Subsidiary in Canada 

JENKINTOWN, Pa.—A subsidi- 
ary, Standco Canada, Ltd., has been 
created by Standard Pressed Steel 
Co., of Jenkintown, to supply On- 
tario and Quebec with precision 
metal fasteners. 

SPS, maker of socket-head screws, 
also has subsidiaries in Coventry, 
England, and Los Angeles. Head- 
quarters for Standco Canada is at 
198 Bartley Drive, Toronto. 


cause of the slump in used-car 
prices. Rental systems have to use 
new cars, they pointed out. This 
results in high depreciation costs 
when fleets are replaced. 


Retiring President John W. Black 
jr., of Birmingham, Ala., reported 
these accomplishments in NCRS’s 
seven-year history: Steadily in- 
creasing membership; expansion of 
the NCRS courtesy card program; 
recognition of the association by 12 
major airlines; extension of mem- 
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ELLENBORO MILLS, 


bership to many European coun- 
tries, South America and Canada; 
opening up of airport locations and 
connections with national credit 
organizations. 

Incoming President Smalley 
said, “Rental cars are accepted 
as an important part of our 
world-wide transportation system 
and their increased use is linked 
closely to the growth of air 
travel, more leisure time to spend 
in pleasure travel and the desire 
of people to know their neigh- 
bors better. 

“In the U. S. with industry becom- 
ing more decentralized, commercial 
use of rental cars as a complement 
to air and rail travel is enabling 
traveling businessmen to cover 
more territory faster and spend 
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more time at their homes or of- 
fices.” 

Mary Jane Sullivan, executive 
secretary of the association, re- 
ported that NCRS had shown one 
of its biggest membership increases 
in the past year. 


Members paid tribute to Joe 
Saunders sr., president of Saunders 
Drive-It-Yourself System, of Chi- 
cago and Los Angeles, who founded 
the car rental business 30 years 
ago. 

Starting with one 1913 Ford, the 
car rental business has grown until 
more than 3,000 car rental stations 
now have 25,000 automobiles for 
rent. 

D. L. Steiner, of Liverpool, Eng- 
land, a NCRS member who operates | 
a service in the British Isles, pre- 


55 


dicted a heavy increase in the use 
of rental cars by Americans travel- 
ing abroad in 1954. 


Cleaning-Compound Firm 
Established in Dallas 


DALLAS.—H. Philip Scarborough 
has announced the formation of the 
DSC Corp., Dallas., manufacturer 
of automotive and industrial chemi- 
— The plant is located at Palmer, 

ex. 


Products being manufactured in- 
clude cleaning compounds for tires, 
car washes and mechanics’ hands. 
Distribution is being established 
through automotive and iridustrial 
channels. Scarborough is in charge 
of sales. 


ee ee oe ee ee oe ee ee oe 


ELLENBORO MILLS, INC., Ellenboro, H. C., Dept. 


Nycor's prescription for profits interests me. 
Rush samples ond literoture. [] Send distri- 
butors’ names. [_] Have representative call. Oo 
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(Continued from Page 1) 


in dealerships last year was far 
heavier than the difference in totals 
would indicate. 
* ~ + 

MAY dealerships were placed 

on the block, and others simply 
were vacated. This exodus was felt 
most keenly by the independent car 
makers. 

The net effect, in view of the 
high production rates of recent 
years, is more cars for fewer 
dealers to sell. 

But in this supermarket era of 
the American economy, when busi- 
ness emphasis seems to be placed 
on centralization, the shrinkage in 
new-car dealerships is matched by 
a shrinkage in the manufacturing 
field. 


* ® * 


E name that has been dropped 
from the roster is Crosley, 






Chrysler Show Model— 


la Comtesse, Chrysler's new plastic-top 
“show” car, features a two-tone exterior 
of dusty rose with a pigeon gray top. The 
interior is finished in leather with seat- 
back inserts of platinum brocatelle fabric. 
The car is built on a New Yorker Deluxe 
Newport chassis and is powered by 
Chrysler's 235-horsepower V-8 engine. 
After appearing at the St. Louis auto 
show, which closed yesterday (Feb. 7), it 
will be exhibited next at the Detroit auto 
show, ‘Feb. 20-28, and the Chicago show, 
March 13-21. Production of the car is 
being considered. 


‘tenes AUTOMOTIVE NEWS, FEBRUARY 8, 1954 
42,181 Now Selling New Cars... 
Dealer Total Dips Below Prewar 


which before World War II had a 
dealer organization numbering 550. 
When Crosley’s small car was dis- 
continued in the summer of 1952, 
the company had 838 dealers. 

At the start of 1953, Kaiser- 
Frazer, with 2,280 dealers, and 
Willys-Overland, with 2,068, were 
separate entities. As of last Jan. 
1, the Kaiser-Willys sales division 
had signed up 2,339 dealers, in- 
cluding 45 distributors, to handle 
both lines of cars. According to 
K-W spokesmen, about a thou- 
sand additional dealers were op- 
erating under pre-consolidation 
arrangements. 

Since the last Jan. 1 survey date, 
Nash and Hudson have announced 
plans to link their facilities as 
American Motors Corp. Officials of 
both companies have voiced assur- 
ance, however, that separate dealer 


organizations would be maintained. 
* * * 


NDER such conditions, dual 

franchises — except in the Big 
Three, where they are mostly inter- 
company affairs— have lost much 
of their significance, Nash reports 
that it has no duals in its dealer 
body, and Studebaker has only a 
handful. 

The Kaiser- Willys structure 
gives dealers a wide product line, 
and other makers have spread 
their offerings over a_ broader 
price range. 

Except for trucks and foreign 
cars then, the potentialities of dual 
deals have been sharply reduced. 

In any evaluation of dealership 
census figures, allowance must be 
made for the fact that on a given 
date the total for any individual 
maker mdy vary considerably be- 
cause of deaths, recontracting de- 


lays and other causes, 
* e * 


| THE industrywide total, how- 
ever, these factors tend to cancel 
out one another, and 1954’s figure 
of 42,181 fits in with the general 
downtrend that has followed the 
postwar record of 49,173 dealerships 
counted in 1949. 

Excluding Kaiser - Willys, the 
independents this year appear to 
have 875 fewer franchises in 
force, while the net loss for the 
Big Three is under 300. 

Concern among factory men is 
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DAN BECK’'S 


ALES 


TRAINING 


The benefits of Dan's 30 years of RETAIL and WHOLESALE SELL- 
ING, SALES MANAGEMENT and SALES TRAINING will be given 
in this dramatic, near magical, audio - visual (eye and ear), con- 
caeee type Sales Training Program. One week, March Ist - 5th 
inclusive. 


investment of 5 Days time in your men will pay you an imme- 
profit. Wire, write or phone for detailed telcenatien. 


EXECUTIVES SELECTION & TRAINING INSTITUTE 


958 Maccabees Bidg. Phone TEmple 11-55-1 Detroit 2, Mich. 




















“A Weekly Guide to Better Deals” 


“THE MARGIN IS GONE" 


No guess-work appraisals. You must know—each day of the week—exact 
wholesale prices. 

Play it safe! The trade-in is the difference between profit and loss. 

1. Have on your desk each week, actual wholesale prices on every car. 





2. Prices by auic experts whe know the market—up to the minute! 
The cost of this weekly service is reasonable—less than fifty cents per week! 
Top dealers everywhere use our service and find it of great assistance. 














Subscribe for one year at $25.00. You'll get current quotations weekly. The first 
weekly—on the spot—service for dealers. Send your check for $25.00 or write for 
Information, for the best deal you have ever had. 


National Automobile Appraisal Service Corp. 


P. ©. Box 91—Dept. A New York 63, 
Kingsbridge Station New York 











based on the belief that unsuccess- 
ful and inefficient dealers are not 
always among the first to pull up 
stakes. Dealers who are showing a 
profit may become dissatisfied and 
quit. Others may go on operating 
in the red, hoping that someday 
they will recoup. 
. * . 


ERE are other facts disclosed 
in this year’s dealership sur- 
vey: 

Total franchises issued by Chrys- 
ler Corp. slipped to 10,292 from 10,- 
616, with all car-making divisions 
noting a decline. The Chrysler di- 
vision had 3,349 dealers, compared 
with 3,468 last year; DeSoto had 2,- 
883, compared with 2,993, and Dodge 
had 4,060, compared with 4,155. 


There were 18 Chrysler-Dodge 
dealers and seven handling 
Chrysler, DeSoto and Dodge to- 
gether. Last year’s dual and triple- 
franchise dealerships totaled 22. 
Virtually all Chrysler Corp. deal- 
ers also carried Plymouth, the 
exceptions being a number of 
exclusive Dodge outlets. DeSoto 
had a few distributors; the others, 
none, 


Ford Motor Co. franchise rose to 
8,407 from 8,339, this gain being the 
only one shown by any maker on a 
companywide basis. Less duals, the 

* * a 



























CHRYSLER CORP. 
Chrysler-Plymouth 
DeSoto-Plymouth .. 
*Dodge-Plymouth ..... 

FORD MOTOR CO..... 
Ford as 
Lincoln-Mercury .......... 
Mercury 


















Buick . 
Cadillac . 
Chevrolet _ am 
Oldsmobile . 





















+KAISER-WILLYS .... 


Total U. S, Franchises...... 
Minus Dual Franchises.... 












Net Grand Total 
U, S. Dealerships 


Passenger-Car Dealers in U. S. 
1954 vs. 1953 and 1941 


(Estimated by Automotive News/ 


* Total includes a few exclusive Dodge dealers. 
t Kaiser-Willys recontracting program incomplete as of Jan. 1. 





firm had a net total of 7,919 out- 
lets, as against 7,843 in 1953. 

Ford division franchises were off 
to 6,564 from 6,609, however, These 
totals included 65 Lincoln-Mercury- 
Ford dealers and 423 Mercury-Ford 
dealers for 1954, and 70 Lincoln- 
Mercury-Ford dealers and 426 Mer- 
cury-Ford dealers in 1953. 

Lincoln - Mercury franchises to- 
taled 1,104, compared with 1,036 last 
year, while Mercury contracts to- 
taled 739, compared wan 694. 


ENERAL MOTORS sales agree- 

ments totaled 20,790, down a 
shade from 20,822, including several 
thousand duals. Buick had 3,509 
outlets, compared with 3,521; Cadil- 
lac had 1,743, compared with 1,728; 
Chevrolet had 7,533, compared with 
7,527; Oldsmobile had 3,878, com- 
pared with 3,868, and Pontiac had 
4,127, compared with 4,178. 

The were 159 Cadillac distribu- 
tors. The last Oldsmobile distribu- 
torship and two Pontiac distributor- 
ships were discontinued. 

Hudson had 1,766 sales agree- 
ments in effect as of Jan. 1, as 
against 1,986 last year, while 
Nash had 1,531 as against 1,636. 
There were 14 Hudson distribu- 
tors, an increase from last year’s 
11. Nash had no distributors. 

Packard had 1,520 retail outlets, 
down from 1,828, and had five dis- 
tributors during the year, About 
350 of the Packard dealerships were 
dual with other makes. 

Studebaker’s roster fell to 2,491 
dealers from 2,733. There were no 
distributors. 


1954 1953 1941 
10,292 10,616 10,401 
3,349 3,468 3,404 
2,883 2,993 2,880 
4,060 4,155 4,117 
8,407 8,339 6,850 
6,564 6,609 5,800 
1,104 1,036 1,050 
7139 694 mesial 


3,509 3,521 2,850 
1,743 1,728 1,070 
7,533 7,527 8,000 


42,181 45,166 


Blitz Ads Are Enlisted 
In Augusta Price War 


(Continued from Page 3) 


ceive hundreds of car a month and 
must unload surplus stocks into 
bootleg channels. 

“Either adjust the distribution 
to existing market conditions or 
cut production,” one Carolina 
Chevrolet dealer urged the fac- 
tories. 

_J. 1 D. Thompson, 


3 Pa. Dealers 
OK Union Talks 


NANTY GLO, Pa. — A growing 
labor dispute was nipped here when 
three dealerships signed negoti- 
ation agreements with District 50 
of the United Mine Workers. 

Signing were Costlow Motor Co. 
(Chevrolet), Rusty Auto Co. and 
Castelli Ford Sales Co. 


Rusty and Costlow were hit by 
walkouts of service personnel, but 
Castelli maintained full operation 
despite heavy picketing activities. 


Three other concerns — Boback’s 
Garage (Pontiac), LaMantia Ga- 
rage (DeSoto-Plymouth), and 
Nanty Glo Motor Sales (Kaiser- 
Willys) reached agreements with 
the union earlier. 


Chevrolet re- 





gional manager at Atlanta, lashed 
out at Augusta newspapers for de- 
liberately accepting “false” adver- 
tising from used-car dealers. 

“The Augusta papers advertise a 
‘new’ car for $2,100 and don’t even 
bother to check to see if that’s the 
true price,” he charged. 

Augusta, heart of a recent “boom” 
industrial area which now is in the 
throes of a business recession, is 
the only city in Georgia and the 
Carolinas where auto sales condi- 
tions are so stormy. 

New models still pour into the 
Augusta area in spite of wide- 
spread layoffs at two large facil- 
ities in this region — DuPont's 
hydrogen - bomb plant and the 
Augusta Arsenal. 

Auto retailers believe that north- 
ern bootleg distributors are still of 
the opinion that “Augusta” is a 
lively sales town. 

Although owners of competitive 
franchises have not hastened to 
adopt his price promotion, Darling 
is going ahead with a vengeance. 
He warned last week that the new- 
car industry’s historic distribution 
system would be wrecked if boot- 
legging were allowed to continue 
unchallenged. 
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Rugged Riveting— 


Doubly riveted body panels are said to 
add to the safety of the new school bus 


model of Oneida Products Corp. 
+ * * 


Oneida Claims 
‘Safest School 
Bus on Wheels’ 


ATLANTIC CITY.— “The safest 
school bus on wheels” is the claim 
made for the 1954 model unveiled 
by Oneida Products Corp., Can- 
astota, N. Y., at a meeting of the 
American Assn, of School Adminis- 
trators here. 

Its safety features range from 
doubly-riveted body panels to six 
feet of headroom designed for full 
visibility, better air circulation and 
the elimination of the confined 
| feeling that makes children restless. 
| Oneida’s two-piece safety sash, 
more spaciously designed than in 
previous models, is built right to 
the roof line to provide better visi- 
bility. 

Constructed of safety glass, 
rimmed in steel and set in rubber, 
the top sash provides nine inches 
for more safety and ventilation, 
while the lower panel is stationary 
to prevent children from poking 
heads or arms from the bus. 

A grab rail extends down to the 
bottom step to provide safe and 
quick loading. A new fingertip con- 
trol panel makes operation of 
lights and emergency signals 
almost automatic, allowing the 
driver to keep his eyes on the 
road. 

Other features include eight-inch 
rear bumpers and wider rub rails 
for greater traffic protection, added 
ceiling height and a heavy - duty 
heater to assure circulation of fan- 
supplied air, 


VanDagens Upped 
In Plymouth Sales 


DETROIT. — Appointment of M. 
L. VanDagens as director of plans 
and training in the Plymouth saies 
department was 
announced last 
week by William 
J. Bird, general 
sales manager. 

VanDagens 
formerly was 
technical service 
manager. He 
joined Chrysler 
Corp. in 1935 and 
has served as dis- 
trict service rep- 
resentative, assis- 
tant regional manager in charge of 
service promotion, regional sales 
manager with the Airtemp division, 
and district manager with Plym- 
outh. 

During World War II, he was as- 
sistant superintendent of industrial 
education at Plymouth’s Evansville 
(Ind.) plant. Later he was on the 
staff of the Chrysler Corp. Confer- 
ence of Business Management. 


Dealer-Suit Appeal 
Set by Chrysler 


SEATTLE. — Chrysler Corp. has 
filed a notice of appeal on a judg- 
ment in which Kenneth G. Hein, a 
DeSoto - Plymouth dealer, was 
awarded $31,675 in a breach - of - 
contract suit. 

Hein sought damages totaling 
$67,632 in a jury trial in U. S. Dis- 
trict Court last Dec. 5. He charged 
that Chrysler breached its contract 
when it failed to furnish him with 
41 cars called for in the contract, 
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DESIGNERS AND 
MANUFACTURERS 


of 
Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 


Division of FRONTIER INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N. Y. 





Quantity 


PRODUCTION 


oi 
GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


3 


TARIICHED 3F 
ABLISHET ne 


a ae Ded a \ hy 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING 


CHATTANOOGA 2, TENNESSEE 













Obituaries 


Burch E. Greene, 
Los Angeles Dealer 


LOS ANGELES. — Burch E. 
Greene, 55, president of the Greene- 
Haldeman Chrysler - Plymouth 
dealership here and former Chrys- 
ler Corp. sales official, died Jan, 31 
following a heart attack. 

He had delivered an address at 
the Westwood Community Church 
on “The Religious Philosophy of a 
Businessman.” 

In addition to heading the 
dealership, which he and Henry F. 
Haldeman organized in 1937, Mr. 
Greene was president of the Los 
Angeles Motor Car Dealers Assn. 
and the Downtown Figueroa Street 
New Car Dealers Assn. 

Mr. Greene entered the automo- 
tive field following his graduation 
from college. Within a year after 
he opened a dealership in Burling- 
ton, Vt., he was named head of a 
state distributorship. He was trans- 
ferred to Boston and later to 
Toledo, and then in 1928 joined 
Chrysler. In 1933, he became di- 
rector of advertising and sales pro- 
motion, and in 1936 went to Los 
Angeles as director of sales for the 
west coast. 


Emerson J. ‘Poag, 


Ex-Dodge Aide 


ST. PETERSBURG, Fla.—Emer- 
son J, Poag, 61, former assistant 
general sales manager of Dodge, 
died here Jan. 31. 

After a brief period with Stude- 
baker, Mr. Poag worked for a time 
as advertising copywriter for the 
Campbell-Ewald agency in Detroit, 
where his handling of Buick ad 
copy caught the eye of company 
officials. He joined Buick in 1923, 
and by 1932 he had advanced to 
sales promotion manager. 

Late in 1932, Mr. Poag joined 
Dodge, becoming director of 
merchandising and advertising. Six 
years later he was named assistant 
general sales manager, a post he 
held until illness forced his retire- 
ment in 1944. He later served on 
the Michigan Unemployment Com- 
pensation Commission. 

= 7 


Dr. Herbert H. Hills, 


Buick, Packard Official 


DETROIT.—Dr. Herbert H. Hills, 
72, who bought the first Buick sold 
in Flint and then became a Buick 
executive and later a Packard of- 
ficial, died at his home in suburban 
Bloomfield Hills. 

On Aug. 13, 1904, Dr. Hills bought 
the first Buick. He received the car 
on the condition that the company 
could borrow it for demonstrations. 

He became so fascinated by the 
“horseless carriage” that he gave 
up his medical practice to become 
assistant Buick sales manager. Dr. 
Hills moved to Packard in 1909. 
When he retired in 1928, he was 
sales vice-president. 

” om 


Louis Lee 

PONTIAC. — Louis Lee Dunlap, 83, 
general manager of Oakland Motor Car 
Co. (now Pontiac) from 1909 through 1912, 
died here Jan. 30 after a long illness. Mr. 
Dunlap retired from the auto industry in 
1913 to devote his time to real estate and 

other investments. 

* 


* * 
Alva C. Neuman 
BROOKSHIRE, Tex.—Alva C. Neuman, 
53, retired auto dealer, died Jan. 24. 
+. - 


Jack N. Entrican 
MONROE, La. — Jack N. Entrican, 30, 


auto dealer, died Jan. 26. 
7 * * 


Martin L, Sloan 

LOS ALTOS, Calif.—Martin L. Sloan, 66, 
former vice-president of General Electric 
Co., died Jan. 27. He was best known for 
his achievements in connection with the 
sealed-beam headlamp for automobiles, He 
acted as coordinator of the various GE 
activities involved and also interested auto 
manufacturers in the development, result- 
ing in its adoption on 1940 models of 
most cars. 
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+ = 
George J. Zeis 


BUFFALO.—George J. Zeis, 80, founder | 


and owner of The Wiggiler Co., auto ac- 
cessories manufacturer, died Jan. 29. Mr. 
Zeis was a founder of the Automobile Club 
of Buffalo. 

The Wiggler Co., founded in 1918, was 
the first U. S. manufacturer of mechanical 
and electrical signalling devices for cars 
and trucks. ‘ a . 


John Ewart Knight 

LEXINGTON, Ky.—John Ewart Knight, 
51, head of John Knight Motors (DeSoto- 
Plymouth) here, died Jan. 25 in Atlanta 
after suffering a heart attack while on a 
vacation trip. Mr. Knight established his 
dealership in 1945. Prior to that, he oper- 
ated a storage garage and at one time was 
@ used-car manager. He was noted for his 
civic and charitable activities. 








EASY does ITece 
for MORE profits! 






In one operation with EASY 
GLITTER you can polish and 
wax your customer’s car finish 
to a brilliant lasting lustre. It 

actually penetrates and hardens the paint. 
This means greater customer satisfaction and 
more business for you because you'll turn out 
TWICE as many wax jobs as before... in the 
same period of time. That’s why EASY GLITTER 
is fast becoming the first choice of Car Dealers 


throughout the country. A car wax 
so popular that 60% of our total pe : 
sales are repeat orders. POST 
— 
* 


panne 9 
WINTERIZE 4 


Gout CAR FIBISH 





eee 
% EASY GLITTER EMBLEM. ..to identify your service de- 
partment as EASY GLITTER 
wax job headquarters. 





Write our factory or contact your nearest EASY GLITTER 
representative... today! 


Case of 24 cans 
$26.40 


Retails at 
$2.00 


per can 


- 


* 


EASY GLITTER WAX COMPANY 
West Palm Beach, Florida 
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Big Gains Won by Chevrolet, Ford... 
5, 738,989 New Cars Sold in ’53 


(Continued from Page 1) 


1.04 percent; Studebaker, 1; 
Dodge, 90; Hudson, .73; Kaiser, 
60; Henry J, .51; Cadillac, .41; 
Packard, .37; Willys, .26; DeSoto, 
.08; Chrysler, .05, and Lincoln, .02. 

Sales observers point out that at 
least two makes, Cadillac and 
Lincoln, probably would have been 
on the plus side of the ledger were 
it not for the Hydra-Matic fire 
which cut off production. 

Pontiac and Oldsmobile also suf- 
fered due to the fire, and perhaps 
Chevrolet and Buick, to some ex- 
tent, since these divisions supplied 
substitute automatic transmissions 
to Cadillac, Oldsmobile and Pontiac. 

Nash, Hudson and Kaiser also 
used Hydra-Matic, but they re- 
ported at that time that their field 
stocks were adequate, at least dur- 
ing the early period of the Hydra- 
Matic shortage. 


* * * 


- UNIT sales, Chevrolet did 57 





percent better than in 1952, while 





Ford did 52 percent better. Chevro- 
let’s 1953 share of the total market 
was 23.39 percent, a percentage 
point gain of 2.89 over 1952, Ford’s 
1953 share of the total market was 
19.45 percent, a percentage point 
gain of 1.83 over the preceding 
year. 

In a direct comparison, Chevro- 
let outsold Ford in 1953 by 20.26 
percent, A year earlier, Chevrolet 





Power Brakes Offered 


As New Dodge Option 


DETROIT. — Dodge is making 
power brakes available on all 
models at $42.20, including 
Federal tax, 

PowerFlite transmission, which 
heretofore had not been offered 
on six-cylinder station wagons, 
now is optional on all models. 
The price is $189, 





. . installed as original equipment in transmission, rear 
axle and crankcase, remove abrasive metal particles from 


lubricants. 
PLUG attracts and holds 


A strong, permanent magnet in each LISLE 


metal particles between oil 


changes. Eliminates this common cause of premature wear. 


REPLACE 
ORDINARY 
PLUGS 
ARs 


BRE 3 
PLUGS 


TO REMOVE 


IRON AND 


eee 
PARTICLES 
FROM OIL 


CLARI 












SAMPLE 


PLUCS 
furnished free 


for testing. 
Simply state 
size and 
type of 
Plug 
desired. 





wound up only 16.39 percent ahead. 

The year saw a newcomer enter 
the ranks of the Top Ten cars, 
Chrysler, by selling 153,756 cars, 
pushed Nash from 10th to 11th 
position. Nash sales for the year 
totaled 137,507. 


In another change in standings |! 


in the Top Ten, Oldsmobile and 
Dodge swapped positions. Oldsmo- 
bile sold 305,593 cars to take over 
No. 6 spot and push Dodge to No. 
7 with 288,812. 

The hottest race of the year de- 
veloped in the closing months, with 
Mercury rapidly narrowing the gap 
in an effort to bump Dodge still 
another notch. However, Mercury 
fell 1,095 cars short, selling 287,717 
cars to wind up in eighth place. 

In other adjustments in the 
standings: 

Packard swapped places with 
Hudson to wind up No. 14, leaving}, 
Hudson in 15th place. 

Willys moved up one place to No. 
16. Kaiser, which had been in 16th 
spot in 1952, sold 22,825 cars in 1953 
to wind up in 18th. Lincoln moved 


|up from 19th to 17th, dropping 


Henry J from 18th to 19th. 


* * * 


ALES records were set by three 

makes in 1953—DeSoto, Lincoln 
and Plymouth. 

DeSoto and Plymouth eegped 
their previous high marks set in 
1950, and Lincoln surpassed its 
1949 record. 

DeSoto raised its high figure 
from 115,023 to 122,342. Plymouth 
upped its record from 547,367 to 
600,447. Lincoln boosted its mark 
from 37,691 to 39,169. 

—Bos Lienert 


* * * 


How They Fared ... | 
New-Car Sales 


(The following table shows the percent gain 
or loss of 1953 new-car unit sales, as com- 
pared with 1952 figures. As shown in the 
table, there were 38 percent more cars sold 
in 1953 than in 1952. Following the figure for 
the total market, makes are listed in de- 
scending order of gain. A minus figure indi- 
cates that fewer cars of that make were sold 
in 1953 than in 1952.) 








TOTAL MARKET .. . +-38.00 
Chevrolet . sencadlbces cagesae 57.46 
BNE Sicesccsscotnspsecinss . 4-54.78 
_.. __ re .. 4-52.39 
Buick paipeveeneasee vec, $4617 
Pontiac ... aaa + 44.80 
Oldsmobile +40.05 
Plymouth +-38.62 
I sciatica ssdadowea . +-35.59 
MINOR nsesesecsisesessesesnesnessa¥es.s: 
RNID sap csossnkccisstea . 4-33.44 
Dodge .... paceuedéenasas'isorskcaei enn 
IND 3c coousiatehan ks. sen bacha +12.30 
MIN © ossnicisssassonsecinenniiessscons Se ee 
NN stick cteaarptsnensinci bob baee + 3.45 
Studebaker .......... sone + 2.12 
_ ea siheracaerede — 3.51 
MII i ssschcuctessictoxcnncs —14.91 
SN seksi acts saneds — 44.35 
Allstate — 56.89 
Henry J Seine ccniataid —62.70 
Corporations 


FORD MOTOR CO. ..........+52.31 

GENERAL MOTORS ....... +-49.02 

CHRYSLER 481.72 
s + * 

Ford’s January Sales 

Set 50-Year Mark 


DEARBORN.—Ford Motor Co. 
last month broke all January sales 
records of its 50-year history, Ern- 
est R. Breech, executive vice-presi- 
dent, announced last week. 

“In January,” Breech said, “Ford 
Motor Co. sold more cars and 
trucks to American consumers than 
in any other January since the first 
Ford car was built. 


“To our way of thinking, this 


outstanding sales achievement by 
our dealers is solid evidence of 
the strength of the nation’s econ- 
omy.” 

Both the Ford division and Lin- 
coln - Mercury established records. 
The Ford division accounted for 
112,593 cars and trucks, Breech 
said, and L-M sales totaled 28,040 
cars. Total company sales in Janu- 
ary were 140,633, an increase of 
more than 16 percent over Janu- 
ary, 1953. 

Previous sales high for January 
was 135,911 units in January, 1951. 


H. W. Knapheide, Quincy, IIL; 
eee Mass. 
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*Source: 1953-54 
Portland, Ore., 
Consumer 
Inventory — by 
Dan E. Clark II 
& Associates. 


Uy 


Heil Distributors Exchange Ideas— 


Management of Heil Co. and members of the firms distributors’ advisory committee 
met in Milwaukee to discuss this year's sales plans of truck bodies and hydraulic 
hoists. In top row (from left) are Lovis Shoemaker, Cedar Rapids, Ia.; Joseph F. Heil, 
president; W. A. Carlson, sales manager, and Byron Smith, Tulsa, Okla. Bottom row: 
John Schetky, Portland, Ore., and Clarence Zarse, 


SALES TIP.. 


tive advertising... 


226,445 Daily + 285,142 Sunday 
Represented Nationally by Moloney, Regon & Schmitt, Inc. 





OF PORTLAND FAMILIES 
PLANNING TO BUY 
CARS IN 1954 WILL 


BuY NEW cars!* 


...and in Oregon, where per family automotive 
sales are 23% higher than the national aver- 
age, this means BIG sales in a BIG market! 


-To sell this motor-minded market, 
rely on The Oregonian’s 39,543 daily circula- 
tion lead over the Oregon Market's second 
newspaper. The Oregonian is first in automo- 
. first in sales! 





the Oregonian 


PORTLAND, OREGON 





Rubatex goes into first place with automotive 


engineers because of its many economy factors, too. 


Most gasket requirements can be cut from sheet 


stocks in soft, medium or firm grades—no need of 


expense for special coating or molded-on skin — 
and Rubatex gaskets are found to be cheaper and 


more dimensionally accurate than molded 


parts. If you’ve never used 


Rubatex — why not give it a test? 


rie for our latest catalog, Dept. AN-2B, 
reat American Industries, Inc., Rubatex 
Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 


for air that protects— 
use Rubatex 
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3 Car. Track Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan, 1 Jan, 1 

Ended Same Ended Total to to 
Feb. 6, Week, Jan, 30, Jan., Feb. 7, Feb. 6, 
1954 1953* 1954* 1954* 1953* 1954* 
CHRYSLER. .............. . 12,350 27,144 13,218 65,901 134,727 78,223 
Chrysler .... 2,800 4,008 2,890 10,619 20,692 13,399 
DeSoto 1,650 2,735 2,060 8,323 12,527 9,973 
Dodge .... 1,800 4,257 2,252 10,805 38,520 12,605 
Plymouth . 6,100 13,144 6,016 36,154 62,988 42,246 
FORD .... 36,570 24,837 36,499 154,031 128,271 190,240 
Ford .... . ...... 28,300 19,823 28,107 118,678 98,872 146,978 
RED Stvenrvevisseass 870 162 921 4,581 4,045 5,284 
PED x civinvecttinnscoens 7,400 4,852 7A71 = =—30,772 25,354 37,978 
GENERAL MOTORS 51,965 49,581 53,586 211,756 256,393 263,488 
Buick 10,500 8,366 10,622 38,083 47,057 48,339 
Cadillac ‘ 1,725 2,369 1,537 4,019 11,680 5,760 
Chevrolet .. 25,100 25,198 25,641 117,025 126,537 142,120 
Oldsmobile 7,640 6,031 7,889 19,795 33,323 27,435 
Pontiac 7,000 7,117 7,897 32,834 37,796 39,834 
BRU EOIN as cssseccvsesscicsee ips 2,106 624 2,078 8,409 2,078 
NASH . ites nincices 1,575 4,496 1,999 8,570 20,797 10,145 
KAISER MOTORS .. 796 2,538 28 80 11,588 879 
Kaiser ............ ; -_ 325 1,380 iy ere 4,605 $25 
Willys ............. ‘ 471 1,158 28 80 6,983 554 
PACKARD  ............. 1,400 2,749 1,388 3,699 13,633 5,099 
STUDEBAKER. ............ 2,736 2,182 2,760 10,624 7,619 13,360 


Total Cars, U. S.......... 107,392 115,633 


110,102 456,739 





581,437 563,512 




















*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan, 1 
Ended Same Ended Total to to 
Feb, 6, Week, Jan, 30, dan., Feb. 7, Feb. 6, 
1954 1953* 1954* 1954* 1953* 1954* 
CHEVROLET ..... a 6,400 8,233 7,075 31,341 43,587 37,741 
DIAMOND T ............ sa 75 170 71 275 865 350 
a 80 60 80 320 311 400 
DODGE 1,900 2,773 1,882 7,684 13,758 9,584 
INS, scsscscsevocscngnccscs, cuepncuee 27 shat 201 117 201 
SED Ssessssieesitavee we 1,200 213 7,280 31,322 19,009 38,522 
a Nee, tots, 2,050 2,837 2,054 8,424 15,090 10,474 
INTERNATIONAL 1,480 2,840 2,281 9,073 13,803 10,553 
I tS soc anasey 165 222 189 496 1,286 661 
REO ........... aie tuaates 230 359 232 933 1,876 1,163 
STUDEBAKER ............ 210 1,467 137 173 4,745 333 
DUD <ccsucvasscs cnaishiasecasbcse 250 302 250 998 1,467 1,248 
MPMMMMME ED skcsenivcsasiacccnsesssccs 1,239 2,346 1,335 5,518 13,484 6,757 
MISCELLANEOUS 190 342 213 871 1,742 1,061 
Total Trucks, U. S..... 21,469 22,191 238,079 97,629 134,140 119,098 
Total Cars, Trucks, 
RNIN scdSdbeatiieticdétsatcsecasteed 128,861 137,824 133,181 554,368 715,577 682,610 
Total Cars, Trucks, 
IRE 85. cdsccatindizsconmanscdaon 9,000 9,226 9,038 36,127 45,751 45,107 
Grand Total 


Cars and Trucks,. 


U. S. and Canada...... 137,861 147,050 142,219 590,495 


761,328 727,717 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 








Ford Leads Output List 


As Rate Slips Slightly 


(Continued from Page 1) 


turned out 146,978, against Chevro- 
let’s 142,120. 
* . * 
aus the layoffs and shutdowns 
have thrown the traditional first 
four places out of kilter. Because 
of Plymouth’s recent cutbacks, 


Auto Credit Down 
For First Time 


In 20 Months 


WASHINGTON. — For the first 
time since March, 1952, outstanding 
consumer automobile credit de- 
clined during December, according 
to the Federal Reserve System. 

The drop in December was $69 
million, compared with an increase 
of $243 million in December, 1952. 

At the end of 1953 total out- 
standing auto credit was $10,289 
million, up $2,190 for the year. 

Commercial banks showed the 


greatest decline in auto credit in| 


December, reducing their outstand- 
ing paper by $51 million. Declines 


were also reported by sales finance | 


companies, $15 million; auto 
Cealers, $1 million, and other fi- 
nancial institutions, $2 million. 





Buick has moved into third place. 

Ford division scheduled Satur- 
day work at six plants last week, 
compared with two in the preced- 
ing week. 

Chrysler Corp.’s divisions con- 
tinue to be hampered by “scheduled 
adjustments.” Dodge was down two 
days last week, DeSoto was closed 
one day, while Chrysler lost three 


| hours on Tuesday. 


* * * 


HUDSON, which had worked only 


three days in each of the two 
previous weeks, was closed last 
week and possibly some of this 
week. 


Nash last week went to a four- 
day week “for a limited period.” 


Packard today (Feb. 8) begins 
a week-long shutdown. The firm 
said its tool and parts shortages, 
which delayed production starts on 
hardtops and convertibles until last 
week, still are causing schedule- 
balancing difficulties. 

+ * * 


NE of the least affected makers 

is Cadillac, which last week 
planned to work Saturday, as it did 
in the preceding week, Previously, 
Cadillac had not worked a Satur- 
day since early in 1953. 





Plans— 


Packard's 
Clare E. Briggs, sales vice-president of 
Packard, is shown in opening sessions of 
the company's new $250,000 sales train- 
ing program. District managers are re- 
ceiving special training at the factory in 
Detroit, while assistant zone managers are 
starting a series of 120 clinics with dealers 
and retail salesmen in Packard's new 
“shirtsleeves program of sales action.” 


MHS Gets Ontario Plant 

DETROIT.—Mechanical Han- 
dling System, Inc., Detroit, has an- 
nounced the establishment of man- 
ufacturing facilities in Windsor, 
Ont, The plant will begin with the 
design and manufacture of engi- 
neered conveyor systems, package 
handling units and tubular storage 
racks, according to W. V. Casgrain, 
president. 
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Packard Spurs Training 


Shirtsleeve Sales Sessions Launched 


On Wholesale, Retail Levels 


DETROIT.—Packard’s new $250,- 
000 sales training program begins 
moving forward this week on both 
the wholesale and retail levels. 


In the field, assistant zone man- 
agers are starting a series of 120 
product training sessions for dealers 
and salesmen; in Detroit, district 
managers are starting a workshop 
conference in the fundamentals of 
retail selling. 

Clare E. Briggs, sales vice-pres- 
ident, said the double-barreled pro- 
gram, which is to continue on a 
permanent basis, is designed to 
strengthen the selling muscles of 
the entire Packard organization by 
substituting actual sales work for 
theory. 

“It is not a long-distance, spas- 
modic display of flag waving,” 
Briggs said. “It is a down-to- 
earth, shirtsleeve program of 
action to help sell more Packards 
under today’s market conditions.” 


Dealers and salesmen are start- 
ing to attend clinics which take 
them all the way through the en- 
tire process of selling a car, and 
with the students doing the work. 
Starting with prospecting for new 
customers, they compile prospect 
lists using all available sources, 
write letters and postcards which 
are specially slanted to the ad- 
dressee by occupation, ownership of 


HY DRAGUIDE 


POWER STEERING IS 


present car, or some other factor. 
Then they go to work on the tele- 
phone to follow up the correspond- 
ence, 

One of the most important as- 
pects of the work with dealers 
and salesmen is the demonstra- 
tion of new sales tools which 
have been devised to help graph- 
ically demonstrate specific sales 
points in which Packard appears 
advantageously. There also are 
animated displays on the Packard 
engine, power steering, power 
brakes and power seat, 


Classes for dealers and salesmen 
will last a full day, with a second 
session scheduled to follow in a 
month so that a minimum of work- 
ing time will be lost. Groups are 
limited in number to 15 or 20 at a 
time. 

Meanwhile, at Detroit, district 
managers are being brought in, a 
dozen at a time, for a week’s con- 
ference. At the conclusion of their 
sessions, which are being conducted 
by top marketing department exec- 
utives, the district managers go 
back to dealerships which have al- 
ready been covered by the field 
clinics and conduct special promo- 
tions, using the sales techniques 
which dealers and salesmen have 
studied on new and used ‘cars, parts 
and accessories, and service. 


GEMMER 





Xt 
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Prices Cut $145 to $210... 


AUTOMOTIVE NEWS, FEBRUARY 8, 1954 


Nash Ramblers Shed 
Heat and Music 


(Continued from Page 1) 


the price change have not yet made 
their appearance in dealership 
showrooms. 

One, the Rambler Deluxe two- 
door sedan, originally was 
scheduled to be Nash’s lowest- 
priced car with a tag of $1,696. The 
new price is $1,550. 

* am * 
HE other is the Rambler Super 
two-door. Its projected price of 
$1,845 was dropped to $1,700. 

H. C. Doss, sales vice-president, 

said that “the reductions are being 





Nash-Kelvinator Profit 


Takes Sharp Drop 


DET ROIT.—Net earnings of 
Nash - Kelvinator Corp. in the 

three months ended Dec. - 
drop’ to $954,898, compar 
oun 90,008,074 in the like period 
of the preceding year. 

George W. Mason, president, 
attributed the decline to lower 

‘ production of cars and appliances, 
reduced prices, and a plant shut- 
down for model changeovers. 
Although sales of military air- 
craft engines increased consider- 
ably, he said, the profit margin 
on Government business is small- 
er than that on commercial 
products. 

Nash-Kelvinator’s net sales for 
the quarter were $108,634,374, 
compared with $111,332,809 a year 
earlier. 





made in anticipation of lower 
manufacturing and _ distribution 
costs which should result from in- 
creased volume.” 

“Now standard features in the 
Rambler line, radios and weather- 
eye heating systems will become 
optional equipment,” he said. 
“The Nash Rambler was intro- 
duced in 1950 in two fully 
equipped custom models, They 
were the only cars in the industry 
to have radios and heaters in- 
cluded in the retail delivered 


“With a free flow of materials, 


’ the Rambler line has now been en- 


larged. We feel the offer of all 
these cars at lower prices with con- 
ventional standard equipment will 
broaden our market.” 

x a * 

ART of the price reductions, 

Doss explained, were attribu- 
table to elimination of the heavy 
premium Nash had paid for con- 
version steel. 

“This will be the first year 
since 1946 that we will not have 
to pay a premium to obtain the 
quantity and quality of steel 
needed for our cars,” he said. 

In the fiscal year from Oct. 1, 
1952, to Sept. 30, 1953, Nash paid 
nearly $10 million above mill prices 
for warehouse and conversion steel, 
Doss said. 

Nash spokesmen said dealers 
would be reimbursed for cars in 

stock purchased at former prices. 
The price cuts took effect Tuesday 
(Feb. 2). 
+ = . 

IHE boost in the new-car make- 

ready fee, the spokesmen said, 


NLRB Gets Denial 
Of Car Forcing 
At Studebaker 


SOUTH BEND.—Studebaker and 
UAW-CIO attorneys denied last 
week at a National Labor Relations 
Board hearing that company and 
union officials had tried to coerce 
20 workers into buying Stude- 
bakers. 

George N. Beamer, a union at- 
torney, said the 20 men were laid 
off because of “disturbances that 
occurred spontaneously in the 
plant.” 

One of the 20 workers, Alexander 
E. Orban, testified that he was 
taken to the personnel department 
on Aug. 28 and told by his de- 
partment foreman, a UAW regional 
representative and a union steward 
that he would have to get rid of 
the 1953 Dodge he was driving. 





brings it to $20 on the Ramblers; 
to $25 on the two Statesman series, 
and to $30 on the Ambassador 
Super and Ambassador Custom 
groups. 


When the ’54s were announced, 
prices on Rambler body styles 
that were carried over from 1953 
were lowered $23.90 to $57.60. The 
Statesman Super four-door sedan 
held about even, and the two- 
door was reduced $13.55. The 
Statesman Custom four-door was 
raised $30.30, and the hardtop 
was hiked $34.80, The four Am- 
bassador Super and Ambassador 
Custom models were cut $98.60 
to $160.75, 


Both Statesman Super models 
now have been cut $20, The States- 
man Custom four-door is down $30, 
and the Statesman Custom hardtop 
is down $45. 

* * * 


= new and old prices are 






as follows: 
RAMBLER DELUXE 
NEW OLD 
MODEL PRICE PRICE 
2-door sedan ................. $1,550 $1,695 
RAMBLER SUPER 
4-door sedan ................ $1,795 $1,995 
2-door sedan ... .. 1,700 1,845 
Hardtop. ............. . 1,800 1,945 
Suburban sivsccodacs me 1,945 
RAMBLER CUSTOM 
4-door sedan ................ $1,965 $2,175 
Hardtop ......... ... 1,950 2,005 
Convertible ............. .... 1,980 2,125 
2-door stat. wag. ........ 1,950 2,085 
4-door stat. wag. ........ 2,050 2,195 
STATESMAN SUPER 
4-door sedan ................ $2,158 $2,178 
2-door sedan .........,...... 2,110 2,130 
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AUTOMOTIVE NEWS 





HELP WANTED 


OFFICE MANAGER. One of Washington, 
D. C.’s largest volume dealers has an 
excellent opportunity for an experienced 
accountant. Must have thorough knowl- 
edge of automotive accounting. Excellent 
starting salary and future. Box 3461, c/o 
Automotive News, Detroit 26. 


WANTED — SALES MANAGER who can 
train and direct a sales force. Must know 
used car and truck values. General 
Motors dealership, located in a southern 
Michigan city of 20,000 population. Ex- 
ceHent proposition for the right man. 
a 3431, c/o Automotive News, Detroit 





SOUTHERN WIPING CLOTH concern 
wants salesman for southeastern territory 
to call on automotive jobbers, dealers, 
‘industrial plants and suppliers. Box 3460, 
c/o Automotive News, Detroit 26. 


SALESMEN — SOUTHERN manufacturer 
making complete line auto seat covers. 
Excellent opportunity. Write, giving full 
information — strictly confidential. Box 
3420, c/o Automotive News, Detroit 26. 





Foremost Importer of Well 
Known Lines of Foreign 
Car Parts 


Has several open territories for manufac- 
representatives. If you are now 
doing a good job contacting retailers and 
service stations and have room for addi- 
tional profitable line, write in confidence. 
Our men know of this ad. 


turers 


Box 3485, c/o Automotive News, Detroit 26. 





Reaching an estimated 150,000 readers engaged in all 


lea! 





CLASSIFIED WANT AD DEPARTMENT 


of the automotive industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, | 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar 


of Automotive News. Replies to Box Number ads 


day received. Display ads 
OF PUBLICATION DATE 
WANT AD DEPT.., 


HELP WANTED 


AGENTS 
NEEDED 


We are expanding our busi- 
ness and plans for 1954 will 
make available several territo- 
ries in the United States. 


We want ex-factory representa- 
tives — regional or zone man- 
agers — auto dealers or sales- 
men — men formerly engaged 
in the finance or insurance busi- 
ness, or men presently em- 
ployed in these capacities. 


Our State Agents earn between 
$10,000 to $50,000 annually. 


Must have a car, and acquaint- 
ance with auto dealers or 
finance companies helpful but 
not essential. 


Give sales experience, age and 
marital status in first letter to 
Home Office. 


Resolute Insurance 
Company 


83 Chapel Street 
Hartford, Connecticut 
Attention: J. E. Baldwin, Vice-president 


SERVICE MANAGER. We are looking for 
a man who has had considerable ex- 
perience and has been in complete con- 
trol of all departments of a service de- 
partment and a man who can organize 
and control labor and is able to es- 
tabifgh good customer relationship, A 
knowledge of foreign cars is desirable but 
not essential. Only man with proven 
ability need apply. Top salary to right 
man. Please send two recent references. 
Box 3458, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER FOR ONE of the 
largest foreign car dealerships in the 
Chicago area. Only top notch man with 
proven ability need apply. Experience 
with foreign cars desirable but not es- 
sential. Top salary to right man, Please 
send two recent references. Box 3459, 
c/o Automotive News, Detroit 26. 








TRUCK LEASING 
SALESMAN 


We require an experienced man to help us 
expand our truck leasing business across 
Canada. This man must live in Montreal and 
be free to travel. Attractive salary and 
commission. Full information to 


STANLEY DRIVE YOURSELF 
SYSTEM, INC. 


2085 Metcalfe St. Montreal, Quebec 
Telephone BElair 1701 





GENERAL SALES MANAGER. Large 
Baltimore Ford dealer offers a lifetime 
opportunity for a volume minded man 
capable of training and stimulating large 
sales force. Must be willing and able to 
accept responsibility and possess the 


“know how’ to get things done. Com- 
pensation plan ‘‘keyed to results.’’ All 
replies held in strictest confidence. Box 


3389, c/o Automotive News, Detroit 26. 


USED CAR BUYER, One of Washington, 
D. C.’s largest volume dealers has an 
excellent opportunity for a used car 
buyer, with northern and southern con- 
tacts. Excellent salary and future possi- 
bilities. Box 3462, c/o Automotive News, 
Detroit 26. 





USED CAR 
MERCHANDISING MANAGER 
Used Car Merchandising Manager for 
home office direction of used car sales 
program. Excellent opportunity for the 
right man. Must have proven ability to 
train used car salesmen to sell and direct 
sales programs on a national basis. We 
are one of the “Big 3”. Replies confi- 
dential. Write full particulars, references. 
Also snapshot if possible. Box 3486, c/o 
Automotive News, Detroit 26. 





‘SR Prd ae 


AUTOMOTIVE 





($1) per insertion 


per insertion. 





NATIOWNAL USED CAR MANAGERS! 
Position desired with Automobile Factory. 
I am presently President and Generai 
Manager of a large Dealership in the 
Midwest (one of the big three) and am 
familiar with all phases of operating a 
Dealership. Have an outstanding record 
as a Dealer. Feel with this background 
that I could be an asset to a Factory in 
heiping other Dealers. I am 41 years of 
age, married and can furnish the best of 
references as to my character, honesty, 
integrity, such as Bankers, Automobile 
Deaiers, Finance Company Executives, 
Factory Executives, etc, Have statements 
to prove the kind of operation that I am 
operating. A salary, bonus and expense 
arrangement is desired, however, this is 
secordary since financially 1 am well 
situeted. I would like this challenge be- 
cause it is my belief that we are now 
separating the men from the boys in our 
industry, Doth in Factory, personnel and 
dealers. Experience is again going to be 
worth its weight in gold, Seriously, let’s 
face it, one needs the other. Together 
Dealers and Factories can be successful 
and there is room for a lot of improve- 
ment in their relationship. If you would 
like a Dealer who knows he can really 
get a job done nationally with a Factory, 
write Box 3444, c/o Automotive News, 
Detroit 26. 


TOP MAN WITH one of largest New York 
“‘Big Three’’ dealerships for past four 
years, seeks opportunity to display ag- 
gressiveness, crackerjeck salesmanship 
and responsibility in managerial capacity. 
Well educated, twenty-eight years of age, 
family man. Sober, conscien 
trustworthy. 





if deal satisfactory. Box 3438, c/o Auto- 
motive News, Detroit 26. 


MECHANIC DESIRES POSITION, in 
southeastern 8., im serviee manage- 
ment. 17 
mechanics, automotive and aireraft. Past 
4 years to date in GM dealership. Box 
3427, c/o Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER open 
for good connection. 22 years experience 
Ford and Chevrolet. Finest of references. 
Know how to do business the hard way. 
fl years old. Box 3489, c/o Automotive 
News, Detroit 26, 


YOUNG LADY, 24, two years college. Auto- 
motive experience Chrysler - Plymouth 
agency. Sales, service, parts, credit-col- 
lections, financing, daily records, handle 
correspondence. Want responsible position 
automotive field. A-1 references. Prefer 
midwest. Box 3490, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER, 16 years’ experience, 
MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 
ences. Box 3479, c/o Automotive News, 
Detroit 26. 


SERVICE AND PARTS EXPERT, 16 
years’ experience Chrysler products, su- 
pervising, promoting and merchandising 
both departments. Prefer southwest or 
west. References exchanged. Box 3465, 
c/o Automotive News, Detroit 26, 


YOUNG MAN WITH EXCELLENT refer- 
ences and varied automobile experience 
wishes to make connections with Ford 
or GM dealer who needs a junior partner. 
Can invest $20,000 or more. Prefer mid- 
west or southwest. Box 3466, c/o Auto- 
motive News, Detroit 26. 





COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we sougent ee send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





ile 


use of a box number, in care 


ore forwarded to the advertiser, unopened, the same 
CLOSING: SIX DAYS 


LE ioe 


NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


Human Head For Sale!!! 
Not Amazon pre-shrunk, but real live 


EXPERIENCED HEAD 
Stuffed with 18 years (ground up) "Big 3" 





deater retail level operations. Keen ability 
to recruit, hire, train, systematize, supervise 
salesmen into volume "‘sales getters’’ with 
plenty “"bulidog sicum"' to sell today’s 
market, to shake the bushes. 

A CREATIVE HEAD 
Listener - Telier-Doer (no yes man). Self- 


starter extrovert with sales imagination, de- 
cisive planner. Born merchandiser, ''ideaman’ 
with emphasis on quality advertising, show- 


manship, promotion. Not high-pressure, but 
high-human interest in people (customer re- 
lations). 


A MATURE HEAD 
Fast moving, intense enthusiasm plus shrewd 
‘know how." Volume-profit conscious. Specia!- 
ist in appraising, reconditioning. Smooth 
efficient closer, representing highest type 
“on the square’ business ethics. 
A YOUNG HEAD 
38, family, good habits, refined appearance, 
dynamic energy tempered with broad (ex- 
dealer) experience, sound judgment. 
SEEK: (1) Challenging potential with sub- 
stantial concern. (2) Quality automobile. (3) 
Location advantage (no blue sky—distress 
deals). Ail inquiries acknowledged—Resume. 
(One time advertisement.) 
Bex 3488, </e Automotive News, 
Detroit 26. 





SALES MANAGER. 
full responsibility in all phases, Presently 
employed, complete charge GM dealer- 
ship—Philadelphia vicinity for the past 
four years as sales manager. 
three hundred new cars yearly. Wants 
relocate although not forced to. Ex- 
ceptional background of prewar ex- 
perience to meet today’s 
ditions. Age 46, single. 
dealership preferred. Go 
a 3435, c/o Automotive News, Detroit 


YOU NAME IT. Qualified as general map- 
ager, new or used car sales manager, 
salesman. Best of references. Fully ex- 
perienced. If you need managerial per- 
sonnel, you have a problem, I’ll solve it 
at my risk; you’ll have no obligations to 
me whatsoever if your problem remains 
unsolved. Would welcome the opportunity 
to sell, if job has reasonable opportunity 
for advancement. Write Box 3464, c/o 
Automotive News, Detroit 26. 


ATTENTION PHILADELPHIA, PA. area 
GM dealers. Sales manager, in middle 
thirties, with proven record, now em- 
ployed with one of GM’s largest dealers 
in the higher price field. I can do the 
job, mold a good sales force and run an 
efficient operation. Box 3456, c/o Auto- 
motive News, Detroit 26. 


WANT A YOUNG MAN to share the load 
and do a top job? Under 35, 5 years 
manufacturer, 3% years retail manage- 
ment experience. Top record and refer- 
ences. Capable handling dealership, 
sales or assisting. Southern GM or Ford 
deal—small town only. Box 3457, c/o 
Automotive News, Detroit 26. 


EXPERIENCED AUTOMOBILE finance 
man seeking position with progressive fi- 
nance company or bank who wishes to 
establish a time sales department or 
consumer credit department. Familiar 
with all phases of finance business, Ex- 
cellent background. Age 42. Complete de- 
tails furnished. Would like to make 
permanent connection. Prefer Florida or 
southwest. Box 3463, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


SEVERAL PROFITABLE ‘‘Big 3’’ dealer- 
ships available in sunny southern Cali- 
fornia. Inquiries confidential. Business 
brokers. G. R. Bill Company, 2202 El- 
Cajon Bivd., San Diego, Calif, 


DELRAY BEACH, FLORIDA, fastest 
growing community on the fabulous 
‘“‘gold coast.’’ Here’s your opportunity to 
live and make money in Florida. My 
inexperience in the automobile business 
compels me to sacrifice this beautiful, 
small deal handling Nash. Overhead 
amazingly low; any length lease avail- 
able. No cars. $6,000 buys office and 
shop equipment, parts and signs. Nothing 
else to buy. Nash-Delray Motors, Delray 
Beach, Fila, 





DEALERSHIP WANTED 


WANTED—ACTIVE INVESTMENT or BUY-OUT 
DEAL ... GM DUAL—CHEVROLET— 
FORD—DEAL ... 


| will invest $25,000 in a going deal and take over any part or all manage- 
ment. Qualified with factories. Young, well experienced (17 years), aggressive 
merchandiser, experienced in new and used, service and parts, body and 
paini—all operating data and figures. Can improve any deals net, used car 
clearance, service absorption, etc. Prefer South. Will discuss proposition person- 


ally at your convenience. 


All replies answered and confidential. 
Box 3487, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


OV NER’S WISH TO RETIRE. 30 years 
w:.i established automobile business, 22 
y ars DeSoto-Plymouth. Midwest city— 
4 > car franchise, Will lease buildings. 
i; ox 3473, c/o Automotive News, Detroit 


DI ALERSHIP HANDLING CHRYSLER 
odicts. Only Plymouth dealer in 
‘nriving town of 8,500 located in one 
central Michigan's richest farming 
ounties. $5,000 buys modern equipment 


and parts. Long time lease available on | 


modern 95x65 foot building. Box 3474. 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge-Plymouth, Located in north east- 
ern Ohio industrial city of over 50,000. 
Only parts and equipment 
purchased. Building can be leased reason- 
ably. This is a well established business. 
Will deal only with principals. Box 3475, 
c/o Automotive News, Detroit 26. 

DEALERSHIP AVAILABLE—One of the 
‘‘Big Three’ in a prosperous northern 
Ohio city. No buildings to purchase, only 
operating equipment and parts. Principals 
only. No brokers. Box 3476, c/o Auto- 
motive News, Detroit 26. 


CALIFORNIA DEALERSHIP—GM, Live in | 


the sun. Located in great central valley. 


Fast growing, rich agricultural area. 
Write Jack L. Davis, 530 E. Main 8t., 
Visalia, Calif. 


DEALERSHIP, HANDLING LINCOLN- 
Mercury—midwest area, for sale. Fran- 
chise covers six county trading area 
over 50,000. Delivered 110 Mercurys and 
17 Lincolns last year. Reasonable lease 
on building and adjacent used car lot. 
Will sell stock inventory and equipment. 
Seller will retain used cars and account 
receivables. Fectory approval necessary. 
Box 3447, c/o Automotive News, Detroit 
26. 


DISSOLVING PARTNERSHIP — Best lo- 
cated Dodge-Plymouth dealership — Los 





Angeles county—Approximately 500 cars | 


low ex- 


per year. Profitable operation, 
excellent 


pense, good service coverage, 
facilities, 


shop. Parts inventory in excellent con- 
dition. No used cars or receivables to 


Duy—will sell at reduced inventory price | 


approximateiy $50,000. Box 3445, c/o 
Automotive News, Detroit 26. __ 
DEALERSHIP HANDLING one of the 


‘‘Big Three’’. Large trade area in pros- 
perous Oklahoma community. Other busi- 
ness interest—reason for selling. Box 
3449, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler prod- 
ucts in most stable community in western 
Michigan of 13,500 people. 125 car con- 
tract with or without real estate. $16,500 
will buy everything except building, ac- 
counts receivable, used cars. The above 
figure is below depreciated book value. 
Am willing to sacrifice for quick sale as I 
am interested in ‘arger deal which is 
available March 15th. Box 3416, 
Automotive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP 
handling Chevrolet and Oldsmobile in 
central Nebraska, New cars sold in 1953 
totaled 150 units. No blue sky. Will sell 
for flat price or inventory. Will take 
approximately $25,000 cash to handle. 
Will carry balance. Must have factory 
approval. Box 3472, c/o Automotive 
News, Detroit 26. 


IOWA HANDLING Chevrolet-Buick dual, | 


over three hundred units yearly; selling 
reason—retirement. Box 3417, c/o Auto- 
motive News, Detroit 26. 

FOR SALE—DEALERSHIP handling 
Dodge-Plymouth, located in suburb near 
Chicago, 300 car deal. $1,250,000 gross 
in 1953. No real estate, no used cars to 
buy, very low rent. Ail replies confiden- 
tial. Box 3481, c/o Automotive News, 
Detroit 26. 

DEALERSHIP, HANDLING CHRYSLER 
product, Los Angeles metropolitan area. 
Same location 19 years. $1,820,000 
volume 1953. Complete facilities, extreme- 
ly capable personnel, high service ab- 
sorption, reasonable leases on building, 
body shop and used car lot. $38,500 for 
Parts, equipment and fixtures, terms 
cash. No accounts receivable, used cars 


and company cars open. Box 3470, c/o 


Automotive News, Detroit 26. 


AUTO SALES, GARAGE, parts, gas; sales | 


$166,000 year; handling “Xaiser-Frazer 
agency; fully equipped; living quarters; 
eastern town; priced with property, Apple 
Co., Brokers, Cleveland, Ohio. 


DEALERSHIP AVAILABLE, one of ‘‘Big 
Three’’—north central Ohio, 60,000 popu- 
lation. Modern building, used car 
main highway. Good lease. $36,000 worth 


of parts and equipment can be had for | 


less than $18,000. Box 3471, c/o Auto- 
motive News, Detroit 26. 


400 CAR “BIG THREE’’ dealership in 
suburban Philadelphia. Minimum invest- 
ment necessary for this size dealership. 
Approximately $40,000 handles entire 
deal. Low rent, on main highway, Owner 
sacrificing for immediate sale—has larger 





franchise elsewhere. Box 3450, c/o Auto- 


motive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- | 


euth, Located in Alabama town—popu- 
lation approximately 14,000; county popu- 
lation around 45,000. Will take $27,000 
to handle plus operating capital. Box 
3452, c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 





DEALERSHIP AVAILABLE — Cen- 
tral Florida handling Studebaker. Willing 
to consider partner with sales ability. 100 
car potential. Requires $7,000 investment. 
oo 3484, c/o Automotive News, Detroit 


DEALERSHIP HANDLING OLDSMOBILE. 
Beautiful Florida town. Twelve thousand 
population. Total price twenty-five thous- 
and. Box 3477, c/o Automotive News, 
Detroit 26, 


DEALERSHIP HANDLING PONTIAC in 
Florida. Netted around thirty-five thou- 
‘and per year since opening. Twenty-five 
housand in cash will handle. Box 3478, 
*/0 Automotive News, Detroit 26. 


need be/| 


good used car operation next | 
to new car bidg. Completely equipped | 


AUTOMOTIVE NEWS, FEBRUARY 8, 1954 


| DEALERSHIPS AVAILABLE 
| - . 


used cars and accounts receivable. 
Located in the Rio Grande Valley, the 
richest sgriculture and industrial section 
of Texas. Ideal year round climate, only 
thirty mile drive from Old Mexico. Over 
75,000 population in trade area. 100 to 
150 car contract. Sales in 1953 over half 
million dollars, Also, large four bedroom 
home on large lot in most desirable part 
of town. Only half block from school, 
every luxury and convenience for a nice 
home. Owner wishes to sell to take ad- 
vantege of another opportunity. Box 
3448, c/o Automotive News, Detroit 26. 


AUTO AGENCIES 





Large, medium and small "Big Three’ auto | 


agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
160 Montague Street Brooklyn 2, N. Y. 
| ULster 2-5600 





| —S—s«déDEALERSHIP WANTED 


WANTED — CHEVROLET dealership lo- 
cated in Kansas, Colorado or Missouri in 





city of 5,000 upward. Factory approval | 
Box 3467, | 


assured. Strictly confidential. 
c/o Automotive News, Detroit 26. 


CASH FOR SMALL southern GM or Ford | 


dealership. Approval assured. Confiden- 
tial. Box 3468, 
Detroit 26. 


GM OR FORD DEALERSHIP within 75 
miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. Watkins 
4-6754. 

WANTED — CHEVROLET DEALERSHIP 
by younger man experienced in all 
phases. Will consider partnership or 
active firancial interest. Factory approval 
assured. All replies held confidential. Box 
3469, c/o Automotive News, Detroit 26. 


WANTED — GENERAL MOTORS, FORD 
| or Chrysler dealership on east coast of 
Florida. Will purchase property or lease. 
Already o.k’d by factory. All replies 
| confidential. Box 3480, c/o Automotive 
News, Detroit 26. 


WANTED — DEALERSHIP; Chevrolet or 
Olds or dual. Lover half U. 8S. County 
seat, 10,000 population up. Former dealer 








answered. P. O. Box 182, Sterling, Til, 





| TEXAS DEALERSHIP HANDLING Buick, | 
for quick sale at inventory. Will keep | 


c/o Automotive News, | 


—approval assured. Confidential. Replies | 


BUSINESS OPPORTUNITIES 





OCEAN FRONT MOTEL 
| DAYTONA BEACH—Two full season's business 
| in ideal year around climate. Valuable cor- 
|ner location, close in. Deluxe throughout, 
| with an established clientel. Owner's home 
| “fit for a King'’ with six large rooms—3 bed- 
| rooms and two baths. Price $187,500. Write 
for brochure. 
G. Elmore, Jr., Realtor 

Motel and Hotel Broker 

942 Edgewood Ave. Jacksonville, Fla. 





| 


DEALER SERVICES 





NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 

i recordings left with dealer 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. Ac- 
| curate, confidential. LOW COST. 
} INVENTORY PARTS SERVICE CO. 
| 5050 Joy Road Detroit, Michigan 
| Texas 4-7450 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A, Talbot’s Inventory 
Service, 124 8S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


z 





| 








INVENTORY SERVICE 
Parts and Accessories 
@ CERTIFIED REPORTS @ 
Get the facts now —find out if you are in 
shape for ‘54. Obsolescence and shortages can 
kill profits so don't wait for the year end to 
learn how this department is operating. 
Dealers say our analysis and testing of 
procedures alone worth cost of Inventory 
Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





‘CARS FOR SALE 





| 
| 
| 


SOMETHING NEW 
USED CARS DELIVERED 


| 
| 


CHEVROLET — 400 CAR minimum, Have | We have 


for sale a nice selection of | 


factory approval and cash. Am general | fleet leased 1952 Chevrolets, Fords and. 
manager volume Chevrolet dealership. 





CARS WANTED 


| WANTED—1929 PIERCE ARROW rumble 
| seat coupe. Restorable condition. Box 
| 3385, Orlando, Fla, 


WANTED—1953 PLYMOUTHS — Must be 
$150-$200 less than invoice. Kirkwood 
Motors, Kirkwood, Mo. YOrktown 5-1204. 


PARTS FOR SALE 


FOR SALE. STUDEBAKER parts and shop 
equipment. Oldest Studebaker dealer St. 
Louis and St. Louis county retiring from 
business. All stock to be sold at great 
sacrifice. Must be seen to be appreciated. 
Osage Sales Co., 3905, S. Grand Bivd., 
St. Louis, Mo. 


2 FREE 


"GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
® Buick 
® Cadillac 
® Oldsmobile 
® Pontiac 
® Chevrolet 
One day service. Special cash allow- 


ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 

1000 S. WABASH AVENUE 
WAbash 2-1030 

se es = 








Chicago 5, Hlinois 








Genuine Willys Parts 

| Hard to get items back to 1936 models. 
Freight prepaid—Ship anywhere 
Kaiser-Willys Miami Motors 
Distributors 


Box 630 
| Ph. 9-3636 


| 


Miami, Fia. 


TRUCKS FOR SALE 


AUTOMOBILE HAULAWAY — 1950 Dodge 
tractor with 35 foot four car trailer. New 


MISCELLANEOUS 


PROVEN BEST 


By Actual Test 
Our New Model 








TOW BARS 


Meet 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 


Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


Automatic Braking 


With BRAKE HOOK-UP 


ONLY . . $51% cu 


GUIDE 

CABLES 

Meets 1.C.C. Strength Requirements 
+ 7 * 

$6145 


Requirements! 


COMPLETE with 

Guide Cables and 

BRAKE HOOK-UP ........... 
Meets ALL 1.C.C. 


—SPECIAL— 


c/o| — nena — 
| PONTIAC OR OTHER GM by salesman- | 


lot, | 


Ready to take over now. All replies 
strictly confidential. You or your agent. 
Box 3482, c/o Automotive News, Detroit 
26. 


ager large GM deal. 200 car minimum. 


Factory approval 
fidential. Box 3483, 
News, Detroit 26. 


c/o Automotive 


BUSINESS OPPORTUNITIES 


Distributor Wanted 
and 
Franchise Available 


World renowned garbage collector 
body that operates at 30% economy 
desires manufacturer, but especially 
sales organization to distribute na- 
tionally or regionally. Experienced 


sellers to municipalities and individual 
operators only sought. Require assur- 


ance of specific cash outlay for license 
plus annual sales efforts costs. License 
holder in New York now 2 or 3 weeks. 


See Alberto Viller 
Barbizon Plaza Hotel, N. Y. 
or 
Bryan Hendershott and Son 


Public Relations Counsellors 


Washington, D. C. 
Tel. EX 3-0946 





1025 Conn. 





Automobile 


* 
Auctioneers 
[oe JOHNNY 
McCLURE woop 
Dealers: Reduce your used 
car stock the profitable way. 
Will conduct a retail auto 
auction in your place of 
business. Having successful 
auction sales for others, and 
will do the same for you. For 
references and dates write, 
wire or phone. 


JOHNNY WOOD 
R.R. No. 3, St. Joseph, Mo. 
Phones: 


2-7933 2-4878 





| NATIONAL COMPANY 


pany or assets for cash. 
Inquiries handled in confidence | 





Box 3394, c/o Automotive News, Detroit 26. | 
| 





assured. Replies con- | 


Plymouths in all body styles. These cars 
|can be delivered to your door regardless 
|of location. Phone or write for informo- 


tion: 


| Robinson Auto Rental, Inc. 
| 229 S. Hanson 59. Philadelphia, Pa. 


| 1. &. Spatig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


| Excellent Bodies - Good Motors - 


| Heaters 
| Upholstery New 

| 

| 


BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
| SARATOGA 7-2300 








TOLEDO AUTO 
AUCTION COMPANY 


5902 Telegraph Road Toledo, Ohio 
by the National Airport 


SALE EVERY TUESDAY, 1 P.M. 
Checks Guaranteed 


Harold Strait, Jim Vance 
Auctioneers 
Gale Neiswender, 
Manager 
— Open daily 9 to 5 — 
Phone Klondike 4631 








AUTO AUCTION 
TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





CARS WANTED 


| IDAHO DEALER WANTS CONNECTION 
| with new car dealers in Chicago area 
for customer driveouts on GM and Ford 
lines. Will make personal call on favor- 
able replies about February sth. Pox 
3426, c/o Automotive News, Detroit 26. 





|EXCESS SHOP EQUIPMENT ? 


| Will purchase your leasing COM-|Why not sell that extra equipment now | 


| standing idle in your shop? 
An advertisement in this section is the 


| answerl 


AUTOMOTIVE NEWS 


SHERWOOD 7-1700 


York Car Carriers, Buffalo, N. Y. 
TRUCKS WANTED 


WANTED—HOLMES HEAVY duty wrecker | 
mounted on late model 2-ton or larger 
chassis. Also complete, 1953 DeSoto body. 
In New England or New York states. | 
Granite State Auto Body, Keene, N. H. 


MISCELLANEOUS 


FLORIDA HOLIDAY. Available now. 
| Beautiful, furnished apartments in 
tropical setting of palms, hibiscus and 
poinsettas. Choice of one or two bedroom 
apartments with living room, tiled 
electric kitchen and bathroom, Every- 
thing supplied, linen, china, silverware, 
ready to move in, Available for week. 
month or year. Phone or write Chas. R. 
Prout, Grace Apartments, 501 North E. 
jr a Fort Lauderdale, Fla. Phone 
4-2469. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


Protecto Covers (Tailor Made) ....$6.95 

Carrying Bags $1.00 & $3.50 

SAFETY CHAINS, set of 2, only ....$2.50 
QUICK-TOW Bumper- 


to-Bumper Tow Bar... $1 9.50 
Up Intrastate Tow Ber, 42.90 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-746 


40 So. Clinton St., Chicago 6, Ill. 


























DON KELLY’S AUTO AUCTION 


One of the OLDEST, LARGEST and FINEST at the Junction of Three of America's 
Leading Highwoys. — U. S. Hwys. 70S—231—41. 


IN THE HEART OF DIXIE 
MURFREESBORO, TENNESSEE 


SALE EVERY THURSDAY AT 11 A. M. 


DON KELLY Se: Bit! Seddorth 


Col. Frank Nance 
Auctioneers 





All Checks 
Insured 


Owner and Operator 


TELEPHONES: 2390-9135 — NIGHT 2169 


Member N. U. C. D. A. and T. A. A. 
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Aptco Auto Auction Wed. & Fri. 
19241 Dix-Toledo Hyw., U.S. 425 Melvindale, Mich. 


Baize & Flippo Auction Co. Tuesday 
North Locust Ave., Lawrenceburg, Tenn. 


Baker Auto Auction Thursday 
Gulfport Airport, Gulfport, Miss. 


Bowling Green Auto Auction Friday 
Highway 31 W Bypass — Bowling Green, Ky. 


Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 


Cofield Auto Auction Monday 
Boaz, Alabama 


Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 


Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 


Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 


Dixie Auto Auction Sales Monday 
217 Gadsden Road, Birmingham, Ala. 


Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 


Red Farmer's Auto Auction, Inc. Wednesday 
1010 S. State St., Jackson, Miss. 


Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 


Grand Rapids Auctions, Inc. Tuesday 
0168-M21, Jenison, Michigan 


Doc Greiner Auction Thursday 
714 Huron Street, Toledo, Ohio 


Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 


Don Kelly's Auto Auction Thursday 
West Lytle St., Murfreesboro, Tenn. 


Lapiner’s Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 


Lebanon Auto Auction, Inc. Wednesday 
State Highway 29, N. Plainfield, N. J. 


Louisville Auto Auction Tuesday 
3601 S. 7th St. Road, Louisville, Ky. 


Maney Auto Auction Friday 
Jordon Lane, Huntsville, Ala. 


Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 


Middle Georgia Auto Auction Wednesday 
Eastside Highway, Macon, Georgia 


Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 


Monroe Auto Auction, Inc. Tuesday 
Highway +80, Monroe, Louisiana 

Montgomery Auto Auction Wednesday 
729 N. Court St., Montgomery, Ala. 


Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 


Muncie Auto Auction Friday 
3344 So. Madison St., Muncie, Ind. 


Nashville Auto Auction. Inc. Wednesday 
1406 Lebanon Rd., Nashville, Tenn. 


Quincy Auto Auction Friday 
3200 Broadway, Quincy. Illinois 


Owosso Auto Auction Thursday 
1450 E. Main St., Owosso, Mich. 


Rockford Auto Auction Thursday 
6402 Forest Hills Rd., Rockford, Ill. 


Slaton Auto Auction Wednesday 
U. S. Highway 11, Cleveland, Tenn. 


Cliff Soderberg Auto Auction, Inc. | Monday 
13th and Locust Sts.. Omaha, Nebraska 


Southern Auto Sales Wednesday 
Route 5, Warehouse Point, Conn. 


Pal-Waukee Airport Auto Auction Thursday 
Milwaukee Ave. at Palestine Rd., Wheeling. Ill. 


Tinnin Auto Auction Tuesday 
Buckwalter Stadium, Meridian, Miss. 


Tri-State Auction Co. Thursday 
3021 Front St., Fargo, N. Dakota 


Tri-State Auto Auction, Inc. Friday 
Valley Springs, S. D. 


West Kentucky Auto Auction Monday 
Chestnut at W. 12th St., Murray. Ky. 


Mr. Self-Insured Auction Owner: 
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PICTURE OF YOUR PRESENT SITUATION: 


® You are solely responsible for pay- 
ment of every check written at your 
auction. That means you take 100% 
of every bad check loss ... no matter 
how large. 


@ Tax laws don’t permit you to set up 
a tax-free reserve to cover lossés 
through bad checks. That means evéry 
loss you take has to come out of day- 
to-day profits. 


@ Add it up. Bad checks can ruin you. 


you money eee 


saves time... 


saves worry! 


~i 


‘ . 


PICTURE OF YOUR SITUATION WITH 
FIDELITY CHECK INSURANCE: 

e Fidelity (NOT YOU) takes the 
losses. 


e Fidelity (NOT YOU) foots all 


collection expense. 


e Fidelity furnishes at no cost to you 
an up-to-date credit file. 

e Fidelity pays bad check claims 
usually within 48 hours. 


® Fidelity premiums are income-tax 
deductible. 


So why not let Fidelity take the chances for you? It costs only a tiny fraction of 
the value of the cars consigned to your auction. And over the long haul, IT SAVES 


YOU MONEY ...SAVES YOU TIME. . 


- SAVES YOU WORRY. Don’t take our 


word for it. Ask any of the Fidelity Insured Auctions listed here. Write, wire, or call 


OF TENNESSEE 


FIDELITY INSURANCE COMPANY 


204 STAHLMAN BLDG. 


NASHVILLE, TENN. 





